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HEADQUARTERS FOR L.P GAS INFORMATION SINCE 1931 


it’s always fair weather with an... 


A Ni C H Oo R contract 


THE SURE WAY TO 
SATISFIED CUSTOMERS 


Anchor is no fair-weather friend. We know your 
obligation to your customers . . . your obligation 
to yourself. And we know how to help you with 


both . . . in spite of season or weather. 


Anchor has the producing, transportation and storage 


facilities to handle any LPG need. And Anchor men 


have the experience, knowledge and desire to help 


you with any problem. They want your business, 
and will go all out for you to deserve it. Want proof? 
Call Anchor in Tulsa, CHerry 2-7261. 


ANCHOR 
PETROLEUM COMPANY e«- TULSA 


SALES OFFICES: Toledo, Sioux City, St. Paul, Shreveport 
Hattiesburg, Gulfport, Savannah, Oklahoma City, Houston, Midland, 
Long Beach, San Francisco, Seattle, Calgary. 

















smell cylinders 





Model RC-20A—for temporary installations, Model PC-20APL—plumber’s pot cylinder for Model PC-5—small, 5-pound cylinder for 
special applications, demonstrations, etc. plumbing and refrigeration service. demonstrations and special industrial appli- 
cations. 


Model CC-20A-—“cash andcarry"typeforsmall Model PC-20A—for industrial applications, 
domestic installations. demonstrations, trailers, camps, etc. 


choose Hackney 


5 pounds, 20, 25, 40, 50, 60—right on up, Hackney 
LP-gas cylinders deliver more valuable features and 
pay off in more ways. 

Two-piece construction minimizes seam area... 
requires only one weld around the circumference. 
Lightweight construction permits easier, faster han- 
dling, and lower shipping costs. 


Built for long-lasting strength 

Using selected high-quality steel, Hackney’s cold 
drawing process assures uniform wall thickness. Con- 
trolled heat treatment increases over-all durability. 


Each cylinder complies with ICC regulations and 
Hackney’s own exacting production standards. 


Equipped with the features you want 


Noted for its clean design, these versatile cylinders 
are carefully painted for added protection, and 
equipped with sturdy foot rings that withstand abuse. 
Protective collars, removable hoods or removable 
caps as you require. 

Write for details on the cylinders that set the pace 
for the industry. 


Pressed Steel Tank Company 
Manufacturer of Hackney Products 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal cities 
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FOR ALL THESE REASONS 


NO “OUT-OF-GAS” CALLS 

PAY AFTER USE 

SMALL MONTHLY PAYMENTS 

ACCURATE MONTHLY BILLINGS 

KNOW EXACT MONTHLY CONSUMPTION 
NO NEED TO WATCH TANK LEVEL 





GIVE THEM ROCKWELL METERS—THE BEST! 


Perhaps you think the meter idea is too new, too 
hard to put across. Just consider this—most of 
your customers are already conditioned to meters. 
They buy electricity by meter. And many have 
moved from towns where gas, water and elec- 


The little meters you need! Aluminum rust-proof 
case. Easy to install on brackets. And they 
can be repaired, quickly and economically. 


LP-GAS VAPOR METERS 


another fine product by 


ROCKWELL 
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tricity are metered or know town folk and the 
metered advantages they enjoy. 

For generations the utilities have proved the 
only fair way—the only businesslike way to 
charge for their service is by meter measurement. 
These utilities know that a bill based on a meter 
reading the customer can read and check wins 
and holds his confidence. Meters eliminate guess- 
work. They permit customers to pay for gas in 
small amounts after they use it. 

You in the LP-gas business are, in a sense, part 
and parcel of the utility business. In many areas 
you directly compete. Can you afford to be with- 
out metered service? Even without competition 
there are many money saving, business building 
reasons for metering. Write for full facts. Rockwell 
Manufacturing Company, Pittsburgh 8, Pa. 


For FREE booklet, FREE dealer aids, clip this coupon. 


ROCKWELL MANUFACTURING COMPANY 
Pittsburgh 8, Pa. 
Gentlemen: 

Please send me your booklet “Go Modern— Go Metering” 
and samples of dealer aids. 
Your Nome___ 
Cc 
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TO HAVE YOUR TANKS AND YOUR 
CUSTOMERS TANKS FILLED BY 
Eeaen? THIS FALL. 





Coutact our nearest sales obbice.. . 
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|GULFTANE| 
@ LP-GAS brorans 
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FLANGED-TYPE VALVES... 


yon9© 


lowest first-cost 


for money-saving reliability, 
it always pays to buy 


You asked for them, so here they are... 
flanged globe and angle valves, RegO-built 
with all the quality features you have learned 
to expect from the leader. They’re mainte- 
nance-free, virtually indestructible, and re- 
markably easy to operate. You can get them 
now from either Bastian-Blessing or your 
RegO distributor. 


Flanged Angle Valves 
VE. id ucccubaenuaenen No. A7512F 
nk svesuaveshiieesaonee No. A7514F 
BS i\. Canes giveseeeunvboua No. A7518F 


nan ooo LE - _ ~™BASTIAN-BLESSING?"™ 


to joint 
4201 West Peterson Avenue °® Chicago 30, Illinois 
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WHY THESE NEW REGO GLOBE AND ANGLE VALVES 


\ ywSTALl EASIER VY WORK Berren J Last LONGER 


Ductile Iron Body and Bonnet—strong, 
tough, shock-proof; won't crack or frac- 


ture from wrenching, dropping or ham- 


mer blows. 


Easy-Turn Handwheel—for firm grip with 
ample leverage. 


Stainless Steel Stem—can't rust, gall or 
freeze. Large Acme thread for quick 
opening, closing. Thread sealed from 
elements by “O”-ring stem seal. Swivel 
seat prevents uneven wear. 


V-Ring Pressure Seal—a famous RegO ex- 
clusive . . . no packing to adjust, no 
leakage. Assures easy operation under 
pressure. 


Positive Closure—resilient, long-lasting, 


synthetic rubber seat. 


Greater Flow, Less Pressure Drop — globe 
valve has “circular bridge” construction; 
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angle valve is designed with “dropped 
seat.” 


Take Less Space—need less clearance for 
handwheel, occupy less shelf room; re- 
quire same face-to-face clearance as most 
gate valves. Flanges are standard dimen- 
sions. 


Lighter Weight—makes handling and in- 
stalling easier, reduces shipping costs. 


interchangeable—ideal for LP-Gas, An- 
hydrous Ammonia, and numerous other 
gases and liquids. 


Adaptable—side port can be tapped 4 
NPT or %" NPT for bleed, relief, or 
by-pass valve. 


Pocketbook Pleasers—with all these ad- 
vantages, RegO prices are the Industry's 
lowest ... thanks to efficient high-volume 
production. 


Flanged Globe Valves 
..eeeesNo. A7511F 
...No, A7513F 
No. A7517F 


THERE'S A FULL SELECTION OF DEPENDABLE REGO 
SCREWED-TYPE VALVES, TOO, FROM 3%” to 3° 


Screwed-Type Globe Valves 
eT. awcin ban 
abd acals ...No. A7507 
ee 
Te ca chucat No. A7511 
ubckcuswcaucchsc0ORs aeeee 
a Ree No. A7515 
3” No. A7517 


Screwed-Type Angle Vaives 
‘ ....No. A7506 
...No. A7508 

.No. A7510 

No. A7512 

...No. A7514 

..No. A7516 

..No. A7518 





Woulex You'll Haul ORE: You'll Deliver 
STANDARD Extra Gallons PAYLOAD Extra Gallons 
TWIN Each Trip! SPECIAL Each Trip! 





You can now haul MORE GAS and LESS STEEL than ever 
before with skillfully engineered, smart looking, stream- 
lined Nor-Tex transports of T-1 and A-202 steel. These 
easy-to-maneuver, road-tested units are hauling more 
gas and substantially boosting profits for users every- 
where. Nor-Tex transports are safe and dependable .. . 
built by men with years of bulk plant experience. 











WE ARE TRUCK 
DISTRIBUTORS 


As authorized new truck 
distributors Nor-Tex can 
save you hundreds of dol- 
lars on Internationals .. . 
Chevrolets . . . Fords and 
GMC's. Order any unit you 
need. You can't beat 
a Nor-Tex deal for all 
around value. 





ROCKET 


Boosting Sales 
Everywhere 

Everyone is talking 

about the excellent 

Nor-Tex attention-com- 

pelling LPG Service 

Station . . . flexible to 

ee any type of installation 
WRITE, WIRE . . . occupies only 72” 


diameter. 
OR PHONE 
FOR PRICES 





May We Help You? 


Phone, wire or write today! Interested 
attention, experienced assistance and 
helpful suggestions are yours for the 
National Sales Agents for asking. 


PRODUCTS 
COMPANY 
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PAYLOAD DELIVERY UNITS 


You'll Earn 
More Money The 
Nor-Tex Way! 


A On 


v 


cUusSTO 


TWIN Less Miles! 


You'll Work Fewer 
Hours ... Drive 


Under 23,000 Ibs. Loaded! 


Nor-Tex presents the newest development in 
sleek, LIGHT-WEIGHT, stream-lined twin or single 
barrel LPG Delivery Units and again Nor-Tex is 
FIRST with ALUMINUM SKIRTING and CABINETS 
and engineering designs which have reduced 
over-all weight. 3000 WG units and over are also 
available for use on cab over or cab forward 
trucks and are still within the 18,000-Ib. axle limit. 


r ~~ —_—_ 
ote 
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Nor-Tex Custom units haul ‘‘extra’’ gallons each 
trip! You deliver ‘‘extra’’ gallons faster with Nor- 
Tex custom designed high flow plumbing. You 
take fewer hours and travel less miles to deliver 
a gallon of gas. For day in, day out efficiency, 
durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor- 
Tex delivery equipment can't be beat! 


Ideal In States Imposing Ton Mile Tax 


P.O. BOX 1219 
DENTON, TEXAS 
DUpont 2-5416 





ANCO can hand you a prefabricated 
MANUFACTURING & Liquefied Petroleum G as 
Plant of any size 


SUPPLY CO. 


Through long experience in designing, 
fabricating, equipping and erecting facilities for 
the industry; Anco can quickly hand you a layout 
and quotation on materials for a more efficient 


and economical installation. 


So, for a complete turnkey job when you 
build, enlarge or modernize your Bulk Distribu- 
tion Plant, River Terminal, Barge Tank, Gas-Air 
Mix Plant, Stand by System or Pipeline Terminal 

. Contact ANCO! 


Complete Fabricating Facilities and Engineering Services. 


Liquefied Petroleum Gas and Anhydrous Ammonia 
Equipment ... Flint Tanks . . . of Course 


ANCO Manufacturing - Supply Co. 


Tulsa, Oklahoma € 21st at Union LUther 4-6187 


Memphis, Tenn. — 241 Industrial Avenue — WHitehall 6-1694 
East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — EXpress 7-0200 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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New method improves 
greenhouse heating 
Texas 

We are discussing using L. P. 
gas in providing controlled heat 
for a greenhouse used by an exper- 
iment station developing special 
strains of rice. They are also con- 
sidering fuel oil with steam heat 
since they are afraid of cross 
pollination due to air movement 
from blower type of heaters. 

Do you have information or a 
good source of information that 
will help us figure the following: 

1. Comparative costs of the fuel 
oil steam heat versus L. P. gas 
installation. 

2. Comparative operation costs. 

3. Ways of determining heat 
load. 

4. Experience of some of the 
specialized seed growers from other 
states. 

We realize this is a pretty large 
order. We can figure heat loads, 
but since we are in a natural gas 
area, our competition is rough and 
we must be accurate. 

r.- tee 


The cost of the fuel oil versus the 
cost of L. P. gas delivered to the 
burner, including burner maintenance 
costs and operating costs, pumping, 
etc., must be considered in the com- 
parison of these fuels. The efficiency 
in burning these two fuels must also 
be considered. 

At least 1% cents per gal. must be 
added to the cost of light fuel oils 
(stove oil and diesels which do not 
require heating) for electric power 
to pump the fuel and operate the 
burner, burner maintenance, boiler 
cleaning and maintenance. If heavier 
oils are used, this figure rises to 2 or 
2% cents per gal. of oil burned. These 
costs are regularly determined and 
accepted by combustion engineers. 

Then the efficiency of burning oil 
on a small boiler is not of the best 
because the boiler is off and on, 
burner maintenance and fuel-air ra- 
tio control are generally poor to fair. 
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A small boiler will do well to operate 
at 60 per cent efficiency. This means 
that if 138,000 Btu oil is used, only 
82,800 Btu reach the water and 
steam. L. P. gas can be burned direct 
and at least 90 per cent of the heat 
will reach the greenhouse in a sys- 
tem which we will tell you about 
later. If propane at 91,600 Btu per 
gal. is used about 90 per cent or 82,- 
440 Btu will reach the greenhouse. 
This is as good or better than the oil, 
as the steam was not in the green- 
house yet with the boiler figures. 

The heat load can be calculated the 
same as for any building except the 
coefficient of heat loss through the 
glass is high. Doors and windows will 
transmit about 113 Btu per sq ft per 
degree F. temperature difference. 

We can understand the concern 
over cross pollination with blower 
type space heaters. However, a 
method of heating greenhouses has 
been developed that consists essen- 
tially of light pipe laid along the floor 
adjacent to the walls. Gas burners 
fire into the pipes. The heat radiates 
from the pipes much the same as in 
steam or hot water pipes. The com- 
pany which has developed this green- 
house heating system is the L. B. 
White Co., of Onalaska, Wisc. They 
claim Dr. E. M. Emmert of the Uni- 
versity of Kentucky at Lexington has 
tested it extensively. I am sure that 
the above company and Dr. Emmert 
will be glad to give you additional 
information.—Ed. 


Dual exhaust always 
improves Ford engines 
South Dakota 
Could you give me any informa- 
tion as to changing my 1953 Ford 


car V-8 to propane? Would like to 
know how much can be milled off of 
the heads without getting into 
trouble as I have heard .040 or .050 
is maximum. 


Also, how can the manifold be 
cooled or about what would the 
compression ratio be? Would dual 
exhaust or dual points and a hot- 
ter coil be of any value? 

Would certainly appreciate all the 
information you can give me on 
Ford V-8 1952 and 53 models. 

oe We Ee 


The heads of your Ford V-8 may 
be milled .050 in. but be sure to mill 
out enough material above the piston 
heads to provide clearance. 

This is explained in detail on page 
139 of the Butane-Propane Power 
Manual. This will make the compres- 
sion ratio approximately 8:1. The 
most practical way to cool the mani- 
fold in this engine is to drive metal 
plugs into both ends of the heat pas- 
sage across the intake manifold. 
These will be about the size of copper 
pennies. 

The dual exhaust is always an 
improvement on the V-8 Ford en- 
gine, no matter whether it operates 
on gasoline or propane. Dual points 
and a hotter coil are an added ad- 
vantage if you wish extreme speed 
or if you experience hard starting in 
cold weather.—Ed. 


Don't use barometric 
draft controller 
Ohio 

We have just installed a good 
size vented room heater in a home 
The customer was not satisfied 
until we installed a barometric 
draft control on this. 

We have a satisfied customer 
but we wonder if the control is 
dangerous. Why don’t we use this 
control on gas heaters? 

E. R. G. 


The barometric draft control is not 
needed and should not be installed in 
the vent of a gas-fired appliance. Ap- 


9 








° ° proved gas-fired appliances are de- 

Your One Supplier with everything in L. P. gas signed and tested to operate with the 

and Anhydrous Ammonia Equipment | draft divertor furnished with the ap- 

| pliance. The barometric draft con- 

trol is for use with oil-fired equip- 

ment. It can upset the proper func- 
tioning of the gas vent. 

We note that the vent pipe or 

“smoke pipe” as shown in your sketch 











SMOKE PIPE 
APPROX. 10 FT. 
iene HIGH. TWO 45° 
ELLS INTO 
DRAFT CHIMNEY 
CONTROL 





“The Loadmaster" LPG Truck Tank af 
DRAFT 


OIVERTER 
HEATER 











PASLEY-DESIGNED Truck 
Tanks (see above and right) sohies. 2 “eumnnp. 

f £ lined? Also, have you extended an 
were tirst to teature all approved class “B” vent on up 
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controls from one location. through the chimney? If you have 


° ° not, it can lead to trouble. 
All operation is from one A cold masonry chimney chills the 


point—rear compartment. relatively cold combustion products. 
Also, the water vapor in the flue prod- 
ucts from a gas-fired appliance will 
condense in a cold masonry chimney. 
This causes poor draft and improper 


BULK PLANTS Pasley LPG and venting. If the chimney is not lined, 


. . . the condensed moisture will work its 
Ammonia type installations — a way through the joints and damage 
turnkey job or engineering for the walls of the house.—Ed. 
your own installation. Write, wire 


or call. 


’ 


Is this chimney 
































Also a complete line of accessory 


equipment. Measuring vapor lost 
on fuel transfers 











Missouri 


COLOR —The Modern Trend! 
, : Please give us the formula and 
Pastels By Pasley” Bring your LPG Equipment up to also the answer on the following 


— Sea . oe problem. 
colors . . . (write for information) We have purchased several loads 


of propane from a transport, water 
i Paaeh Smoky Grey capacity 7125 gal. The propane is 


Sunshine Yellow Seafoam Blue delivered through a liquid meter. 
Mustard Lime Wedgewood Green We are not allowed to recover the 
Eureka Orchid Rose Beige vapor that we lose as the vapor line 


Lake Blue Desert Rose is connected on each load dump. 
We would like to know how much 


gas we actually lose in vapor form. 
Temperature of truck 84°, pressure 
160 Ib. 

C. Fath 


The Pasley Mfg. & Dist. Co. It is relatively simple to calculate 
how many standard cubic feet (vol- 
psia) of gas are in the transport un- 

10 
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Join the Swing 
to FISHER vorrypes MIseM 60 


... for longer service 
... lower operating cost 





Filler Coupling 
Types M100—130 


Acme Seal Cap 
Types M430—M440 


Pipe Thread Adaptor 
Types M190—253 


cae 


: (= TSN Acme Male Plug 
q Type m44o Acme <i  * Types M170—M176 


Type M141 
| el } rs ( 


Pipe Thread Adaptor 
Type M194—M262 














Male Coupling 
Types M270—M275 


You name it... Little Joe’s got it! 


If it’s couplings or adaptors, Fisher is your best source—the ove manufacturer 
you can turn to for all your needs. Join the many leading LPG distributors who 
specify Fisher. Whatever your need, it is always on hand— 


always shipped promptly. 


® 
FT hd | PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT'S CONTROLLED BY tiSHER 




















FISHER GOVERNOR COMPANY Marshalltown, lowa 
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More Reasons Why Behlen Common Sense Grain Dry 


a ag? 


outsell all other makes. 


The “Man On the Go” reports on 


“Air On the Go” 


Behlen Batch-Type Grain Dryers will 
dry your grain as fast as you combine 
it...efficiently and at low cost 

By ALEX DREIER 


(NBC Radio's ‘‘Man on the Go" & News Analyst) 


Your Behlen Can Last 10 times longer 


Your Behlen moves grain only when 
necessary...to fill and empty your 
dryer quickly. 

This means Behlen grain-moving ma- 
chinery is in gear only 1/10th of the time 
... not all the time, as is the case of the 
“recirculating” dryers. 

his means your precision-machined 
Behlen Grain Dryer, designed for sim- 
plicity and with fewer moving parts, 
should last you 10 times longer. 

Common Sense says: “Move the air, 
not the grain. Make free-circulation air 
work harder.” 

Behlen’s rugged Axial-Vane Fan forces up to 
78 cubic feet of heat-charged, drying air through 
every bushel of grain every minute. This is 
more direct-air drying power than any 
other dryer on the market delivers. And 
your Behlen will automatically shut off 
when your grain reaches the desired 
moisture content... avoids over-drying 
and saves you fuel. 

If you move grain unnecessarily, you 
are bound to shatter some of it. This 
means downgrading. That’s just one 
other Common Sense reason to move the 
air through the grain...to avoid shat- 
tering your harvested crops. 





New Common Sense Improvements 


NEW... Full length Auger Cover. 
faster, more uniform drying. 

NEW ...Two time-saving Clutches for 
easier, more trouble-free operation... 
you may now operate the grain handling 
system from either end of the dryer 
without shutting off the fan. 

@ new . + High speed, low torque Counter 
Shaft ... for trouble-free gear box oper- 
ation. 

NEW ... Sensitive Moisture Control... 
with full length sensing bulb for more 
uniform drying. 


... available in 250, 375, and 500-bu. 
capacities — operates off Tractor PTO. 




















HEAT BLOWER— __ 
3 for crib or bin 

drying ; 

Dyin 

|/ POWR-STEER 

' for effortless, 
safe steering 


=~ 

é Wy) AERATION FAN 
. ~ ]) for natural-air 

ayy; drying 


Hear Alex Dreier and Lloyd Burlingham on NBC Radio’s 
“This Farming Business” every Saturday morning. 


See your nearby Behlen Dealer for complete 


information or write: 


Manufacturing Company 
Columbus, Nebraska 


Dept. BP-8 


© Low Bank Rates 
© Up to 3 Years to pay, 


@ Fits your 
requiements 


der the conditions specified in your 
letter. However, this will not neces- 
sarily be the quantity taken from 
your tanks. There is vapor in the 
tank when the load arrives. It must 
be determined and deducted from the 
quantity in the transport tank after 
the liquid is transferred. 

The 7125 gal. water capacity di- 
vided by 7.48 gal. per cu ft equals 
952 cu ft of space in the tank. Atmos- 
pheric pressure at sea level is 14.96 
psi absolute. (14.7 is sufficiently ac- 
curate for this.) So, at 160 psig the 
absolute pressure is 174.7. Zero de- 
grees F is 460 F degrees absolute 
temperature and 60°F is 520 F de- 
grees absolute. Then 84°F is 460° 4 
84° — 544 F degrees absolute. The 
volume of a gas varies in direct pro- 
portion to the change in absolute 
pressure and inversely to the change 
in absolute temperature. Written in 
a formula it is: V; = V: x P,/P; x 
T./T.. 

In your problem the values for the 
above are: 

volume of gas corrected to 
60°F and atmospheric pres- 
sure at sea level. 
original volume 
Pressure in tank 
14.7 174.7 psi absolute. 
- atmospheric pressure at sea 
level = 14.7 psia. 
absolute temperature in tank 
460 + 84 = 544°F abs. 
absolute temperature at 60° 
F = 460 + 60° = 520°F abs. 
174.7 520 

Then V; = 952 x 14.7 x 544 10,- 
820 cu ft (sliderule). 

A gallon of pure propane Will pro- 
duce 36.45 cu ft of vapors at 60°F 
and atmospheric pressure (14.7 psia). 
The commercial mixture you receive 
will not be quite the same and the 
cubic feet of gas produced from a 
gallon will vary from this 
figure. It may be a little more or a 
little less. 

If the fuel was pure propane, the 
10,820 cu ft will represent about 297 
gal. (10,820 36.45). 

The amount of vapor in the truck 
when the fuel is delivered should be 
calculated in a similar manner, con- 
verted to gallons, and deducted from 
the total vapor figure. It is calcu- 
lated the same way except that the 
vapor space over the liquid is V:; in- 
stead of the entire water capacity. 
It will probably be some place _ be- 
tween 10 and 15 per cent of the total 
volume, depending on the season. It 
is the difference between the water 
capacity and the measured fuel in 
the tank.—Ed. 


= 952 cu ft. 
160 lb 4 


T 


some 
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THE NEW » REGENCY 


WITH COOL SAFETY CABINET 








@ NEW TREND SETTING DESIGN and ex- @ NEW COPPERTONE FINISH  decorator-se- 


clusive Dearborn features make the new Regency lected to blend with any decor. 


vented gas area heater the ultimate in sales appeal. © NEW DEARBORN THREE-D SALES APPEAL 
© NEW EXCLUSIVE CONTROL CENTER — lets you sell in depth, from every angle... 


for convenient finger-tip control. Set it and forget it. eases the selling job ahead because the Regency 


@ NEW EXCLUSIVE WALL THERMOSTAT is obviously better. 


is another Dearborn first — standard equipment , 
with every Dearborn Regency heater. %€ TRY THIS — stand a cigarette on end on top of 


e a an operating Regency — it will not tip over — 
pro aad 4 "Neng PROOF that the Regency is the quietest and smooth- 


Gut tne tn cet ot Rita teeel est running heater on the market today. 


© NEW WHISPER QUIET OPERATION with 


floating power. Motor mounted on live rubber, 


eliminating vibration and noise. ~ o é ® 


cz Write for all the data on the STOVE COMPANY 
\ —& new Regency Heater and the 
LP Gt ¥ complete Dearborn line. 1700 WEST COMMERCE e DALLAS, TEXAS 
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LESS GAS 
MORE HEAT 























AMAZING ficiency 


MAKES THE DIFFERENCE 
» BROAD BAND floorline delivery; bal- 


anced circulation, no ceiling waste. 


P INSULATED Cool Cabinet for safety; 
centralizes heat for Living Zone. 


> AUTOMATIC Room Temperature, Safe- 
ty Pilot & Fan; 100% Safety Shutoff. 
> GIANT FAN penetrates room or suite; 
delivers in volume yet gently, quietly. 


P HI-Fi Burner for operating economy; 
gets more from fuel, much more. 


P ALL-WELD Heating Section (burner to 


flue) insures clean, odorless heat. 
b> MULTI-TUBE Exchanger exposes max. 
wiping surface to fan action; cuts loss. 
P CASTIRON Construction to take Heat 
Shock; good for lifetime service. 


> COPPERTONE Finish with Cafe’ panel, 
Anodized trim; fashion’s choice. 


e 
THREE POPULAR SIZES 
CITY & LP-GASES 


\\ | / Aen APPROVED 
\ 
Ne 


WINTER AIR CONDITIONER 


HEATS e CIRCULATES 
HUMIDIFIES 
FILTERS 


WRITE, WIRE, PHONE 


THE OHIO FOUNDRY & MFG. CO. 
“Quality Heating Since 1846" 
STEUBENVILLE, OHIO 


CALENDAR 


Coming events 
in the Industry 


1958 


August 3-5—Alabama LPGA Conven 
tion- Whitley Hotel 


Montgomery 
Ala. 


August 5—Pennsylvania LPGA Summer 


Meeting—Graeffenburg Inn, Cale 
donia State Park, Pa. 


August 5-7—I|linois LPGA Summer Con 
vention—St. Nicholas Hotel, Spring- 
field, III. 


August 10-15—Florida LPGA L. P. Gas 
Conference—University of Florida, 
Gainesville, Fla. 


August 11-13—Oklahoma LPGA Service 
School—Oklahoma University, Nor 
mon Okla. 


August 14-15—New Mexico LPGA Con 
vention—Hilton Hotel, Albuquerque. 


August 20—New York State LPGA Sum 
mer Outing—Lake Shore Yacht and 
Country Club, Clay, N. Y. 


September 3-5—Oklahoma LPGA Car 
uretion School—Oklahoma State 
University, Stillwater, Okla. 


September 5-6—Florida LPGA Annuo 
Convention—The Golden Gate, Gold 


en Beach, Fla. (near Miami) 


September 7-9 — |daho - Nevada - Utah 
LPGA's (combined) Convention and 
Trade Show—Newhouse Hotel, Salt 
Lake City Utah. 


September 9—Pennsylvania LPGA An.- 
nual Convention—Penn Harris Hotel, 
Harrisburg, Pa. 


September 12-13—lowa LPGA Conven- 


tion—The New Inn, Lake Okoboji, 
Okoboji, lowa. 


September 14-16—North Carolina LPGA 
Washington Duke Hotel, Durham, 
4 eo 


September 19-20 Wisconsin LPGA 
Convention—Dellview Hotel, Wiscon 
sin Dells, Wisc. 


September 22-23—Virginia LP-Bottled 
Gas Association Convention—Hotel 
John Marshall, Richmond, Va. 


October 5-6—Oklahoma LPGA Conven- 
tion—Tulsa Hotel, Tulsa, Okla. 


October 9-10—California Natural Gas 
oline Association 33rd Annual Fall 


Meeting—Huntington-Sheraton Hotel, 
Pasadena, Calif. 


October 13-15—American Gas Associo- 
tion 40th Annual Convention—Atlan- 
tic City, N. J. 


October 14—New Jersey LPGA Conven- 
tion—Atlantic City, N. J. 


October 21-22—Mountain States District 
LPGA Convention and Trade Show— 
Antlers Hotel, Colorado Sprinas, Colo. 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 


Safe, Hi-Fi 
WALL HEATING 
for MODERN LIVING 


GREAT NEW EXPERIENCY 
IN HEATING EFFICIE: 
concept — 
er engineering, for City or = a 
Styled “thin ~agg 3 
oe ¢ onticity Is thriftwise on fue 
rs ; or "C ymbustion Chamber z 
— tight flue products cana 
f gasttg m 
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Jete all weather draft re go 
comp g reign 
tic (satetly. 
ya eithe egral or 
= ture control), either — “ 
, ‘i . » wal 
rail thermostat, self yt a ene 
‘ ynal Blower (115-volt / - i At con 
ion iclivery. 'S thermomatic Prom 
pee ae’ fingertips V4 handy 
trols 4 
service Doof : 2-4one 
ong 1s beautifully finished 0 foo 
Cabine ertone. fashion’s news tS be 
pom Creed in 25,000 and ’ 
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“QUALITY HEATING EQUIPMENT SINCE 1846°* 


PRODUCT 


Tne One tr rile, ONG 
tev : 

aged 434 * once Dote rotors 

Noe maGiC Wol 

r=} Maw veers BRILLIANT FIRE Lire 

a 


Prices, ete. On 


Fie ey weeeer 
Address 


Individual 


THE O10 FOUNDRY & MFG. Co, 
STEUBENVILLE, ONIO 
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Out in front! 


is America’s 
largest selling 
LP-Gas! 


In the expanding LP-Gas market—in the home, 
in industry, and as a motor fuel— Philgas 
is out in front! It’s the best known, best 
liked, most widely used LP-Gas in the country. 


Two reasons for this success are Phillips 
Petroleum Company’s full-scale production and 
its volume storage capacities. These assure 
Philgas Distributors of a dependable source of 
supply. And Phillips modern transportation 
facilities— pipelines, tank cars and trucks— 
guarantee on-time deliveries. 











Also, there are tested business and profit 
building programs for Philgas Distributors. 
These include national advertising, display 

material, sales films, a new customer plan and 
a planned delivery system. 


Let Phillips resources, Phillips advertising 
and promotion programs help you build a 
profitable business. Write for complete 
information about Philgas. 





q? hi tty rs 


THE ALL-PURPOSE FUEL 


*Philgas is the Phillips Petroleum Company trademark for 
its high quality LP-Gas (propane, butane). 


PHILLIPS PETROLEUM COMPANY 


SALES OFFICES: SALES DEPARTMENT. Bartlesville, Oklahoma 


AMARILLO, TEX.—First Nat'l Bank Bidg. HOUSTON, TEX.—6910 Fannin St. RALEIGH, N. C.—401 Oberlin Road 

ATLANTA, GA—1428 West Peachtree St., N.W. INDIANAPOLIS, IND.—3839 Meadows Drive SALT LAKE CITY, UTAH—68 South Main 
Station ''C"' P.O. Box 7313 KANSAS CITY, MO.—201 E. Armour Bivd. ST. LOUIS, MO.—4251 Lindel! Bivd. 

CHICAGO, ILL.—7 South Dearborn St. MINNEAPOLIS, MINN.—215 S. 11th S#. TAMPA, FLA.—3737 Neptune St. 

DENVER, COLO.—1375 Kearney St. NEW YORK, N. Y.—80 Broadway TULSA, OKLA.—1708 Utica Square 

DES MOINES, |OWA—6th Floor, Hubbel! Bidg. OMAHA, NEB.—3212 Dodge Street WICHITA, KAN.—501 KFH Building 
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By NEIL REGEIMBAL 
Washington Editor 


Conference discusses LPG metering devices 

Local codes covering measuring devices for L. P. 
gas should remain intact for at least another year to 
permit orderly changeover, the National Conference 
on Weights & Measures was told recently. 

The recommendation came from the Conference's 
committee on tolerances and specifications. 

The committee pointed out that only a few states 
are now equipped to test L. P. gas fluid measuring 
meters, and added that “considerable time will elapse”’ 
before all commercial deliveries will be made without 
the use of pressure-equalizing lines. 

“In order that the conversion to delivery without 
pressure-equalizing lines may be achieved with 
minimum inconvenience and expense to industry 
and consumers, it is recommended that all affected 
persons who have not already done so give immediate 
consideration to the early adoption of purchase speci- 
fications requiring top-fill connections on all new 
tanks being purchased,” the committee said. 

The committee also urged the L. P. gas industry to 
give “careful study” to possible practical plans for 
converting bottom-fill tanks now in use to top or 
vapor-space filling. 

The Liquefied Petroleum Gas Association was ap- 
plauded by the committee for its stand that the filling 
connection on all containers constructed after 1959 
end in the vapor space container in retail deliveries 
which are measured and sold through liquid meters. 

The committee, however, urged that recommenda- 
tion be changed to cover containers “purchased after 
1959,” rather than constructed after 1959. 


Business mailing costs rise with postal hikes 


Business costs for mailing, particularly in sending 
out bulk advertising, are going to rise sharply as a 
result of new hikes in postal rates. 

The new rate boosts will take effect in three stages. 
The first two, on August 1 and January 1, will be 
the largest. 

Here, generally, are the principal provisions of 
the higher postal rates: 

First class mail, including letters, bills, orders, ete., 
will go up'from the present 3 cents to 4 cents, and 
air mail from 6 to 7 cents, on August 1. Post cards 
will go up from 2 cents to 3 cents. 

Third class mail rates, which include all bulk 
advertising, circulars, and some packages, will go 
up next January 1. Bulk third class mail will go 
from the present 14 cents a pound to 16 cents, with 
the minimum for each piece rising from 1 cent to 
2 cents, and to 2.5 cents on January 1, 1960. 

The ordinary rate for third class mail will rise 
from 2 cents for the first two ounces and 1 cent for 
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ach additional ounce, up to and including 8 ounces, 
to 3 cents and 1.5 cents, respectively. 

The cost of a bulk mailing permit will double, to 
$20 a year. 

The postal rate hike will cost mail users some 
$550 million a year. 

The higher postal rates will also apply to second 
class mail—newspapers and other publications—and 
fourth class mail. 


Anti-merger law made clearer by recent hearing 

The Federal Trade Commission has thrown some 
helpful light on the anti-merger law. In a recent 
ruling (on the Brillo-Williams merger), the FTC 
says a merger that significantly increases the ac- 
quiring company’s already-substantial share of its 
market does not automatically establish a lessing of 
competition in violation of federal law. 

This ruling is important, for all parties concerned 
with mergers must necessarily ask themselves if the 
resulting merger will mean less competition within 
their industry. If the answer is yes, the merger is 
illegal under Section 7 of the Clayton Antitrust Act. 
The importance of the Brillo ruling is that the FTC 
is establishing that gaining a larger share of any 
market does not necessarily mean there is less com- 
petition than before. 


Current recession helps thaw money markets 

There’s at least one good result of the current 
recession: Money markets, nearly frozen solid a year 
ago because of high interest rates, are being thawed. 

Government money managers are noting sharp 
drops in interest rates for short and intermediate 
business credit, which has been the hardest hit 
victim of sagging sales. Long-term financing markets, 
particularly bond rates, are showing only mild de- 
clines, they report. 

The money market will be ripe for borrowing af 
good rates for businessmen this summer and fall 
for replacing low inventories and financing the hoped- 
for upturn in business, 


Congress considers federal fair trade law 

Interest in federal fair trade legislation is picking 
up in Congress, heightening the chances for favorable 
action in the future. 

Sen. Hubert Humphrey, (D.), Minn., now is 
sponsoring in the Senate a measure identical with a 
bill introduced in the House earlier by Rep. Oren 
Harris, (D.), Ark. The measure would permit a 
manufacturer to control prices of branded products 
throughout the country. This would replace the badly- 
damaged existing laws which permit states to adopt 
fair trade legislation. 
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THE NEW 
“O”" RING TYPE LPG CYLINDER VALVE 





ONE LOW PRICED MODEL HANDLES ALL ICC CYLINDERS UP TO AND INCLUDING 
200 LBS. Designed, engineered and quality produced by Sherwood, the oldest 
name in the cylinder valve industry, these new valves offer old time depend- 
ability at a big saving to regular Sherwood users. To users still unfamiliar with 

Sherwood's traditional high quality . . . it offers a real challenge to test this 

FAR BETTER valve that's PRICED on a par with very ordinary valves. 


Sherwood ‘'O"' Ring Valves are made with a forged brass body and all cor- 
rosion resistant parts. This new concept of ‘‘O"’ Ring design brings you friction- 
free, valve-stem sealing ... completely leak free and 100% effective. This 
feature removes the old bug-a-boo from this substantially lower cost valve. 
In addition, this design has a FASTER FILLING RATE than you can EVER USE. 
The safety device is C.G. 7 or 8 spring loaded relief valve, with specially 
formulated rubber seat insert, which permits 700 CFM of LPG to discharge at 
480 PSI inlet pressure. Safety device capacity is sufficient for use on any 
LPG cylinder up to and including 200 Ibs. Tested and approved by the 
Underwriters’ Laboratories. 


Four basic styles available from stock. 34 NGT Inlet Connections with ALL 
STANDARD outlet connections, as well as ‘‘specials’’ 
on order. 


WRITE FOR THIS 
FACT FOLDER 


Completely illustrates all std. 
models plus call out chart on 
features. Gives all facts. 


ALUMINUM & BRASS CO., INC. * LOCKPORT, N.Y. 
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In this dynamic LP-Gas industry the success- 
ful distributor or dealer must have an 
aggressive, forward looking LP-Gas_ sup- 
plier, offering services beyond just contract 


obligations. That’s why so many fast grow- 


DISTRICT OFFICES Williamsburg, Virginia 


Billings, Montana Des Moines, Iowa 


WRITE, WIRE OR CALL THE OFFICE NEAREST YOU 


TULOMA GAS PRODUCTS COMPANY 


Pan American Building ¢ Phone CHerry 2-3261 e Tulsa, Okla. 





Moorhead, Minnesota 


Russell, Kansas 


A GAS PRODUCTS COMPANY 


ing businesses today are contracting with 
Tuloma. Our many and varied services, 
backed by a vigorous expansion program, 
are planned for the immediate and future 


growth of our customers. 


Salt Lake City, Utah 


Midland, Texas 


Houston, Texas 
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beyond the mains Hoy 


CONCERNING GOVERNMENT IN BUSINESS. There seems to be little 
hope that the present Congress will do anything to get the gov- 
ernment out of private business, or to end the current subsidi- 
zation of certain competitive businesses by means of tax in- 
equalities. There is no doubt that this inaction will result in 
continuing the present trend toward state socialism, which as 
you may recall has resulted in economic breakdown and ultimate 
dictatorship of every nation that has taken the full treatment. 
In this connection we would like to quote a simplified explana- 
tion which appeared in the March 1958 issue of THE FREEMAN: 





"Thomas J. Shelly--thirty-five years a teacher of economics 
and history--attempted to explain the meaning of socialism to 
his Yonkers High School class as follows: 


" "John, you made a grade of 95; yours, Dick, was 55. I 
shall now take 20 points from you, John, and give them to Dick. 
Thus each of you has 75, adequate for passing. 


" "Here I have applied the socialist-communist principle as 
set forth by Karl Marx: From each according to his ability; to 
each according to his need. 


" "Now let us examine this in practice. You, John, won't 
work because you have had your incentive removed. And you, Dick, 
won't work because you have found you can get something for 
nothing. 


" 'We can't exist unless we work and produce. Thus, in order 
to get the work done, we'll need someone with a whip or a gun. 
Socialism must lead to authoritarian controls.' " 


To our simple mind this takes the matter to its final con- 
clusion. It works out the same whether it is school grades or 
tax money that we consider. And it is already later than many 
people think. 


AGA'S PAR HELPS PROMOTE LPG TOO. In addition to the fringe 
benefits our industry is enjoying as the result of the American 
Gas Association's Playhouse 90 and White Christmas promotions, 
it looks like they have rung the bell on a new one. This is 
their recent announcement of the design, sponsored by their PAR 
Committee, of the "All-Gas Multimatic Wall." While it may be 
subject to future improvements, this design is a long step for- 
ward toward the solution of the vexing problem of how to supply 
a complete set of matched kitchen appliances all operating on 
gas. The basic idea is a complete section of a kitchen into 
which are built the working essentials needed for cooking, re- 
frigeration, water heating, home laundry and central heating. 
The complete unit forms one wall of the kitchen, and offers inm- 
mense advantages in the economical construction of tract homes 
and modernization of older homes. It is as adaptable to LPG as 


to natural gas. 











REPRINTS’ inte 


from BUTANE-PROPANE PUBLICATIONS 


... to help you sell— News 


to guide your staff— 
These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20% ; 50 copies and up, 30%. 
(Check should accompany order) 
(In California add 4% sales tax) 
Agricultural 
Agricultural flaming (March, ’56) 16 pages 25¢ 
Whirlwind in a feather 
factory (Nov., 55) 4 pages 10¢ 
Propane cuts cost of weed 
control on railway rights- 
of-way (March, ’56) 2 pages 10¢ 
How to slice yourself 
a share of the Stock 
Tank Heater market (Nov., ’57) 2 pages 10¢ 
Industrial 
New savings in propane 
torch metal cutting (July, 57) 2 pages 10¢ 
Plumbers’ furnaces provide 
hot market (April, 56) 6 pages 15¢ 
Power 
America’s leading industries 
use L.P. gas fork lift trucks 
(May, ’57) 8 pages 20¢ 
Full report on Chicago’s 1050 
propane buses (July, 56) 8 pages 20¢ 
Douglas industrial trucks 
show quick saving of con- 
version costs (April, 56) 4 pages 10¢ 
LPG precools California 
crops (March, ’56) 4 pages 10¢ 
Small bus fleet articles 
(San Antonio and 
Wichita) (Aug. & Sept., 56) 6 pages 15¢ 
His “Carburetion Fingers” 
pay off (March, ’56) 2 pages 10¢ 
My same-sized crew services 
twice the fleet since con- 
version to LPG (Sept., 57) 2 pages 10¢ 
Have a Coke, 
courtesy of LPG (Nov., ’57) 4 pages 10¢ 
Illinois taxicab fleet saves 
$60 per month per cab 
with LPG (March, ’58) 2 pages 10¢ 
Heating 


Selling LPG heating beyond Foremost IN THE 
os spied ig cade ee hy eee FIELDS THEY SERVE 


Degree day counter saves 

the day (June, 56) 2 pages 10¢ 
We can have schools for less 

money, with gas heat (Dec., 55) 4 pages 


pment ’ CALL A 


Gas is the Safest Fuel— | CHILTON | 

NFPA fire loss report (Jan., ’56) 4 pages 20¢ \ MAN f 
The house ‘trailer problem : , 

is nearer solution (July, ’57) 6 pages 15¢ 
Trial by fire (March, ’57) 2 pages 10¢ 
Look for new highs in 

LPG sales in ’56 (Jan., 56) 4 pages 10¢ CHILTON COMPANY 
The sale isn’t made until the 
fe — is collected (Jan., 58) 4 pages 10¢ 56th & Chestnut Streets 

pen letter to the President— j j 

Wipe out the REA Philadelphia 39, Pa. 

(Feb. & March, ’58) 8 pages 15¢ Sherwood 8-2000 


BUTANE-PROPANE News 


198 S. Alvarado St. Los Angeles 57, Calif. 
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END OR TOP OPERATED 
LP-GAS FueLPacks by 


1 OF.0 8 OD 


LABEL OF LEADERSHIP SINCE 1802 


Top Operated Type 


AUGUST, 1958 


End Operated Type 


ty 
Big Reasons 


Tanks are better 


LP-Gas men can now supply their large 
volume customers with the same high 
quality, longer life tanks used for years and 
proven to be better by the smaller volume 
users. The engineering and production skill 
of the Scaife Company for more than a 
century and a half is your assurance of the 
finest, most dependable LP-Gas Systems 
ever built. End or top operated above ground 
FueLPacks range in capacity from 250 to 
1,000 gallons. If you need underground 
tanks Scaife has them too in sizes from 135 
to 1,000 gallons. 

Check this list of FueLPack above ground 
advantages and you'll see why Scaife is be- 
coming the choice of more and more 
LP-Gas men. 


New 16” wide removable curb box 
permits easy access to valves and regulator. 


Lightweight, high-strength steel 
construction .. for dependability; longer life. 


Extra strong lifting lugs 
ore integrally-welded for maximum strength. 


Easy fuel-level inspection 
gauge can be read without opening curb box. 


Extra-strong tank supports 
will hold mony times the weight of a filled tank, 


A tank that’s shipped dry 
thorough factory inspection before shipment. 


Written guarantee with every tank 
one year guarantee against defects. 


SC AIEEE CONTPANY 





SUINUOGM COUNTER-FLO 
_..NO COLD FLOORS 


NO AIR NO HEAT PILE-UP AT CEILING! 
STRATIFICATION! CONTINUOUS AIR CIRCULATION! 


age 
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* NO COLD CORNERS! 





WARM AIR 
EVERYWHERE! 


























FAN BLOWS 
ONLY WARM AIR! 


Proven by Actual Tests! 





NORTH SOUTH 
AST 


NORTH 
. sid EAST T 
ROOM SIZE 23’x19'x11 CORNER CORNER CORNER CORNER 





88 88 88 Orr. The temperature readings at left 
were recorded by thermocouples in 
8 rt. fixed positions throughout a 23’ x 19’ 


room, with 11’ ceiling. Notice the 


) ° ° ° temperature recorded in the four 
a ' 89 86 6r. corners. The continuous air-circulation 
: caused floor and ceiling temperatures 

oe 83° 2° 


4rt to be practically the same. The entire 
room temperature was raised higher 


82° ’ 
5 than normal to maintain a wide 
00" Bere f x 2rt. differential with outside temperature 
—thus king the int e of 
35 Shiro ° eee gat 88° 88° 88° e even temperature more difficult! 
"aR SNS RE 


, srt APRIL |, 1958 OUTSIDE TEMPERATURE 55° 
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HEATS EVENLY 
AND HOT CEILINGS! 


Suburban Heats everywhere... 
Sells everywhere...FAST! 


Suburban Counter-F lo is the one gas wall heater 
that gives even warmth from floor to ceiling . . . 
proven by actual tests. And you can prove this to 
your prospects by the temperature chart at left. 
A powerful fan pulls air in through the top 
grille. Air is re-heated, forced out of the bottom 
grille and re-circulated to every corner of the 
room. The result is warm floors, warm feet and 
ankles .. . and lots of happy customers. 


Guaranteed Performance! 


Heat exchanger is porcelain enameled inside and Powerful automatic 
out. Guaranteed for 20 years after installation. _vilt-in fan pulls air in at 
the top. Forces heated 
air out at floor level. 


Simple, Low-Cost Installation! 





TheSuburban /ront panel fits betweenstuds— au- 
tomatically fits any wall 4 to 7 inches thick. Only 
one opening required. Available in 35,000 BTU 
single wall and 50,000 BTU dual wall models. 


suburban 


Forced-Air, Counter-Flo 
Gas Wall Heaters 


WRITE FOR DETAILS! 
Samuel Stamping & Enameling Co., Dept. BPN-S88, 
Chattanooga, Tennessee 


Please send me full details on new Suburban gravity type gas wall 
heater. I am a () dealer 1 wholesaler. 


Name 





Address. 








City 


AUGUST, 1958 





YOUR BUTANE CO. 


(Advertisement) 


With fuel, labor, and other costs going 
up, one of the best ways for an LP-GAS 
dealer to increase profits selling fuel in 
bulk is to improve the efficiency of his 
unloading operations. Several manufac- 
turers who supply this industry are co- 


operating to this end. 


DELIVER 1,000 GALLONS TO YOUR CUSTOMERS’ 
TANKS IN 17 INSTEAD OF 34 MINUTES 


Cutting the loading and unloading time in half may well increase your net profit per truck 
to 400%. Based on figures published a couple of years ago, and assuming that you can 
increase your deliveries by 50% due to the above speed-up (without adding new i U 


or more overhead) watch what happens to the net profit. 





a bestia at 








Present Delivery Rate 





Speeded-up delivery and 
increased volume 





Gross sales of L.P.G. . 
Cost of sales (Gas) 


GROSS PROFIT 


Delivery Expense . ; 
General Overhead .. . — 
Net Profit Per Truck 


$65,000 
— 40,000 


$25,000 


11,400 
8,600 _ 


$5,000 


$104,000 
— 64,000 


$ 40,000 


— 11,400 
8,600 


$ 20,000 





You can insert your own figures in place of the ones shown and see for yourself how your 
net would be affected by a 50% increase without a change in delivery and general over- 


head expense. 


Valve manufacturers have come out 
with new filler valves for consumer 
tanks that allow 60 GPM fill rates. 
Meter manufacturers have new 11,” 
meters to take up to 60 GPM. Vapor 
space filling to cut down back pres- 
sure in consumer tanks has been de- 
veloped. It has remained for a pump 
manufacturer to come up with a prac- 
tical high-pressure, high-volume pump 
that will double delivery rate with min- 
imum of added cost, low upkeep, etc. 


Practical Pump Found 


In searching for the best way to 
solve this problem, engineers of the 
Smith Precision Products Company 
investigated many new types of de- 
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signs including multiple-piston, heavy 
vane, 2-stage turbine and worm screw 
designs, but after careful study found 
the ideal solution right in their own 
stock in the TC-3 pump. 


TC-3 Pump 
The TC-3 was originally designed 


for large transport trucks, and service 
records show a pumping average of 
10,000,000 gallons between factory 
overhauls. The delivery rate (100 
GPM at 500 RPM) would be too high 
for the 60 GPM requirements, but 
when this pump is operated at slower 
speeds (300 to 400 RPM) delivery 
will be just right, service life will be 
longer because of the lower RPM, 
and operating noise less. To better 


adapt the TC-3 to the new high pres- 
sure services, gear and bearing ma- 
terials, as well as the pump case, have 
been strengthened to give added 
safety factor. The TC-3 is not a new 
design so has no “bugs” that haven’t 
already been found and removed. It 
develops excellent efficiency. 


Recommended Installation 


Inlet piping for the TC-3 (when 
pump is operated at 400 RPM or less, 
for 60 GPM output) can be 214”. Use 
Rego 7539FR excess-flow check valve 
in tank liquid outlet, 214” angle or 
globe shut-off valve (or 2” if straight- 
through valve, such as Okadee) and 
a 21,” strainer. Pump may be oper- 
ated in either direction (or both di- 
rections) of shaft rotation, has four 
optional inlet and outlet ports to 
make piping easy. Bypass valve, 11.” 
set 125 lbs. and piped to return to 
truck tank(s). The TC-3 is available 
in either Underwriters’ Approved or 
“regular” models. THIS PUMP IS 
A NATURAL FOR DEALERS IN- 
TERESTED IN IMPROVING THE 
EFFICIENCY OF THEIR DE.- 
LIVERY TRUCKS. Buy a new TC-3, 
or have your TC-2 pump converted 
to a TC-3 at the factory at lower cost. 

Write to Smith Precision Products 
Company, 1135 Mission Street, South 
Pasadena, California, for new 20-page 
booklet on “How to Speed Up Fuel 
Deliveries.” No obligation. 
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Now is the time to 
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Wake up! Sure it's only the beginning of August and winter seems 
a long way off. But the time to start getting ready for winter is 
now, before it is here. The birds are singing and the squirrels are 
playing? Look again. The birds are building winter nests and the 
squirrels are busy stowing away acorns. Before you know it, winter 
will be here. Now is the time to prepare. 


Start planning. What are the things that must be done to pave the 
way for the 1958-59 winter season? This issue of BUTANE-PROPANE 
News is designed to set your thinking going and to guide you along 
the way. Is your dealership ready to handle the rush? Can it be 
modernized, streamlined, or updated in any way so as to operate at 
higher efficiency? 


But don't just plan—roll up your sleeves and get to work. Don't fail 
to read this month's BPN features on painting your plant, rolling 
stock, and customer installations; installing two-stage regulation; 
increasing size of customer tanks; servicing customer appliances for 
the winter season and selling new ones; remodeling your plant; and 





promoting year-round comfort conditioning and crop drying. 


And don't get caught short. This is the time to order appliances, 
tanks, cylinders, valves and fittings, regulators, meters, paint, service 
tools, industrial and agricultural equipment, fuel, rolling stock, and 
everything else that will put you in line to do a heavy winter business 
in the most efficient possible manner so as to come out with the highest 
possible profit. To adapt a phrase: "Dealers Wise—Winterize." 
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The reproduction (above) of Petrolane Gas Service's bulk storage tank at 


Fallon, Nev., is sent to all plants as a guide in painting their bulk storage. 


By MARTIN A. BROWER * Managing Editor 


EEPING 82 bulk plants, 300 
K trucks, and 48,600 customer 
installations freshly and uniformly 
painted might sound like a whop- 
ping big job. But that’s the job 
being done—and being done well— 
by Petrolane Gas Service Inc., 
Signal Hill, Calif. 

Petrolane knows that paint is an 
important word in the L. P. gas 
industry. It protects against rust 
and corrosion, it reflects heat and 
keeps down vapor pressures, it 
beautifies, and it identifies. 

But as important as it is, paint- 
ing—like breakfast—is one of the 
easiest things to let slip by in the 
rush of everyday activities. 

Let the job start slipping by, 
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and as modern as your LPG oper- 
ation might be, the whole thing 
takes on a shoddy look. What’s 
worse, the longer the job is let go, 
the bigger the job gets. It’s a lot 
easier to wire brush and sand a 
500 gal. bulk tank and give it a 
fresh coat of paint than to have to 
remove chipped paint and rust 
down to the metal and then re- 
prime the metal and apply two 
coats of enamel. 

The easiest way to keep every 
thing in tip-top shape paint-wise 
is to have an organized painting 
program. This does not have to 
mean a repaint job every so many 
months or years whether needed 
or not, although such is not a bad 


idea. It can merely mean a pro- 
gram in which painting is done on 
a systematic basis as painting is 
needed. 

Such a painting program is car- 
ried on by Petrolane throughout 
the 10 western states in which it 
operates. 

As large as it is, Petrolane’s 
painting program can be dupli- 
cated by even a one plant LPG 
dealership because the entire pro- 
gram is decentralized with each 
branch manager responsible for 
his own painting activities. 


Customer installations 
Petrolane has a huge percent- 
age of bulk tank customers. Bulk 
delivery truck drivers are respon- 
sible for reporting any customer 
tank that looks as if it is ready to 
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Painting is a year-round activity for LPG dealers, but the summer period is a good 
time to concentrate on the job in preparation for the busy winter months ahead. 


program 


be repainted. When such a tank is 
spotted, the driver makes a nota- 
tion right on the delivery slip. 
This notation is copied off in the 
office where it is filed with similar 
information for other customer 
tanks. 

When a serviceman goes out on 
a service call in any particular 
area, he might be given a list of 
several tanks in that area which 
require repainting. Thus, instead of 
painting tanks on a hit or miss 
basis over a wide area, a number 
of tanks are taken care of in one 
concentrated area at a time. 

Before this plan was put into 
use, painting was done on a more 
centralized basis. A man from di- 
vision headquarters who specialized 
in painting would cover several 
branch marketing areas. However, 
central men encountered difficulty 
in finding customer tanks in areas 
that were foreign to them and too 
many miles and too much time was 
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lost, according to Harold B. Snell, 
southern California metropolitan 
area regional manager. Local ser- 
vicemen are therefore now doing 
the painting. 

The painting job is done with 
a portable paint spray unit. The 
tank is first wire brushed and 
sanded. Then Petrolane’s light 
green enamel, used for all customer 
tanks, is sprayed on. Light green 
was chosen because it blends best 
with the scenery and is a good 
heat reflector. It takes one quart 
of enamel to apply one coat on a 
500 gal. tank. 

“Never let it go too long” is the 
repaint policy expressed by Mr. 
Snell, who estimated that a cus- 
tomer tank will need repainting 
every two years near the coast and 
every 3 to 4 years inland. 

According to Petrolane policy, a 
neat enameled “Petrolane Gas Ser- 
vice Inc.” sign goes on the tank lid 
or on the fence around the tank 


Bobtails are white and dark green with 
orange trimming. They are repainted every 


three years. 





as is the case with commercial and 
industrial installations. 

Cylinders are inspected when 
they come in for refilling and are 
pulled out of the line if they are in 
need of repainting. A _ reserve 
supply of clean cylinders is always 
on hand for substitution. 

Aluminum paint is used on 
Petrolane cylinders and the aver- 
age paint job lasts one year. Large 
commercial and industrial cylin- 
ders are stenciled, but domestic 
cylinders are not because domestic 
customers don’t appreciate writ- 
ing on their LPG storage, Mr. 
Snell pointed out. 

For easy identification of its 
own cylinders, Petrolane paints 
the tops of each commercial and 
industrial cylinder green. 
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Transports are painted by Petrolane’s own men when time permits. If not, they are 


sent out for painting. It takes two men four days to prepare and repaint this baby. 





Bulk plants and trucks 

Company procedures covering 
many operations have been set up 
by Petrolane’s management com- 
mittee for guidance of branch man- 
agers. In this way, Petrolane stand- 
ardizes the operations of its far 
flung system. One of the proce- 
dures covers painting. As a result, 
every Petrolane plant and truck 
looks exactly the same whether in 
California, Montana, Washington 
or Idaho. 

To guide branches in painting 
plant storage tanks, a photograph 
of a tank at the Fallon, Nev., plant 
is sent to every manager. Specifi- 
cations for plant tanks spelled out 
in the painting procedures are: 

Tank: Glacier 

Piers: Brewster (dark) green 

Lettering: Omaha orange shaded 

with dark green 

Inflammable and no smoking 

signs: Dark green 

It takes approximately 4 gal. of 
white enamel to cover a 30,000 gal. 
bulk tank. 

A decal of the “Petrolane Pete” 
trademark is applied. 

Plant tanks are washed down 
with a hose regularly so that they 
are always clean. This, Mr. Snell 
states, keeps them always looking 
good and makes the paint job last 
longer. He estimates that the usual 
plant tank is repainted every four 
years. 

Trucks, however, are usually re- 
painted every three years since 
the colored signs fade after that. 
Petrolane wants its signs to look 
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as if the company is proud of the 
name—which it is. 

Trucks are a little more of a 
painting problem than tanks since 
trucks are always on the go. A 
customer tank does not take long 
and a plant tank can be done over 
a period of time, but a truck is 
either in service or not. For this 
reason, whereas Petrolane men al- 
ways do their own tank and cylin- 
der painting, trucks are sometimes 
sent out for quick action by pro- 
fessional painters. 

Petrolane tries to do its own 
rolling stock whenever it can, how- 
ever, because of the saving. Mr. 
Snell estimates that several hun- 
dred dollars can be saved by doing 


Petrolane consumer tanks are all painted light green. 


a truck at the plant, depending on 
the size of the truck. It takes two 
men four days to do a huge trans- 
port at the plant. 

Whether done by Petrolane men 
or sent out, all trucks are done 
according to management proce- 
dures on painting. For trucks and 
transports, these are: 

Tank: Upper 2/3 white 

Lower 1/3 dark green 
Orange stripe separating 
the two colors 

Cab: Dark green 

Wheels: Orange 

Lettering: Same as on bulk tank 

Pickup trucks are all dark green 
with white letters and orange 
wheels. 


Several tanks in one concentrated 


area are repainted in one trip by a local serviceman. 
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All Petrolane buildings includ- 
ing retail stores are light green. 


Paint selection 


Petrolane had its enamel paint 
made to its own color and specifi- 
cations. It checked samples pro- 
vided by various paint manufac- 
turers to determine which would 
hold its color the longest without 
fading. When new brands of paint 
are offered, they are tested on a 
tank along side of a tank painted 
with present paint. Present paint 
is an air dry synthetic enamel 
which has a hard, glossy finish, is 
fade resistant, and is _ highly 
durable. 

aint is bought and stored by 
headquarters in Signal Hill and 
is sent out to branches on requi- 
sition. 

Glenn Filbert, manager of oper- 
ations, Southern marketing area, 
reports that Petrolane’s painting 
program is working well. In his 
travels to various plants he never 
fails to find fresh looking tanks 
and trucks which go a long way to 
tell everyone who sees them that 
Petrolane is on its toes. 

Paint manufacturers report 
eight characteristics to look for in 
a paint of the type LPG dealers 
use so that tanks and rolling stock 
will look beautiful at the start, 
retain their good appearance for 
years, withstand hard usage, and 
stay clean and be easy to keep 
clean. These characteristics are: 

The finish must be hard. 

It must be flexible, have 
enough give to resist cracking. 
It must adhere. 

It must resist weather. 

It must be uniform in quality. 
Colors must match accurately 
from batch to batch, from 
year to year. 

It must resist the sun’s ultra- 
violet rays, resist fade. 

It must withstand tempera- 
ture and climate changes. 


VanGas finds the answer 

When VanGas Ine., Fresno, 
Calif., found that its expansion 
throughout several western states 
was presenting a paint problem, it 
contacted a paint manufacturer 
and asked for a solution. Repre- 
sentatives of the paint maker, 
W. P. Fuller & Co., were taken in 
VanGas’ private plane to view in- 
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Red, white, and blue paint identify, beautify, and protect VanGas Inc. bulk plants. The 
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one above is iust off highway 99 in central California. 





stallations under all types of con- 
ditions. The result is a detailed 
maintenance manual designed es- 
pecially for the LPG dealership. 

VanGas had over 200 of the 
manuals printed and distributed 
to its branches so its painting pro- 
cedures and colors would be 
standardized. 

Contained in the manual are: 

1. Company instructions to all 
VanGas personnel from the 
engineering department on 
painting procedures. 
VanGas standard colors. 
Paint formula numbers. Un- 
like Petrolane which pur- 
chases its paint centrally, 

VanGas_ branch  pur- 
chases its own paint. 
Recommendations as to the 
proper paint for various in- 
dividual uses. 

Product data on the paint. 
Application data, including 
detailed requirements for 
equipment and surface prep- 
aration. 

Cylinder bottoms. A special 
rust-inhibiting finish is ap- 
plied very thickly according 
to instructions. 

The basic VanGas colors were 
used in working out the 
scheme for all equipment. 

The bulk plant tank bases are 
a bright red tone known as 
VanGas red. The tanks are white 
with the VanGas red and blue in- 
signia in the center. Placing con- 
trasting colors on the white re- 


each 


color 


quired a durable high gloss white 
which would not chalk or stain 
white through the red. 

Two colors are used on pipes 
and valves: medium blue for bu- 
tane and visibility yellow for pro- 
pane. This enables plant operators 
to tell at once which pipes and 
valves carry each product. 

Customer tanks are painted 
either white or aluminum with 
paints which were designed to 
need no care. 

Painting has grown into a major 
operation in today’s appearance- 
cost-conscious LPG 
dealerships. Manufacturers are 
making available a variety of 
paints which are well suited to 
LPG operations. Included are alu- 
minum and pastel. At least one 
manufacturer offers metallic col- 
ors. Paints are on the market 
which dry fast, allowing cylinder 
or tank stenciling in 15 minutes. 
One aluminum paint manufacturer 
offers a one coat aluminum paint 
that will last up to 1% years in 
extreme weather. And a selection 
of 10 pastel colors is marketed by 
another manufacturer to meet 
every color need. 

While a well-organized paint- 
ing program continues the year- 
round, summer is the time to make 
plans and jump in with both feet, 
using available manpower to start 
a full-scale program of paint and 
repaint for protection, beauty, and 
identity of your plant, rolling stock, 
and customer installations. R 


conscious, 
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Can you afford to be without 


two-stage pressure 


By GEORGE R. POSTLEWAIT 


HERE are so many advan- 

tages to be gained from two- 
stage regulation, that the question 
which used to be “Can I afford it?” 
after analysis becomes “Can I 
afford to be without it?” 

A quick look at a list of advan- 
tages of two-stage regulation shows 
why there are cases where it be- 
comes more costly to use single- 
stage regulation than two-stage: 

1. Freeze-ups are reduced. 

2. Gas pressure is steady, re- 

resulting in 
a. higher burner efficiency 
b. fewer pilot and burner 
adjustments 
c. lower service costs 
d. better custom relations. 
. Low pressure’ regulators 
can be installed indoors. 
. Installation is more flexible. 
. Smaller lines can be used, 
resulting in 
a. savings in pipe and fit- 
tings 
b. easier installation. 


As simple as it may sound, let’s 
first be sure we all know what we 
are referring to by our term “two- 
stage regulation.” 

In two-stage regulation, the va- 
por pressure from the cylinders or 
tanks is reduced in two _ steps 
through two regulators, a high 
pressure and a low pressure. For 
all domestic and for most commer- 
cial and industrial systems, the 
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regulation? 


high pressure or first-stage regula- 
tor is placed at the tank. It re- 
duces the pressure of the gas com- 
ing from the tank—which may 
vary from 25 to 250 psi—to a 
pressure of 5 to 15 psi, depending 
on the regulator setting. In the 
northern part of the United States 
and in Canada, it is best to set the 
first-stage regulator at a low setting 
of 5 or 6 psi. In areas having mild 
winters, 10 to 15 psi may be used. 
(Troubles caused by too high a 
first-stage setting will be discussed 
later in this article.) 

The gas then goes to the low 
pressure or second-stage regulator 
which is normally mounted outside 
of the building. This reduces the 
5 to 15 psi pressure down to the 
final useable pressure. Final pres- 
sure is normally 11 in. we, which is 
about 6.2 oz or about .394 psi. 
(1 psi = 16 oz = 28 in. we app.) 


“T can’t afford it” 

I have heard gas distributors 
say, “I can’t afford to put in two- 
stage regulation in my competitive 
area.” I will not say that this is a 
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stupid statement, but it indicates 
to me that all the facts are not 
known. To paraphrase such a state- 
ment, you might say, “I can’t afford 
to have less service calls, higher 
operating efficiency, more flexible 
gas systems, less unaccounted-for 
gas, better satisfied customers, and 
longer profits.” Either statement 
just doesn’t make good sense. 

After having investigated and 
given two-stage regulation a fair 
trial, the comments of the aggres- 
sive and more successful gas oper- 
ator becomes, “I can’t afford to be 
without two-stage regulation in 
this competitive area.” 

Let us do a little jumping around 
the country and examine some 
actual cases, without mentioning 
names, supporting these statements 
made above. 


Case history No. 1 


I called on a fast-growing ac- 
count in Pennsylvania one day 
about 12 years ago. They had just 
made an installation in which they 


had used a single-stage regulator 
on a 1000-gal. tank and had run a 
5g in. copper line a_ distance 
greater than 50 ft to supply a 250,- 
000 Btu load at a couple of burn- 
ers. They were amazed to find that 
with the two burners in operation, 
the best they could obtain was ap- 
proximately 5-in. we pressure. 

They tried to correct this con- 
dition by turning down the adjust- 
ing screw of the regulator and 
were able to improve it to the point 
where they were getting 9-in. we 
pressure at the burner. Even 
though this somewhat helped the 
situation, they were not getting the 
full Btu rating from the burners, 
and in addition they had created a 
line pressure of approximately 16- 
in. we during the “off” period of 
the thermostat, causing trouble 
with the pilot flame. 

A check of the situation revealed 
the way to correct the trouble was 
to replace the single stage regula- 
tor at the tank with a first-stage 
regulator set at about 10 psi. We 
used the piping already installed 
for carrying the gas to the second 
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regulator which was mounted out- 
side the building within 6 ft of 
the burners. This was less expen- 
sive than replacing the whole line 
with 1l-in. pipe, which would have 
been needed to adequately handle 
the load. 


Case history No. 2 


I recall a case in the Indiana 
area, where a comparatively new 
L. P. gas company learned the ad- 
vantages of two-stage regulation 
the expensive way. In this par- 
ticular installation, they were sup- 
plying the fuel for brooders and 
unfortunately had some moisture 
in the fuel, which caused a freeze- 


provide more surface area to pick 
up heat, resulting in less refrigera- 
tion being spread over a given 
area.) 

The second corrective measure 
we took in this installation, was to 
install two high-pressure regula- 
tors connected in parallel (see 
Fig. 1). 

One regulator is set approxi- 
mately 1 lb higher than the other. 
Normally, the regulator with the 
higher delivery pressure supplies 
all the gas, thus, if a freeze-up oc- 
curs in the regulator with the 
higher setting, the second regula- 
tor will start to operate when the 
delivery line pressure drops to the 


Here's One Example of Dollars and Cents Saving 
With Two Stage Regulation 
Much smaller lines can be used in piping from the high to the low 
pressure regulator without significant line loss in a two stage system. 
This means savings in the cost of pipe or tubing and in fittings. It 
also means an easier job since smaller pipe and tubing are easier to 


work with. 


Just how much saving will be made might be surprising. Suppose 
we had a 90 ft run between a tank and a building and we had a maxi- 
mum load of 450,000 Btu an hour. If we were using single stage 
regulation, we would have to use 1%4 in. pipe in order to avoid 
excessive frictional line loss. With two stage regulation, our load 
could be carried the 90 ft at 10 psi using only % in. pipe. 

The 114 in. standard galvanized pipe is currently selling for about 
$28.35 per hundred feet. But % in. standard galvanized pipe costs 
only $11.84 per hundred feet. Therefore, you would save $15.30 in 
the cost of the pipe alone, not to mention fittings and labor. 


up in the single-stage regulator. 
This, of course, resulted in burner 
failure in a large number of brood- 
ers, with the expensive loss of ap- 
proximately 8000 young chicks. 

In revamping this system, we 
took two steps to insure against 
further trouble. Naturally, the first 
was to put in two-stage regulation 
—pointing out to the manager why 
there was much less chance of 
freeze-up when using that method. 
(First, the orifices in both the first- 
stage and second-stage regulators 
are much larger in size. By simple 
logic we know it is much more dif- 
ficult to freeze a large hole, than 
it is a small hole. Second, the ex- 
pansion of the gas which creates 
refrigeration takes place at two 
different points. Two regulators 


setting of the second regulator. 
This assures a continuing gas sup- 
ply to the second-stage regulator. 
In this case, when the first regu- 
lator thaws out, it immediately 
takes over and leaves the second of 
the two high pressure regulators 
again “standing by” as inexpen- 
sive insurance against freeze-ups. 


Regulation problems 


Let us analyze the problem of 
regulation in simple terms, and see 
how logical the whole thing be- 
comes. 

Contrary to popular opinion, a 
regulator does not deliver constant 
outlet pressure. If you think of it 
as a “proportionate pressure re- 
ducing valve” you come closer to 
the fact. High tank pressure will 
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Fig. |. Installation of two high pressure regulators to prevent freeze-up. 





raise the delivery pressure, and 
vice versa. 

We all know that the pressure at 
the orifice of a burner should be 
1l-in. we. For good, efficient oper- 
ation, this pressure should not 
fluctuate more than about %% in. 
above or below 11 in. But, what 
about the inlet pressure to the reg- 
ulator from the supply tank or 
cylinder? 

Even though propane has a very 
low boiling point (—44° F) you 
will find in most any part of the 
country that the pressures in the 
tank can vary as much as 200 psi 
(the difference between the pres- 
sures on the hottest day in sum- 
mer to the coldest day in winter). 
To expect a single regulator to 
control this wide range of inlet 
pressures and still maintain a pres- 
sure of 10%-in. to 11%-in. we un- 
der all conditions is almost like ask- 
ing you to whistle “Yankee Doodle” 
(my Southern friends can make it 
“‘Dixie”) and not change the vol- 
ume or intensity of your melody, 
while your chest is being alternate- 
squeezed by Man Mountain Dean 
and Debbie Reynolds. In either 
case, it is expecting a little too 
much. 

You will find that for any given 
setting, even the best regulators 
will fluctuate as much as 4-in. we 
pressure, if you vary the inlet pres- 
sure from 175 to 200 psi. In other 
words, suppose for a given load, 
you adjusted the regulator on a 
day when you had a tank pressure 
of 225 psi to give an ll-in. we 
pressure. If you were to check this 
same installation on a cold day in 
winter with the tank under heavy 
draw, you could have a tank pres- 
sure of approximately 25 psi and 
delivery pressure would be between 
7 in. and 8-in. we. 


Theory of two-stage regulation 


The theory 
regulation might be compared to 


behind two - stage 


32 


putting shock absorbers on an auto- 
mobile. The springs of the auto- 
mobile take out most of the severe 
road shock in traveling, but a much 
smoother ride is obtained by the 
use of shock absorbers, in addition 
to the springs. Our parallel then, is 
that the first-stage regulator com- 
pares to the springs of the auto- 
mobile and the second-stage regu- 
lator compares to the shock ab- 
sorbers. 

To get back to our previous il- 
lustration, let us suppose we have 
a first-stage regulator set at a 
10-lb delivery pressure on the day 
when our tank pressure is 225 psi. 
We ‘ind that this same regulator 
has a delivery pressure of approxi- 
mately 9 to 9% Ib even on the cold 
day in winter when our tank pres- 
sure is down to 25 psi. This means, 
then, that the second stage regu- 
lator has an inlet pressure varia- 
tion of approximately 1 psi with 
which to contend. In the case of 
the single regulator trying to do 
the job, it has an inlet pressure 
variation of 200 psi. You are able 
to see then why a second-stage 
regulator can maintain its uni- 
form delivery under either summer 
or winter conditions—it has prac- 
tically a constant instead of a vary- 
ing inlet pressure. 


Reduces pilot light failures 
When pilot lights fail, many 
times pilots are blamed and expen- 
sive service calls are made to try 
to change or adjust them, when the 
whole cause can be improper regu- 
lation. As we all know, pilot lights 
are “sensitive little animals,” some 
of the smaller ones consuming as 
little as 600 Btu per hour. This 
represents a very delicate flam2 
using approximately %4 cu ft of 
gas/hr. You need not be an engi- 
neer to realize that a very tiny 
orifice is needed to control this 


delicate amount of gas. You can 


also readily realize that this sensi- 
tive little pilot light, which is de- 
signed to operate at 11-in. we pres- 
sure, is going to cause trouble if 
the pressure climbs to 15 or 16 in. 
or falls to 6 or 7 in. 

The point I am making is that a 
constant delivery pressure of 11 in. 
year in and year out eliminates the 
majority of these pilot light troub- 
les, which in turn reduces service 
calls and makes for happier cus- 
tomers. This 1l-in. pressure also 
gives the proper rating of the 
burners and permits the maximum 
operating efficiency of the appli- 
ances. 

Having 14 or 15-in. operating 
pressure might be compared to 
having your gas mixture set too 
rich on your automobile carburetor. 
Your engine may run, but not 
efficiently. Extra carbon can form 
and gas is wasted in either case. 
Flexibility 

The flexibility permitted by two- 
stage regulation was evidenced by 
a motel installation I witnessed in 
California. This particular in- 
stallation had been originally set 
up with a 1000-gal. bulk tank and 
included a single-stage regulator 
with a °4-in. low pressure line run- 
ning several hundred feet to a 
number of cabins. Tees were in- 
serted to supply take-off lines for 
the various units, which included 
a range, water heater and wall 
heater. 

A problem arose when several 
new cabins were added to the 
original installation. It was dis- 
covered that during certain times 
of the day when practically all of 
the units were drawing gas from 
the system, the newer units— 
which were at the most distant 
point—evidenced a very low flame. 
Pilot light trouble was also experi- 
enced because of the heavy draw 
of gas by the other units closer to 
the tank. 
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It was a simple matter to pro- 
vide a very flexible system by put- 
ting a first-stage regulator set at 
10 psi at the tank and installing 
second-stage regulators at each in- 
dividual cabin. In some cases, one 
regulator served a group of cabins. 
In this way, the original piping 
was of adequate size and the high- 
pressure regulator, which had a 
capacity of over 2.5 million Btu, 
was able to supply more than 
enough gas for the combined load 
of all the units being supplied by 
the second-stage regulators. This 
meant that, regardless of whether 
one or all of the individual cabins 
were in use, a correct and constant 
delivery pressure was being sup- 
plied to all of the gas burners, 
since each cabin or unit became the 
equivalent of an individual system. 


Metered systems 


A great number of installations 
being made across the country are 
using metered systems. Metered 
systems have a number of advan- 
tages, which we will not take time 
to discuss, with which most of you 
are already familiar. I wish to 
point out, however, that the meter 
on the low pressure line is designed 
to measure the number of cu ft of 
gas which passes through it. This 
gas should be measured at 11-in. 
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we pressure, since the meter can- 
not take into consideration, nor 
compensate for any difference in 
delivery pressure. 

To be more specific, let us as- 
sume that, because of high inlet 
pressures or due to some service- 
man increasing the delivery pres- 
sure to compensate for under-sized 
piping, the pressure going through 
the meter was 14 or 15 in. (The 
latter, unfortunately, is quite often 
done by servicemen to offset pres- 
sure drop in under-sized piping, in 
an effort to end up with 11 in. pres- 
sure at the burner.) In this case, 
if the pressure of the gas passing 
through the meter were 15 in., the 
meter would record a lesser num- 
ber of cu ft of gas from a given 
amount of fuel than if the pressure 
going through the meter 
11 in. 

As an example, suppose you have 
1000 gal. of liquid which you are 
expanding into vapor. You will 
have fewer cu ft of vapor at 15-in. 
pressure than you will have at 11- 
in. pressure. In the case of a 
metered system, you are interested 
in measuring the number of cu ft 
at 1l-in. pressure, since that is the 
basis on which you are being paid. 
The difference in the number of 
cu ft at 15-in. pressure versus the 
number of cu ft at 1l-in. pressure 


were 


certainly represents part of your 
“unaccounted-for gas.” It is gas 
for which you are not being paid. 
Second-stage regulation makes it 
possible to keep a uniform pres- 
sure at the meter all year ’round. 


High pressure regulators 


There are different types of high 
pressure regulators, all of which 
have their uses, but it is important 
to choose the right type for the 
right job. There are two types 
shown on these pages (Figs 2 
and 3). 

The small type illustrated (Fig. 
2) has a very small diaphragm and 
normally has a spring range which 
permits delivery pressures up to 50 
psi. This type is suitable for steel 
cutting, weed burning, salamander 
use, etc.—operations where you 
may require higher pressures or 
flexible adjustment. This small 
type will not give the large volume 
and low lockup features which are 
important to commercial, industrial 
or domestic installations where the 
regulator is to be installed, set and 
left as a permanent part of the 
system. 

The small diaphragm type shown 
has a seat which closes against an 
orifice with a “check action,” when 
a small spring plus the pressure of 
the gas closes the seat. In the case 
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Fig. 2. A small high pressure regulator (left) allowing delivery 


pressures up to 50 psi. 


Fig. 3. A large diaphragm high pressure regulator (below) with a 


mechanically connected seat holder. 








TABLE |. VAPOR PRESSURES 
OF PROPANE 


PRESS. TEMP. PRESS. 
257 psi 20°F . 40 psi 
--- 225 psi 10°F . 31 psi 
197 psi 0°F . 23 psi 
172 psi —S5°F . .. 20 psi 
—10°F .......... 16 psi 

—15°F .......... 13 psi 

—20°F .......... 10 psi 

— 25°F .......... 8 psi 

—30°F .......... 3 pei 

—35°F . 3 psi 

—40°F .......... 1 pei 

—44°F 0 psi 





of foreign material becoming 
lodged beneath the seat (the cause 
of about 95 per cent of regulator 
troubles), gas leaks past the seat 
and builds up the line pressure 
leading to the second-stage regu- 
lator. This higher line pressure 
cannot be used to create additional 
thrust of the seat against the ori- 
fice. Actually the closing force is 
lessened as leakage builds up pres- 
sure in the line. There is no me- 
chanical connection between the 
diaphragm and the _ seat-closing 
mechanism. High first-stage line 
pressures can cause troubles in cold 
weather, as will be pointed out 
later. 

In the large diaphragm type 
regulator (Fig. 3) the seat holder 
is mechanically connected to the 
diaphragm through a lever action 
mechanism. This construction 
takes advantage of any build-up in 
pressure due to seat leakage, so it 
increases the thrust of the seat 
against the orifice. The combina- 
tion of the large diaphragm and 
leverage action results in much 
closer control of “lockup.” In a 
regulator which has a diaphragm 
of 4% in. active operating diam- 
eter, there are about 16 sq in. of 
surface subject to pressure. If this 
regulator has a 4 to 1 linkage ratio, 
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it would mean that for each 1 lb 
pressure increase against the dia- 
phragm, we would have 16 x 4 or 
64 lb thrust created between the 
orifice and the seat. 

It becomes quite apparent then, 
why the large diaphragm-linkage- 
connected type can be _ expected 
to give better lockup than the small 
diaphragm of the non-diaphragm- 
linkage-connected type. 


Case history No. 3 


This recalls to mind an installa- 
tion I saw in Ohio, where I had 
recommended to the LPG dealer a 
pressure setting of 10 psi on the 
first-stage regulator of a large 
home heating installation which 
was being made, the fuel being 
supplied from a 1000 gal. storage 
tank. On my next call to this par- 
ticular dealer, which was on a very 
cold day in January with a tem- 
perature of about 5° below zero, I 
found a very irate service manager 
condemning my recommended two- 
stage regulation. He informed me 
they were having all kinds of 
trouble with this installation in 
being unable to control the pressure 
at the burners. We drove out to the 
installation and the first thing I 
discovered was that, instead of 
using the large first-stage regula- 
tor set at 10 psi which I had rec- 
ommended, a small regulator had 
been installed. I discovered it was 
delivering gas to the second-stage 
regulator at approximately 35 psi. 
When I asked him why 35 instead 
of 10 psi delivery pressure, he said: 
“IT know you recommended 10 psi 
setting, but I figured if 10 lb was 
good, 35 lb would be better.” 

If you will check Table 1, you 
will see why this reasoning was 
wrong. 

You will note that at a tempera- 
ture of 5° below zero F, it requires 
a pressure of only 20 psi to liquefy 


HIGH PRESSURE 


the vapor. What was happening 
in the case illustrated was that a 
sudden drop in atmospheric tem- 
perature to 5° below zero had 
created a condition which would 
permit the vapor coming from the 
tank at 35 psi pressure to recon- 
dense or liquefy in the long cold 
copper line. The second-stage regu- 
lator was actually being fed liquid 
instead of vapor pressure. When 
you stop to realize that propane 
gas in changing from liquid to 
vapor expands approximately 270 
times, you can see where the sensi- 
tive second-stage regulator would 
be unable to handle liquid fuel and 
maintain anywhere near the 11-in. 
delivery pressure for successful 
operation. 

As the liquid flashed into vapor, 
the pressure was building up to a 
line pressure of 1 psi and opening 
the relief valve in the regulator. 
Obviously a pressure of 1 psi to all 
of the btrners was the reason the 
customer was getting no flame con- 
trol at the burners. This was a 
very simple system to correct, in 
that we removed the 35 psi regu- 
lator and replaced it with one 
which was set to deliver gas at ap- 
proximately 10 psi. Again by ref- 
erence to Table 1, you will notice 
that this would permit the tem- 
perature to drop to 20° below zero 
F before recondensation into liquid 
in the line between the first and 
second-stage regulator would have 
to be considered. 

Following this same thinking, 
we find in the Northern part of our 
country and in Canada, where tem- 
peratures fall to 20° to 30° below 
zero, the first-stage regulators are 
set to deliver a pressure of 5 psi. 
This means that they can encoun- 
ter temperatures as low as —30° 
F before they have any fear of re- 
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REGULATORS MANIFOLDED 





IN PARALLEL 
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LOW PRESSURE 
REGULATOR 





Courtesy Selwyn-Pacific Co. 


Fig. 4. Suggested method for manifolding tanks on larger installation using two stage regulation. 
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next winter's service calls 


Hydratane handles 





Hydratane Gas Co. Inc., Athens, 
Tenn., sells a service contract to 
its customers which results in 
preventive servicing during the 
summer, sales of replacement 
parts, and hot leads for new ap- 


pliance sales. What's more, 75 


per cent of Hydratane's custom- 


ers buy it. Here's how it's done. 


By CARL ABELL * Editor 


OST winter service calls can 

be handled in the summer. 
That’s right—but it must not be 
the next summer—it must be the 
summer before. Increasing num- 
bers of L. P. gas dealers are find- 
ing that a vigorous summer ser- 
vice campaign pays off in eliminat- 
ing most of the winter emergency 
calls. And along with the lighten- 
ing of the winter service load 
comes a higher degree of customer 
satisfaction, which leads to in- 
creased sales volume. 
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THIS SUMMER 


If full advantage is taken of the 
opportunities to make a thorough 
survey of the customer’s L. P. gas 
appliances and unfilled appliance 
needs, a further great advantage is 
the increasing of the number of 
appliances in the average customer 
home. This leads to more volume at 
less delivery expense, and more 
profit. In every way, summer ser- 
vice pays. 

This is particularly important to 
operators who sell a high volume of 
winter heating fuel. Heating ap- 
pliances are most likely to conk out 
during periods of prolonged use, 
but as is the case with trucks, most 
of these failures can be prevented 
by careful inspection, cleaning, and 
replacing of worn units before they 
reach the breakdown stage. This 
is the well-known principle of “pre- 
ventive maintenance” applied to the 
gas business. 

But even with the most thor- 
ough summer service campaign, 
no operator can ever completely 
eliminate winter service calls. The 


summer service campaign, by pre- 
venting most of the failures, puts 
the dealer in position to handle the 
few emergency calls promptly. It 
eliminates the old familiar concen- 
tration of troubles during the peri- 
ods of coldest weather. The few 
failures that do occur can have im- 
mediate attention because the ser- 
vice crew does not have a long list 
of cold and unhappy customers 
clamoring for attention and heat. 


Hydratane’s program 


Probably a good many L. P. gas 
dealers do not have a summer ser- 
vicing program because they be- 
lieve it will be a case of “every- 
thing going out and nothing com- 
ing in.” Hydratane Gas Co. Inc., 
Athens, Tenn., has found that it 
does not need to be that way. They 
sell their customers on an annual 
service contract that covers the 
cost of the service work, and 
Hydratane gets all the auxiliary 
benefits for free. 

Hydratane is located right in the 
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LPG storage at this unattended branch cuts time and truck mileage 
on delivery routes at the north end of Hydratane's marketing area. 





middle of one of the toughest com- 
petitive areas in the world—in the 
heart of the TVA. Nearly all of 
its customers are served by either 
the Volunteer Electric Coopera- 
tive or the Fort Louden Electric 
Cooperative. Electricity is cheap 
down there, and the co-ops are ag- 
gressive and able to finance appli- 
ance sales on terms that cannot be 
equalled by private business. 

In that area, there is not too 
much difference in operating cost 
of appliances or electricity or pro- 
pane. The big difference is in the 
dependability of service and free- 
dom from interruptions. Line fail- 
ures during storms are frequent, 
but L. P. gas goes right on doiny 
its job. Mr. L. A. Varnadow, man- 
ager of Hydratane, sees to it that 
his gas customers get that kind of 
service. 

The Hydratane summer service 
program grew out of a plan to keep 
the entire staff busy during the 
slack period of the year. There 
was plenty of slack. The electric 
co-ops get the majority of the cook- 
ing and water heating load, so 
Hydratane’s volume runs _ heavily 
to the winter house heating di- 
vision. 

The company has always stepped 
up its selling program in the sum- 
mer, but both the deliverymen and 
the service man had plenty of idle 
hours. In the winter everyone was 
in a mad scramble, with the service 
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load coming in peaks as the weath- 
er got worse. 


Appliance service contract 

In planning the summer service 
campaign, Mr. Varnadow consid- 
ered several factors. The payroll 
expense went right on, and there 
would be extra vehicle expense in 
getting to the customers’ homes. 
There would also be replacement 
parts, including new filters for the 
numerous central heating plants in 
operation. People were accustomed 
to paying for service on other 
equipment that they owned. In 
buying new automobiles, most 
people in the area also buy annual 
lubrication and inspection con- 
tracts. Television service was gen- 
erally handled on annual contracts. 
The customary warranty periods 
applied to all such purchases. Why 
shouldn’t appliance service be han- 
dled on the same basis? 

As the Hydratane plan was de- 
veloped, each new appliance sold 
went out with a guarantee of free 
service for the first year. That 
made practically no difference in 
the cost of conducting the business. 
In selling an appliance, the dealer 
obligates himself to make it work 
satisfactorily. Aside from correct- 
ing an occasional preliminary ad- 
justment and replacing an infre- 
quently encountered defective part, 
which would have to be done any- 
way, there would be nothing to do 


but check it over and do a little 
cleaning stoward the end of the 
year. 

After considerable study of 
costs, Mr. Varnadow decided on a 
flat annual fee for succeeding years 
that would just about cover the 
cost of the time and travel expenses 
of the service man. As is custom- 
ary in service work on appliances 
that have lived through the war- 
ranty period, all materials needed 
were to be billed at the regular 
rates. The fees for the annual ser- 
vice contract were set at $3.00 per 
domestic customer for those in the 
inner zone, and $5.00 for those in 
the outer zone where travel ex- 
penses required a higher fee. 

In addition, the company had 
sold numerous appliances to people 
who were not Hydratane gas cus- 
tomers. Most of these were served 
by natural gas, some lost by Hydra- 
tane when utility service was es- 
tablished in the two or three larger 
towns in the trade area, and others 
that had been purchased for in- 
stallation on city gas. These cus- 
tomers were serviced at $7.50. Spe- 
cial agreements were worked out 
for the company’s numerous com- 
mercial users, based on the num- 
ber of appliances in service. 


Promoting the plan 


A mimeographed announcement 
of this service plan was mailed in 
duplicate to all domestic custom- 
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ers. At the bottom of the sheet 
was an acceptance, which the cus- 
tomer could sign and return. The 
sales pitch must have been good— 
75 per cent of the customers signed 
the order. More accepted the plan 
as the result of talking with the 
drivers. Limited follow-ups by 
telephone brought more orders. The 
program was on a self-sustaining 
basis. 

Psychologically, the program 
had advantages. It called the cus- 
tomers’ attention to the company’s 
desire to bring them through the 
coming winter without failure of 
their appliances and heating equip- 


ners of the appliances. This not 
only enabled the service men to do 
their job more quickly and thor- 
oughly, it also made a tremendous 
impression on the customers. 
Gauges and manometers also facil- 
itated the work and impressed the 
customers. 

The basic work inside the house 
consisted of cleaning, testing and 
adjusting all appliances. Forced air 
furnaces thoroughly 
and air filters changed. Gas lines 
were tested for leaks whenever 
there was reason to suspect their 
presence. Regulators were cleaned 
and tested. 


were oiled, 


good deal of time and vehicle mile- 
age on tank maintenance. 

The completion of the summer 
service work was far more eco- 
nomical than would have been pos- 
sible on a “go when called”’ basis. 
Most of the company’s customers 
were in the program, so it was 
possible to follow the regular rout- 
ing and scheduling system used for 
deliveries. This resulted in mini- 
mum lost time and mileage in get- 
ting to the customers’ homes. 


Selling new appliances 


In its original form this program 


was not beamed particularly at in- 
creasing sales, but now and then it 
did result in the sale of additional 
appliances. When this became ap- 
parent, plans were made to use the 
service program in active support 
of the sales work. 

anyway, this enabled it to save a On the service man’s report of 


ment. It insured them of an extra 
service call during the winter, if tanks are on lease, they were given 
needed, at no extra cost. And best any paint or maintenance work 
of all it was possible to take this that might be needed at the same 
very beneficial customer relations time. Since the company would 
step without sacrificing profits, and have had to take care of the tanks 
without having to “load” the cost 
of the gas to the customer. Main- 
taining a low price is very impor- 
tant when competing with TVA 
and REA. 

Obviously, such a program would 
not be successful unless it could be 
done on an organized basis, and 
unless the proper caliber of service 
work went with it. Hydratane had 
always placed special emphasis on 
service. 

Not only the regular service 
men, but also the delivery drivers, Checking « chensing « eijesting « testing « a8l eggttencss 
had always been carefully schooled 2) All labor and time requi servicing your equipment 
in service procedures. They attend A — pedigree ti pile ieee cold veather 
all service schools and safety Se i Te 
schools offered in the area, and the 
drivers, as part of their regular 
route work, handle the routine ser- 
vice problems and adjustments. It 
makes a better impression on the 
customer if the driver can adjust 
a pilot or cure a misbehaving burn- 
er at once, without having to send 
in a call for a service man. And 
since the delivery work was greatly 
reduced in the summer, the man- 
power was available to carry out 
the service contracts. Drivers not 
needed on routes changed hats and 
became service men. 


Since a good many Hydratane 





HYDRATANE GAS COMPANY, INC. 
O. BOX 101, ATHENS, TENNESSEE 


Dear Customer: 


Each fall we are flooded with service calls to light pilots and check 
complete gas installations for ter service, The volume is such that ve 
have been unable to give the service to which you are entitled, 


To over come this congestior g the fall season we are offering a 
COMPLETE SULMER SERVICE to our customers, ‘Je cannot accept appliances or 
installations made by others for this summer service plan without a previous 
inspection, 


Our summer service plan will feature and include the following: 


ALL PARTS AND WATERIALS, IF ANY SHOULD BE WEDDED, OULD BE DXTRA, 


To obtain this service, sign and return OND COPY of this letter to 
our office NOT LATOR THAN JULY 15th. This offer void after J th. 


Terms are cash with order or you may pay our service man when he calls, 
if you prefer to do so. Our work is guaranteed, 


If we have installed your equipment within the last twelve months, your 
installation is still in the free service period and you do not need this 
summer service contract 

The Summer Service charge for you on of our territory is J5,00. 
THANK YOU$ 

y truly yours, 

2 GAS 

eeeeeeresereeeee . 





Hydratane Gas Company, Inc. 
Athens, Tennessee 


Gentlemen: 


The full treatment 

As an impressive “extra” on the 
summer service campaign, each 
man doing the service work was 
equipped with a domestic type vac- 
uum cleaner, complete with the 
necessary accessories to get into 
and clean all the cracks and cor- 


Yes = I want to take advanta wmmer service plan as described 


above. 





(Please give your full address) 




















This is a copy of the Hydratane pre-winter service agreement that 75 per cent of 
customers sign. 
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The Hydratane sign says “Sales and Service" with the emphasis on 
service, paid for in advance by the customer. 


One truck is parked most of the summer while the driver is out 


getting customers ready for winter. 





completion of the work, he now 


lists the appliances in the home, 
paying particular attention to age 
and condition. These reports are 
gone over in the office, and prospect 
lists are made up and followed as 
rapidly as possible. 

Hydratane does not employ 
special men to do selling. It 
formerly did, but the volume was 
not satisfactory to either the com- 
pany or the salesman. Instead, all 
of the company employees are now 
paid 334 per cent commission on 


all sales that they make, and are 
trained and encouraged as much as 
possible. Jim McNutt, service 
manager, sells a number of ad- 
ditional appliances to old customers 
each year. In 1956 and again in 
1957, he also brought the company 
14 new customers. Several of these 
sales also included bulk tanks. 


New prospects 


The company’s system of re- 
warding customers for new pros- 
pects is working nicely in con- 








The Hydratane showroom is stocked with a complete line of appliances before the summer 
sales season begins. Bill Rogers checks to see that everything is in top shape. 
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nection with the service program. 
The service men try to get names 
of new prospects while at the 
customers’ homes. If one of these 
becomes a new customer for a 
gas system and a major appliance, 
the tipster’s reward is 100 gal. of 
gas. They formerly received $10 in 
cash, but the free gas proved more 
effective. The service man can 
follow up these tips or turn them 
in at the office. 

To encourage the men to do more 
selling, either Mr. Varnadow or 
Bill Rodgers, office manager, will 
go with the service man at night 
or on Saturday to help close the 
deal. Or if the prospect comes to 
the showroom and makes the pur- 
chase as the result of a preliminary 
interview with the service man, it 
is still his customer. Full com- 
missions are paid in any of these 
cases, 

When leads are turned in at the 
office, they are allocated to the 
drivers who regularly work the 
territory in which the prospects 
live, if they can take the time to 
do the selling. If not, either Mr. 
Varnadow or Mr. Rodgers makes 
the call. By force of necessity, the 
latter do most of the selling during 
the heating season. The outside 
staff does more of the selling in 
the summer. 

Obviously, such a program 
requires a staff that has spent a 
good deal of time in the business. 

Sales and SERVICE. Summer is 
the time to do the bulk of it in 
preparation for the winter months. 
Ask Mr. Varnadow. He'll tell you 
it pays real profits. a 
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Transport unloading time drops 
from three hours to 80 minutes. 
Bulk truck filling time down from 
40 minutes to 12 minutes. 
Changes reduce lost time during 
the day, cut overtime, and en- 
able the plant to handle a great- 
er volume. 


By CARL ABELL ° Editor 


Looking into the heart of the remodeled 
and expanded Williams Butane Co. plant. 
The original 4000 gal propane tank and 
two 3000 gal butane tanks are in front. 
The new 18,000 gal. propane tank is at rear. 
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Rebuilt plant cuts transfer time 
MORE THAN HALF 


66 HEN we put in the extra 

storage tank at the Fres- 
no plant, let’s cut the time of all 
major fuel transfers in half.” 
This was the executive decision of 
the American Liquid Gas Corp. of- 
ficials after struggling through 
the winter of 1957-58 with the 
plant they had recently acquired 
from Williams Butane Co. 

This plant, like many others 
throughout the United States, had 
been through a Topsy-like history. 
It began after the war as a shoe- 
string operation, without ade- 
quate capital. All plant invest- 
ment had to be held down, and 
this necessity governed the instal- 
lation of the first storage tanks 
and fuel transfer system. 

The result was a small, slow op- 
erating plant. That almost always 
happens when the operator has 
lots of time and not much money. 
But if, as happened with Williams 
Butane Co., volume increases so 
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much that several delivery trucks 
must be refilled during the day, a 
plant that is too small and too 
slow can create a very expensive 
operation. 

Figure it out. If two bulk trucks 
come in almost at the same time 
for refilling, one has to wait while 
the other loads and gets out of the 
way. And every once in a while 
there were three trucks in line for 
reloading. 

With the original plant, it took 
40 minutes to fill a truck. The 
driver has to be paid for his time 
while he waits, and the “owner- 
ship” costs of the idle trucks go 
right on. Together they add up to 
close to $5 per hour. But that is 
not all. These loading delays fre- 
quently required overtime opera- 
tion by one or more of the drivers, 
for which they had to be paid 
time-and-a-half—in addition to 
the pay for lost time during the 
regular working day. 


The cost of moving fuel into the 
plant is also based partly on the 
time required to unload the trans- 
ports. Contract haulers of L. P. 
gas must figure their charges on 
the basis of from $10 per hour up. 
It’s a little different when the 
fuel comes in by the owner’s 
transport or by tank car, but slow 
operation is still expensive be- 
cause it requires extra time of the 
plant operator to complete the un- 
loading. All time spent on unload- 
ing is lost as far as other plant 
duties are concerned, because the 
man doing the unloading must be 
present throughout the transfer. 
If the unloading time can be 
shortened, more of his time can 
be available for other work. 

There was also the problem of 
scheduling the incoming ship- 
ments. When Algas acquired the 
plant, it consisted of two 3000 gal. 
butane tanks and one 4000 gal. 
propane tank. The transports most 
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Both tanks of a truck and trailer transport outfit can be unloaded 
at once. Liquid and vapor pipes are held in a solid concrete block 
to prevent damage to plant piping in case a connected vehicle 


moves. 


Pump handles more than 100 gal. per min. Fuel being unloaded 
may be sent to any of four tanks, or straight through to loading 


bulk truck. 


PEELS Say bates ts 


on vapor lines. 
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Liquid unloading lines have Okadee quick-acting valves. After 
pumping starts operator can take the time to open globe valves 


Hoses are laid in metal trays welded to crash fence. 


Handles of two valves on liquid circuits are linked together. 
One opens when the other closes, making it impossible to put 


propane from a propane tank into a butane tank. 





commonly used in California con- 
sist of truck and trailer outfits 
that move 8000 gal.—4000 each in 
the truck and the trailer. Imagine 
what happened when the timing 
of the incoming transport was not 
“right on the button.” And what- 
ever happened that threw things 
off balance was expensive. 

The only cushion against mis- 
timing of incoming shipments con- 
sisted of a small transport outfit 
owned by Williams Butane Co. 
which held 1438 gal. in the truck 
tank and 1600 gal. in the trailer. 
That alone made life possible dur- 
ing the winter of 1957-58, when 
business was brisk, the seasonal 
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fuel requirements reached an un- 
usual height, and transport move- 
ment could not be closely sched- 
uled. 

So the decision was reached to 
install an additional 18,000 gal. 
propane tank. This would require 
a major replumbing job in the 
plant. While this was going on, 
the extra cost of speeding up the 
rate of fuel transfer would not be 
very great. This additional cost 
would be very quickly recovered 
from the saving of time in trans- 
fer operations, after which the re- 
duction in plant operating cost 
would be “gravy.” 

The original Smith pump in the 


old plant was rated at 50 epm, 
but it never made that speed be- 
cause of high restrictions on the 
intake side. Two inch piping and 
globe type valves would not let the 


fuel through fast enough. Hence 
it took nearly three hours to un- 
load a transport outfit, and 40 min- 
utes to fill a 1200 gal. bulk truck. 

The redesign of the plant was 
done by Lester Luxon, vice-presi- 
dent in charge of American Liquid 
Gas Corp.’s gas plant division 
(also technical editor of BUTANE- 
PROPANE News). The construction 
work was supervised by Spencer 
Cooper, district manager for the 
Algas fuel division. The primary 
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Operator's station for filling bulk trucks. 
Valve controls, switch, meter and fire 
extinguisher can be reached without leav- 
ing his post. 





so they can be operated together 
or singly according to the need of 
the moment. 

Operator’s time is also saved by 
coupling together the operating 
levers of valves which must al- 
ways be operated in pairs to select 
between two circuits. This also 
makes it impossible to transfer 
fuel from a propane tank to a 
butane tank by mistake. 

The Smith pump was built into 
a new circuit which is reserved 
for filling vehicle tanks and cash- 
and-carry cylinders. The liquid 
line here has been improved to 
reduce resistance, so the operation 
of the pump has been speeded up. 

The outlet valves of all tanks 
are of the spring closing type, and 
are latched in the open position 
when in use. The primary oper- 
ating handles of the latches termi- 












fuel transfer unit is now a 100 
gpm Blackmer pump. The liquid 
lines connecting the unloading 
stand, all tanks, and the bulk 
truck filling station consist of 3 
in. pipe, and all line valves are 
Okadee, of the straight-through 
full-flow type with the exception 
of two Nordstrom plug valves 
where three-way flow is necessary. 

With restrictions in the lines 
held to a minimum, the pump is 
able to exceed its rated capacity 
by a small margin. It is now pos- 
sible to unload an 8000 gal. trans- 
port outfit in 80 minutes, includ- . ; 
ing coupling and uncoupling time. Only one connection is now needed at the bulk truck filling station, but valves and hoses 





The 1200 gal. bulk trucks can now are available to set up a second filling stand when it is needed. 
be filled and sent on their way in 
12 minutes flat. 

The fast unloading time is made 
possible by the use of separate 2 
in. hoses that connect with the his bias 
truck and trailer tanks. These are OR OPEN Fane 
connected by a pipe “Y” to the WITHIN SO FEET 
3 in. line, and have separate valves 





Driver Joe Cline, serving a transient cyl- 
inder customer, closes the outlet valve of 
propane tank located 40 ft. away. Meter 
and pump switch can be reached without 


moving. 


nate in locations that are conveni- 
ent to the operator. The one on 
the 400 gal. propane tank, for ex- 
ample, is operated either at the 
tank or from the meter at the ve- 
hicle tank filler station by means 
of an extension cable. With the 
pump switch, outlet valve control, 
and hose valve right under his 
hands, the man at the filling job 
controls everything necessary 
from the one spot. 

As a matter of extra safety, all 
tank outlet valves may be snapped 
shut by pulling one cable which 
goes through an underground con- 
duit to a station beside the plant 
fence about 50 ft. from the tanks, 
and continues to the driveway gate 
where the final pull ring can be 
reached from outside the enclo- 
sure. The tank area is also sur- 
rounded by a sturdy crash fence 
welded up from discarded oil-well 
drill pipe. 

The pump motors are operated 
through relay switches at the 
loading and unloading stations. 
These operate the main switches 
which are in a closet at the back 
of the shop building, some 60 ft 
from the tank area. Just to be 
sure that nobody makes a mistake 
and stores equipment or junk in 
this closet, there is no opening 
between it and the shop. It is only 
accessible through a door in the 
outside wall of the building. 

Large Kidde fire extinguishers 


42 


Plant manager Don 
Huckabay pulls ring 
that automatically 
closes all tank out- 
let valves at the 
four tanks. There's 
an extension to the 
plant gate from 
which valves may 
also be closed. 


are located at all loading and un- 
loading stations. They sit in spe- 
cial holders on the crash fence, 
where they may be picked up for 
use from either side of the en- 
closure, and are in such prominent 
spots that they will be missed im- 
mediately if taken away. Each of 
the five bulk trucks also carries a 
Kidde extinguisher, and another 
is located just inside the service 
shop door. 


Okadee valve at outlet of 4000 gal pro- 
pane tank closes automatically from tension 
of spring (right arrow). Valve must be 
latched to stay open—latch may be re- 
leased by remote control, (left arrow). 


With all these improvements in 
the plant, life offers less stress 
and strain for the operating staff. 
Larger throughput can be han- 
dled, with much less lost time 
during working hours. Overtime 
has been reduced and drivers have 
more evening time with their 
families. Everybody likes the re- 
sults of the rebuilt plant, includ- 
ing the profit-conscious bosses in 
the head office. cs 
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WINTERIZING 


Crop dryers mean big profits 


for farmers and LPG dealers 


RYING grain by means of 

artificial heat is one of the 
most rapidly-expanding techniques 
of modern agriculture. Its general 
adoption is being forced by basic 
economics, the weather, and by 
the effect of government controls. 
The combined effect of these fac- 
tors has been to more than double 
the production and sales of port- 
able grain dryers in less than four 
years. 

Since the advantages of con- 
trolled drying on the farm are 
just beginning to be recognized by 
farmers in general, we believe that 
the trend toward ownership by in- 
dividual farmers has just started, 
and that sales will increase in a 
rapid spiral. 

Propane made the portable grain 
dryer practical and economical. 
Since no other fuel does the dry- 
ing job so well, or at such low 
cost, it is used in nearly all of the 
dryers now in production. 

Gallonage consumed per dryer 
is impressive—there are few that 
will use less than 3000 gal per 
season, and 10,000 or 12,000 gal. 
is not unusual, either on a large 
farm or where the owner does 
custom drying for his neighbors. 
Most of this consumption takes 
place in the early fall months, 
before the heavy winter delivery 
season for domestic customers be- 
gins. 


Moisture content limit 

In order to keep perfectly in 
storage without molding or fer- 
menting, the moisture content of 
all grains must be brought down 
to a low figure. Depending on the 
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By H. P. BEHLEN * Vice President 
Behlen Manufacturing Co. 
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NINE FACTS LPG DEALERS SHOULD KNOW 
ABOUT DRYING FARM CROPS WITH PROPANE 


@ The portable farm crop dryer provides one of the fastest growing 
off-season markets for L. P. gas. 

@ Production of grain dryers has more than doubled in the past four 
years. 

@ Propane is almost always used for portable dryer fuel because it does 
a better job at less cost. 


@ The newer grain dryers have larger capacity and consume more fuel 
than those of past years. 

@ During the fall of 1957, which was “wet," many farm crop dryers 
used as much as 10,000 gal. of propane each. Even more was used 
when the tractor driving the blower ran on propane. 


@ The normal crop drying season lasts from three to eight weeks. Last 
season many dryers operated from four to six months helping their 
neighbors. 

@ Many grain dryers pay for themselves out of profits from the first 
season's use. 

@ Milo can seldom be stored without first being heat dried. Dryers 
may be profitable when used with most other grain crops. 


@ The USDA and all state agricultural departments in corn producing 
states recommend the use of artificial drying. 











“Our new Ford C-1000 with aluminum 


tank trailer hauls | 700 gallons more 


per trip’ 


Says Wesley White 
Branch Manager 
Zephyr Oil Co. 


\ 


Grand Rapids, Mich. 


“We get ideal weight distribution and outstanding 
performance from our Ford Tilt Cab Tractor 
powered with the big Super Duty V-8” 


“We've used Ford trucks for 26 
years and always had good results 
from all of ’em. This office has 10 
Fords for fuel-oil deliveries and 
supplying 15 gasoline stations in 
and around Grand Rapids. 


“Our new 758 Ford Tilt Cab 
with 477-cu. in. engine hauls the 
biggest payload of any semi-trailer 
tanker I know about in the state. 


This C-1000 has a 111-inch wheel- 
base, 11,000-lb. front axle, and a 
sliding fifth wheel. It hauls a 7,700- 
gallon 35-foot aluminum tank 
trailer. That’s 1,700 gallons more 
payload than we could carry be- 
fore with the same 65,000-lb. Gross 
Combination Weight. 


“Ford’s Super Duty V-8 engine 
sure has lots of power, and our 


drivers like the tilt cab’s maneuver- 
ability, vision and riding comfort. 
We like the payloads, time-saving 
maintenance ease, and dependa- 
bility. You see, our business is 
built on reliable service, and dur- 
ing our peak seasons we can’t 
afford delays or downtime. And 
for 26 years Ford trucks have 
proven their durability and low 
operating costs.” 


Finance the easy one-stop way! Ask about the new FORD FLEET TRUCK FINANCE PLAN! 
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Bring extra 
savings to 
your business... 
make your 
next truck 


Official registrations for 1957 show that 
American business buys more Ford trucks 
than any other make. There are many 
reasons for this popularity . . . many rea- 
sons for you to make your next truck a Ford! 


Ford trucks are your best buy! Ford’s 
initial costs are low and resale value is 
traditionally high. The value-packed Ford 
Tilt Cab trucks offer exceptional payloads, 
maneuverability, service accessibility and 
driving ease. They’re America’s most 
popular tilt-cab line, by over two to one! 

Only Ford offers the economy of Short 
Stroke power in all engines, Six or V-8. 
And Ford’s Heavy Duty V-8’s offer new, 
advanced durability features. The modern 
Ford Six, available in Light and Medium 
Duty F- and P-Series trucks, is equipped 
with an economy carburetor that gives you 
up to 10% greater gas mileage. It’s plenty 
peppy, too, with more horsepower per cubic 
inch than any other six in its class. 


Ford’s rugged cab and chassis construc- 
tion means these new ’58s are built to last. 
Every Ford has safety glass in every win- 
dow. All this plus the proven fact that Ford 
trucks last longer adds up to America’s 
No. 1 truck value. 


See your local Ford Dealer for the latest 
in ’58 trucks or the best in A-1 used trucks. 


Newest addition to the Zephyr Oil fleet, this 1958 
C-1000 Ford Tilt Cab with 260-hp Super Duty V-8 
engine hauls 7,700-gallon tank trailer to supply modern 
Zephyr stations. 


Shown below are two of the Zephyr Oil Company’s 
Fords being filled for fuel-oil deliveries. The tank trailer 
at the left handles the long runs and the tank truck at 
the right is used locally. 


_- 
J 
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FORD TRUCKS COST LESS 


LESS TO OWN ...LESS TO RUN ...LAST LONGER, TOO! 
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Photo courtesy Behlen Manufacturing Co. 


The business end of a crop dryer, showing control box at left and blower in center. The 


farmer is looking at the power take off drive which operates the fan and the handling 


equipment. 





grain, the maximum permissible 
moisture content ranges from 13 
to 15 per cent. Rice and similar 
hard seeds are stored in the lower 
range. Corn may be held at 15 per 
cent provided it does not pick up 
more moisture while in storage. 
The price that the farmer receives 
for his grain is “docked” if his 
product shows moisture content 
above those limits. 

Field drying in the open air is 
as old as the history of agricul- 
ture. Because it depends on the 
weather, results have always been 
uncertain, and losses have some- 
times been very high. In the great 
American Corn Belt, the weather 
at harvest time is likely to be bad. 
During an unusually damp fall, 
the losses of corn standing in the 
fields waiting to become dry 
enough to store may run as high 
as 25 per cent. Sometimes the fall 
weather is so wet that tremendous 
acreages do not get harvested un- 
til the following spring In the 
meantime, a great deal of grain 
is lost because of falling stocks, 
and the value goes down because 
of poorer grade product. 

The farmer who has a grain 
dryer can harvest earlier, thus 
avoiding most of the bad weather, 
and even if harvest is delayed into 
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the wetter fall season, he can har- 
vest any time he can get his ma- 
chinery into the field. 

Since the propane-fired dryer 
makes harvesting independent of 
the weather, the farmer who has 
one available can begin his har- 
vesting as soon as the growth 
processes have matured the grain. 
This is several weeks earlier than 
the same grain could be brought 
into storage if he has to wait for 
it to dry in the field. 

The recommended practice for 
corn farmers using their own dry- 
ers is to start picking when the 
ripening corn is down to a mois- 
ture content of between 30 and 
25 per cent, or just as early as it 
can go through the picker-sheller 
without damage to the grain. This 
has many advantages, among them 
the following: 

® Early picked heat-dried grain 
grades higher than that damaged 
by the weather while waiting to 
become air-dried, therefore it 
brings a higher price per bushel. 

© The farmer can frequently sell 
his grain immediately after har- 
vest, to catch a higher market 
price than he would receive a few 
weeks later when the market is 
glutted with the main crop. 

® By doing his own drying he 


avoids all losses from dockage due 
to high moisture content. 

® Early harvest avoids the loss 
that accompanies field drying as 
the result of stalks falling from 
damage by corn borers. This often 
runs as high as 8, 10 or more 
bushels per acre. 

® The farmer can plan exact 
dates for harvesting, making 
better use of help, and generally 
gets along with less harvest help 
because he has time to do more of 
the work himself. 

® He can, if he desires, use a 
later maturing, higher yielding hy- 
brid strain and grow a larger crop, 
and still complete his harvest on 
schedule because he is practically 
independent of weather. 

® The harvesting machinery 
works better and is subject to less 
wear and tear if the harvesting is 
done before the stalks and ear 
stems dry out. 

® Harvesting early, while stalks 
and leaves are still moist, avoids 
danger of fire in the field before 
the grain can be brought in. 

® Early harvesting and con- 
trolled-heat drying improves the 
feeding value of the grain. 


Milo and soy beans, too 


While more attention has been 
given to artificial drying of corn 
than to any other grain, it is 
getting increasing recognition in 
connection with other grains as 
well as flax and soy beans. 

With acreage restrictions on 
corn, many corn belt farmers have 
put milo and soy beans in the 
fields in which they can not grow 
corn. In that area, it is very 
hazardous to wait until milo is 
field dried before harvesting. A 
heavy rain on mature milo causes 
extensive damage due to molding 
in the head, and even if the field 
drying is successful, the losses due 
to shattering are very high. 

Early cutting and artificial dry- 
ing avoid both these losses, which 
will frequently add up to more 
than 25 per cent. The shattering 
of field dried soy beans also 
causes extensive losses, and wet 
weather also down-grades_ the 
crop, which an early harvest pre- 
vents. 

Both of the above crops are 
ready for harvest at approximately 
the same time as corn, thus put- 
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... Under contro! 


You have your LP-Gas supply and cost under better control with a 
Sid Richardson LP-Gas contract. Compare our proven year-round 


benefits against the actual record of any other supplier. 


No one has bettered our record of on-time delivery of top 


quality products. 


Our prices, even on contract product, have been voluntarily 


adjusted to meet competitive conditions. 


We have never competed with our customers. We have no 


company-owned or controlled wholesale or retail outlets shar- 


ing our product or our co-operation. 


Check any of our regular customers and verify our excellent per- 


fomance. 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING ¢ FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS B. E. PATTON WILLIAM T. CARL 
5123 NO. NEW JERSEY 509 GLEN HAVEN DR MINNEAPOLIS 3105 DEWEY 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNESOTA OMAHA, NEBRASKA 
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ting their drying fuel gallonage 
in the early fall period. While that 
fuel volume is desirable for the 
LPG dealer, the summer gallonage 
from farm drying of small grains 
is even more advantageous. It 
helps to offset the heavy winter 
heating load, and enables. the 
dealer to obtain more winter fuel. 


Small grains 

Small grain farmers are learn- 
ing the advantages of early har- 
vesting, which are for the most 
part parallel to the advantages 
listed above for corn. By getting 
into the field two or three weeks 
earlier than is possible with field 
drying of small grain, it is often 
possible to avoid the results of 
summer storms that knock the 
grain down so it can not be picked 
up by the harvester. Field losses 
from shattering are also greatly 
reduced, and the ever present 
hazard of fire sweeping through 
a standing crop of dry grain is 
avoided. The sale price of the 
grain that is cut early and dried 
under control is also higher be- 
cause its quality is better—a 
higher percentage of this grain 
can be sold to the millers at pre- 
mium prices. 


Why propane? 
Propane has so many advan- 
tages as fuel for dryers that there 


are now very few portable dryers 
manufactured with any other kind 
of burner equipment. Propane 
burners are simpler and less ex- 
pensive to produce than oil burn- 
ers. They do not require the pump 
or atomizer that is necessary to 
burn fuel oil, nor the power to 
drive these units. 

Propane does not require a con- 
tinuous ignition system, nor any 
manual air adjustment. With pro- 
pane, you light it, set it, and for- 
get it. The farmer can operate the 
harvester while the dryer operates 
itself. And the propane-heated 
airstream is almost completely 
free from carbon or objectionable 
odors, and it can not carry un- 
burned oil into the grain. The fire 
hazard of oil dripping around the 
burner does not occur with pro- 
pane. When all these advantages 
are added up, the propane-fired 
crop dryer costs less to buy, costs 
less to maintain, and costs less 
to use. 


Drying costs 

Every farmer will naturally 
want to know what it costs to op- 
erate the dryer, and what he can 
expect to gain from its use. Let’s 
figure costs on the basis of the 
Behlen 375 bu batch bin portable 
dryer. This is a very popular size 
because, working on corn of aver- 
age moisture content, it will just 


Photo courtesy Behlen Manufacturing Co. 


Grain goes into the hopper which loads 500 bu of high moisture crop in 10 minutes without 
hand jabor. Mechanically dried crops offer higher profits to farmer, huge L. P. gas load 


to dealers. 
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about keep up with the average 
picker-sheller models in most com- 
mon use. Using this combination, 
the farmer spends about 50 
minutes per day loading and un- 
loading the dryer, and the rest of 
the time is spent operating the 
harvester and bringing the crop 
to his dryer. 

With its 4 million Btu burner 
this dryer consumes about 37 gal. 
of propane in drying 375 bu of 
corn down from 25 to 15 per cent 
moisture content. This is roughly 
1 gal. of fuel for each 10 bu of 
corn. The average price of propane 
in the Corn Belt, delivered to the 
dryer, is about 12 cents per gal. 
This gives us a fuel cost of 1.2 
cents per bu. 

There must also be power avail- 
able to drive the blower. This is 
generally supplied from the power- 
take-off of the farmer’s tractor. 
If this operates on gasoline at 22 
cents per gal., consuming about 
7 gal. in the 2 hours and 20 
minutes necessary to dry the corn 
under the above conditions, the 
fuel cost is .4 cents per bu. If the 
farmer has been smart enough to 
convert his tractor to operate on 
propane, this fuel cost will drop 
to approximately .24% cents per bu. 

With a suitable allowance for 
oil and maintenance, the total cost 
of drying this corn from 25 per 
cent moisture content down to 15 
per cent would be very close to 2 
cents per bu. We use this as the 
standard figure, recognizing that 
it will vary up or down depending 
on local fuel costs, the weather, 
and the amount of moisture that 
must be taken out of the grain. 
The cost of drying small grains is 
considerably less, generally rang- 
ing from % to 1% cents per bu. 

To this must be added the cost 
of ownership of the dryer. In Jm- 
plement & Tractor magazine for 
Feb. 11, 1956, we learn that ‘““Com- 
petent studies indicate that annual 
ownership cost of a dryer ranges 
between 9 per cent and 15 per cent 
of the original cost, depending on 
the crop dried and the principles 
employed.” 

If we assume that the cost of a 
batch bin type heated air dryer 
is $4000, and depreciate it over a 
10 year period, the annual cost of 
depreciation, interest, taxes and 
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--:for a better CONTRACT 


STORAGE 
TRANSPORTS | 


It takes year around buying for those extra profits on your winter 
gas sales. Take stock of your needs...then call Master for 

prices and delivery on storage tanks and transports. 

We're building them and selling them from Quincy and Dallas. 
Write, telephone or wire the nearest Master plant. 


STORAGE ON ALL 
SIZES TO 70,000 
GALLONS 


Many sizes completed and 
available for immediate ship- 
ment. Other sizes under con- 
struction for delivery in the 
near future. 


STEP-DOWN AND 
BLIMPS IN LIGHT- 
WEIGHT T-1 STEEL 


New T-1 steel cuts deadweight 
to a minimum. More payload 
and extra profits on every trip. 


Order your storage and transports from 
the Master plant nearest you. 
Shipments made by truck, railroad 

or low cost river barge. 


MASTERPIECES OF 
STEEL if Sea 


—— BES 2000 S. Front St. © Quincy, Illinois @ BAldwin 3-5014 
: P. O. Box 5146 e@ Dallas, Texas © Riverside 7-2441 


TRANSPORTS TANK TRUCKS STORAGE DOMESTIC FILLING STATIONS FARM CARTS REFINERY LINE PIPE 
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insurance will approximate $540. 
To compute the total cost of dry- 
ing, this annual expense must be 
added to the operating cost figure 
of approximately 2 cents per bu 
established above. The $540 must 
be divided by the number of 
bushels dried, and pro-rated to get 
the final cost. On a 10,000 bu oper- 
ation, this would add 5.4 cents per 
bu; on 20,000 bu it would figure 
out at 2.7 cents. 


Pays off fast 

In many cases owners have re- 
ported that the saving in field 
losses alone, due to earlier har- 
vesting, has paid both the fuel and 
ownership costs. Many users have 
reported that they paid for their 
entire investment in a sing!e year, 
because of elimination of high 
moisture discounts, field losses 
and storage losses. Let’s see what 
some of these items amount to. 

Field losses in corn generally 
amount to from 8 to 10 bu per acre, 
but in wet seasons they go con- 
siderably higher. If the farmer 
can save 10 bu per acre on 100 
acres, he will have 1000 more 
bushels to sell. A good average 
price last year was $1.33 per bu. 
Then that saving would amount 
to $1330. 

No discounts for moisture con- 
tent are imposed on properly dried 
corn. This represents a saving that 
varies from year to year, depend- 
ing on the weather. Last year, 
which was unusually wet, the 
moisture content of field dried 
corn was close to 25 per cent 
through most of the Corn Belt. 
Using the same figure as in the 
last example, $1.33 per bu, and 
assuming a 90 bu crop on 100 
acres this farmer would have 9000 





A propane-fired 500 bu dryer is prepared 
for action on the Witmer Farms, Marion, 
lowa. 


bu subject to the customary dis- 
count of 33 cents for the 25 per 
cent moisture content. That would 
add up to $9000 for his crop. 

In drying to 15% per cent, his 
9000 bu would shrink to 7941 bu, 
but each bushel would be worth 
$1.33. He would then receive 
$10,561.53 for his crop—a gross 
gain of $1561.53. This is 17 cents 
per bu. If we deduct the drying 
cost, which in this case would be 
about 7% cents or $595.58, his net 
gain would be $965.98. 

But if he had 200 acres of that 
same corn, the ownership factors 
in his cost of drying would be cut 
in half, his drying cost would be 
4.7 cents per bu, or $746.45. He 
would receive $3125.06 extra for 
his 200 acre crop, which would 
leave a net gain of $2378.61. 

The two savings noted above— 
field losses and moisture discounts, 
should be added together. And 
then in a year like 1957 something 
extra should be added because of 
the higher than average field 


losses usually experienced. In a 
great many cases the field losses 
of 1957 went above 25 per cent. 


Even more income per bushel 


We mentioned earlier that with 
a crop dryer on the place, a farmer 
might choose to grow a later- 
maturing higher-yielding strain of 
hydrid corn, which is now highly 
practical. If our 100-acre farmer 
did this, and increased his yield 
only 5 bu per acre, this would 
represent extra income of $665 at 
$1.33 per bu. 

The farmer with the dryer also 
has two chances to catch a higher 
market price for his crop. The 
market price is sometimes as much 
as 10 cents higher at the time the 
first early harvested corn comes 
in. The price dips sharply as the 
main volume of field dried corn 
reaches the elevators, but along in 
the spring it again rises. If the 
farmer wants to wait for this 
spring rise, he can put his grain 
under government seal and know 
that properly dried grain will be 
in top market condition when the 
time comes to sell. The difference 
in price is frequently as much as 
10 per cent, and in many cases 
this difference can double the 
farmer’s profit. 

Portable crop dryers have been 
in production for several years. 
A great many improvements have 
been made since the early days 
when a dryer was just a means of 
blowing heated air through a bin 
of corn on the cob. The more 
widely used new dryers are auto- 
matically controlled to a very con- 
siderable degree. The farmer uses 
no muscle power at all to put the 
grain into, through, and out of the 
dryer. He just dumps it in a 
hopper and the machine takes it 
from there. With the _ tractor 
throttle set for the desired blower 
speed, the automatic controls do 
whatever is necessary to supply 
the right amount of heat for the 
right amount of time to complete 
the drying. The flame then cuts 
down to the pilot, and when the 
farmer comes in from the field 
with the next load, the batch in 
the bin is cooled and ready for 
perfect storage. 

Propane heat makes all this pos- 
sible. The dryer builds nice 
volume—and we hope nice profits 
-——for the LPG dealer. With today’s 
automatic dryers, this fine gas 
load can be built fast. * 





New, lower priced 
PREST-O-LITE Cylinder 


LEADS 
THE 
PARADE! 


The big reception given the new PrEstT-O-LITE 
P-100-N Cylinder justifies all of LINDE’s 
efforts to make it possible. You'll cheer, too, 
when you discover the safety and quality 
features of other Prest-O-LiTe Cylinders 

in this new 100-lb. version. 


All Prest-O-Lite Cylinders have these and many 
other quality features— 


MARKINGS CAN NEVER WEAKEN CYLINDER WALLS 
Controlled, precision imprinting provides com- 
plete safety for markings on P-100-N. Wide, integral 
flange on P-100-W takes all markings. Headring 
contains markings on P-100-R. 


SINGLE-SEAM, TWO-PIECE DESIGN 
High-strength alloy steel shells are joined by auto- 
matic UNIONMELT Welding on all Prest-O-LiTE 
Cylinders. 


inde 


TRADE-MARK 


UT Site). 
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Choose now from three 100-lb. Prest-O-LitE Cylinders : 
New P-100-N provides streamlined efficiency at lowest 
cost. Deluxe P-100-W with the wide flange offers topmost 
quality —the finest LP-Gas cylinder you can buy! And 
the P-100-R is built with a sturdy headring, for those 
who prefer this style. 


P-100-N P-100-W P-100-R 
For other details and prices, call or write your nearest 
LINDE office. LINDE COMPANY, Division of Union Carbide 
Corporation, 30 East 42nd Street, New York 17, N. Y. 
Offices in other principal cities. In Canada: Linde Com- 
pany, Division of Union Carbide Canada Limited. 


The terms “Linde,” “Prest-O-Lite,” “Unionmelt,” and “Union Carbide” are registered trade-marks of Union Carbide Corporation. 
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By CARL ABELL * Editor 


AN has never been able to con- 
trol the weather, but since 
the dawn of history he has been 
able to get warm when the weather 
was cold. Only within the past gen- 
eration has it been possible for us 
to stay cool indoors when the 
weather outside is stinking hot. 
And with this knowledge comes a 
whole new way of life. Within the 
next few years the year-round 
comfort conditioning of homes 
will be almost as universal as the 
ownership of automobiles. 
Year-round comfort conditioning 
is now supplied almost everywhere 
in the better restaurants, theaters, 
hotels, motels and office buildings. 
Why? Because competition has 


forced it. People who will still toler- 
ate a certain amount of discomfort 
at home will no longer pay to be 
uncomfortable elsewhere. Some- 
where in the neighborhood there 
are places to work, eat, sleep, or be 
amused, where they can be warm 
in winter and cool in summer. 
Those are the places where they 
will spend their time and their 
money. 


Increases property value 
Practically every American home 
above the slum class has comfort 
heating of some kind. You wouldn’t 
live in a house without it, and no- 
body wants a mortgage on an un- 
heated home, because it would be 


WIN TE RIZ TING: 


How to sell all-year 


comfort conditioning 


almost unsaleable without at least 
that degree of comfort. It will be 
only a few years before that same 
requirement for summer air-condi- 
tioning will prevail. Already the 
FHA is requiring structural prepa- 
ration for air-conditioning to make 
certain classes of new homes eligi- 
ble foc government guaranteed 
loans. Last year a group of leading 
architects, builders and financiers 
agreed that “Within a few years 
year-round air conditioning will be- 
come standard for all houses except 
those in the coolest climates. 
Houses without air-conditioning 
will soon have to be penalized by an 
amount equal to the estimated cost 
of adding cooling equipment later.” 

Building a new home with provi- 
sions for air-conditioning, either at 
the time of construction or at any 
later date, adds very little to the 
cost of building. Putting an ade- 
quate air conditioning system into 
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EXTRA! TEXACO DISTRIBUTORS ASSURED OF 
DEPENDABLE SUPPLIES IN GROWING MARKET 


In 1950, less than 3.5 billion gallons were sold. 
Estimated demand for 1960 is 8 billion gallons, 
9.5 billion by 1965. More and more, LP-Gas Dis- 
tributors with an eye to the future are teaming 
up with Texaco. Reason: They can count on 
dependable supplies in a fast-growing market. 
Texaco Distributors will get their full share of 
the increasing demand. Top quality, moisture-free 


Texaco LP-Gas wins immediate acceptance because 
Texaco’s reputation is nationwide. Another plus 
—Texaco offers tailor-made, hard-hitting adver- 
tising for the distributor. 

There’s a solid future ahead for Texaco Distri- 
butors. Proof: 683 distributors of Texaco prod- 
ucts have been with us for 20 vears or more— 
many others for as long as 45 years. 





5 reasons why it pays to be a TEXACO LP- Gas Distributor 


1. A product of highest quality. 4. One of the largest producers of LP- 


2. Dependable and efficient delivery, in 


a new fleet of tank cars — from 25 
strategically located production 
areas. 


3. Immediate acceptance. Texaco LP-Gas 


carries the nationally-known, 
famous trade-mark, Texaco. 


S. 


Gas, The Texas Company is the only 
petroleum company to build up suc- 
cessful distribution of its products in 
all 48 states. 

Profitable and proved sales policies. 
Texaco markets only through inde- 
pendent distributors. 


Some areas are still open for a sound and profitable 


LP 


GAS 


TEAM YOUR NAME with Texaco and 
profit . . . faster! Call or write Texaco 
today The Texas Company, LPG Sales 
Division, P. O. Box 2420, Philtower Bidg., 
Tulsa, Okla.. Diamond 3-4101—929 South 
Broadway, Los Angeles 5, Cal., DUnkirk 


business with Texaco LP-Gas. Let us tell you how. 5-0515 
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an older house in which these 
preparations have not been made 
in advance is considerably more 
expensive. 

Partial treatment by means of in- 
dividual room coolers is much easier 
on the pocketbook, but at best it is 
only a compromise. Also, if the 
electrical system in the house is 
overloaded, as is the case in most 
homes of earlier vintage, it is quite 
likely to be unsatisfactory unless 
the circuit on which it will run is 
changed to 220 volts. This is also 
expensive. It is quite certain, how- 
ever, that if people realized the 
great benefits and economies of 
complete air conditioning, a great 
many more homes would be 
equipped in spite of the present 
cost. 


Test results 


The National Association of 
Home Builders conducted an exten- 
sive survey in Austin, Texas, to 
find out exactly what did happen 
when a group of families moved out 
of conventional homes into new 
homes that were air-conditioned for 
year-round living. This included 
temperature control for both sum- 
mer and winter, filtration of air, 
and humidity control. Here, in 
brief, is what they found: 

Children had considerably less 


The Arkla-Servel of- 
fers two sizes of 
combination gas 
heating and gas 


cooling units. It is 


the only all gas 


year-round comfort 
conditioner present- 
ly available for av- 
erage homes. 


sickness, particularly skin rashes. 
Whereas practically all of the small 
children had skin rashes in their 
former homes, there was not a sin- 
gle case in the new air-conditioned 
homes. Colds and other respira- 
tory troubles were sharply de- 
creased. The average length of 
their naps went up from half-an- 
hour to an hour-and-a-half. With- 
out exception the mothers stated 
that their children had much bet- 
ter dispositions after the move. 

Mothers reduced their cleaning, 
dusting and laundry time by one- 
half because all air coming into the 
house was continuously filtered to 
take out the dirt and dust. (They 
saved money, too, because of less 
frequent need for redecoration and 
replacement of linens and drapes.) 
The mothers reported that they got 
three times as many daytime naps, 
slept about an hour and a half more 
each night, and took part in four 
times as many hobbies and social 
activities. 

The fathers reported that they 
got an average of 20 per cent more 
sleep each night. With this addi- 
tional rest they had more vigor and 
enthusiasm, got more work done, 
spent only one-fifth as many eve- 
ning hours at the office or shop. 
(Medical authorities say that an 
additional hour-and-a-half of com- 





plete rest each night is quite likely 
to add 10 to 15 years to a man’s 
life. ) 

The most important finding of 
this project was the effect that the 
air-conditioned homes had on fam- 
ily life. They ate more meals to- 
gether, spent twice as many eve- 
ning hours together, the teen-age 
children spent four times as many 
hours entertaining their friends in 
the homes. And each family spent 
an average of $5.80 less per week 
than when they were consistently 
“going out” just to get out of an 
uncomfortable house. This saving 
alone more than paid for the oper- 
ating costs of the year-round air 
conditioning. 


Powerful selling points 


Briefly, that is the story of what 
home air conditioning will do for 
your customers. There’s a lot more 
to it than just something to appeal 
to our love of comfort. It can be 
promoted effectively on all of the 
three great impelling motives— 
pride, love of family, and sense of 
duty. The purchase can be justified 
with figures on the basis that it 
saves all or a large part of the op- 
erating cost. That leaves only the 
investment in the installation to 
justify, and that is dead easy on 
the basis that it adds to the value 
of the property. 

But homes are not the only air- 
conditioning market that can be 
reached by the L. P. gas dealer and 
his sales organization. Almost any 
business building away from the 
gas mains needs year-round com- 
fort conditioning. While many are 
already equipped with electric cool- 
ing equipment, there are new build- 
ings being built almost everywhere. 
Restaurants and motels are particu- 
larly good prospects, but rural of- 
fices and shops also offer good 
potential. 

Then there are the dairies—the 
milk rooms and milking parlors all 
need summer cooling. The experi- 
ment stations are beginning to tell 
us that summer-farrowed pigs grow 
enough faster in air-conditioned 
quarters to make it a paying invest- 
ment. Hens lay more eggs when 
the laying houses are kept at com- 
fortable temperatures. Rural veteri- 
nary hospitals should certainly of- 
fer comfort for the patients as well 
as the doctors. 
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Gas cooling units 

Now, what are we going to do 
about it with L. P. gas? The neces- 
sary equipment is becoming avail- 
able in increasing quantities. Arkla- 
Servel has domestic year-round 
gas-operated conditioners in two 
sizes, one for average homes and 
another for larger homes. The lat- 
ter can be had with extra heating 
capacity for use in colder climates. 
For extra large homes or small 
business buildings these can be in- 
stalled in multiple to fit whatever 
larger needs may exist. 

Arkla also builds a 25-ton water 
chilling unit that is particularly 
suitable for large restaurants, mo- 
tels, and other installations requir- 
ing that much capacity. The do- 
mestic units take care of both heat- 
ing and cooling requirements, and 
can also be operated to supply cir- 
culating filtered air when no heat 
or cooling are needed. The big 
water chiller provides only cooling. 
It is operated by steam, which may 
be obtained from a small gas-fired 
boiler. 

These gas-operated Arkla units 
have one sales point that should be 
seriously considered—with the ex- 
ception of the blower and the gas 
control valves, there are no moving 
parts. The life of the absorption 
system on which the heating and 
cooling depends should be “prac- 
tically forever.” This is in striking 
contrast with the compressor-oper- 
ated cooling systems put out by the 
electrical industry. The motors, 
compressors, belts, and switches are 
all subject to wear. Eventually they 
require replacement, and sooner 
or later their condition becomes 
such that it is more economical to 
replace the entire system than to 
go on fixing up the units that fail. 


Other developments 

While the no-moving-parts ab- 
sorption cooling units are not yet 
available in sufficient quantity to 
meet the demand, we can hope that 
production will be greatly expanded 
in the future. There are other de- 
velopments under way that are ex- 
pected to offer similar long life and 
freedom from service requirements. 

In the meantime, there are other 
ways to do the cooling job with 
L. P. gas. These are at present 
specifically applicable to larger cool- 
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ing jobs such as restaurants, motels 
and other larger establishments lo- 
cated beyond the gas mains. These 
are engine-driven compressor type 
cooling systems. A few are being 
produced complete by _ specialty 
manufacturers, but any compressor 
system originally designed to be 
driven by an electric motor can be 
operated equally well by an L. P. 
gas-powered engine. (See BUTANE- 
PROPANE News, March 1958, page 
23.) 

There are many of these elec- 
trically driven units in your own 


Courtesy Airtemn 


A typical gas furnace with an add-on cool- 
ing unit mounted on top. The add-on cool- 
ing market is a big one. 





trade territory. Those installed out- 
side the building that they cool of- 
fer a potential for replacement of 
the drive units, and a particularly 
fertile time to broach the subject 
with the owner is immediately fol- 
lowing a summer power failure. Or 
if you can catch him at the time 
the electric motor needs rebuilding 
or replacement, he should be par- 
ticularly ready to listen to the story 
of lower operating costs, longer 
power unit life, and more depend- 
able operation. 


Sell electric units? 


Now let’s pull this discussion 
down to the problems of the mo- 
ment, and go over some of the prac- 
tical situations that are met in 
everyday selling. Quite frankly, at 
this particular time if your com- 
pany does not have the agency for 
Arkla, you are at a disadvantage in 
the domestic air-conditioning field. 
You have your choice of trying to 
stall your prospects off until com- 
petitive units operating on gas are 
available, or letting an electric com- 
petitor sell the air conditioning, or 
selling electric conditioning units 
yourself. That can be a ticklish sit- 
uation, and your company’s deci- 
sion must be guided by a study of 
local conditions. 

We honestly believe there are sit- 
uations in which an L. P. gas dealer 
should take care of his customers’ 
comfort needs even if he must sell 
an electric cooling unit to do it. 

Take for example a suburban 
tract that has recently been com- 
pleted with L. P. gas central heat- 
ing plants that were designed to 
take an add-on cooling system. Cer- 
tainly not many of the home own- 
ers are going to replace the fur- 
naces in the near future in order 
to get both heat and cooling from a 
single gas-operated unit. Some of 
them are in the market right now 
for cooling. Why not sell it, and 
keep them in the habit of looking 
on your company as their source of 
indoor weather control? 

The electric cooling unit will not 
last forever. When it begins to re- 
quire frequent replacement of parts 
and units, there is a good chance 
that some enterprising gas appli- 
ance manufacturer will have 
brought out an add-on unit with 
which it can be replaced. You will 
still be in there pitching, whereas 
if you wait for an electric competi- 
tor to sell the first cooling unit 
that goes into the house, your 
company may not know anything 
about its impending replacement. 

This brings to light one of the 
most urgent needs of our industry. 
There have been many thousands of 
furnaces sold that were designed to 
take add-on cooling units. At the 
present time there is nothing to do 
the job but electric-operated com- 
pressor type refrigerating units. 
There is a ready-made market for a 
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Quicker selling ... because it’s better known! 


ENCO'Pre-Vent” Gas Wall Heater 


... with more features your customers demand! 





The name 
they 

know is 
TEMCO! 


And now ... Temco’s 30 years of 
specialization in the gas heating field 
again pay off for you, in greater 
volume sales, with this amazing new 
Temco ‘‘Pre-Vent’’ Gas Wall Heater! 
Your customers know the name. So, 
let them know the features, along 
with the modern convenience of 
operating this new Temco heating 
unit on L.P. gas! * 

















Check these TEMCO features ...and cash in! 


You sell absolute safety: 


Temco's ‘‘snorkel-like’’ thru-the-wall vent pulls in fresh, outside air for 
combustion and exhausts all combustion products directly outdoors! 
No oxygen is taken from room air. You offer fresh, clean, uniformly 


circulated heat that's safe and healthful! 


You sell matchless modern styling: 


Y 


ou sell low-cost operation: 


Temco's ‘‘Pre-Vent"’ Wall Heater is a self-insulated heater . . . provides 


a 


warm-air blanket over outer wall to prevent costly loss of heated 


room air. Also, a self-energized control to eliminate cold discomforts 


even during power failure! 


You sell ease of installation: 


jall«si 





Temco s“PreVent"heater eliminates major i 1 and construction 
costs. No chimneys or flues required! No recessing or additional vent- 
ing materials. Installs by simply cutting an 8-inch hole through the 
wall, connecting to Temco's pre-engineered vent and gas line. Easy to 
install in any wall, at any level—even under windows! 


A heating unit that fits perfectly . . . beautifully . . . unobtrusively on 


any wall... and is low enough to be mounted under most windows. 
Gleaming, decorative finish of neutral tan perfectly matches your cus- 


tomer's modern designs for living! 


Only Temco heat exchangers are finished in Ceramiclad**, the porce- 
lain enamel finish similar to that used for jet aircraft combustion 
chambers. Ceramiclad withstands far greater temperatures than any 
furnace will ever reach—and never rust out, never burn out! Temco's 
exclusive Ceramiclad heat exchanger sells itself—with an exclusive 
20-year warranty! 

* Operates equally well om-natural and manufactured gas. * * Trade Mark Registration Pending 


TENMCO, Tales 


NASHVILLE 9 TENNESSEE 


Plus this 
sensational sales 
feature— exclusive 
wit TEMCO! 


ee sy rc 


‘ : 
Temco, Inc. Nashville 9, Tennessee 


Send me complete information on the ‘Pre-Vent"' Wall Heater: 


Company 





TOQKMMG S0CURM LMA ft 


i om 
ey) | deal 
“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
WARM AIR PURNACES © AIR CONDITIONING © GAS WATER HEATERS 


Your Nome 





Address 








City 
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gas-operated cooling unit that can 
be incorporated into those furnaces. 


Room units 


There is also a large and growing 
market for room air conditioners 
that mount in windows or in tran- 
soms over outside doors. Somebody 
is going to sell these in your com- 
munity. Your company should also 
consider the pros and cons of sell- 
ing these. Your local conditions 
might be such that you will find it 
advantageous to handle these until 
such time as you can get a similar 
unit that operates on gas. But be- 
fore reaching this decision you 
should give full consideration to the 
fact that in many cases this will 
require some 220-volt wiring. 
Watch this one. If the local electric 
company imposes unreasonable re- 
strictions on service, like requiring 
the customer to have other 220-volt 
appliances in order to connect up a 
220-volt air-conditioner, you might 
lose more than you could gain. 

In the meantime. if you do find 
that conditions are favorable for 
you to sell air conditioning equip- 
ment, there are more prospects in 
the domestic field than you can pos- 
sibly sell. You need to have a way 
of selecting the real prospects from 
those who are just toying with the 
idea but are not willing at this time 
to put out what it costs. 

There is a very simple way to do 
this—give the prospect a brief but 
punchy sales pitch on the advan- 
tages of the kind of year-round 
comfort conditioning that you think 
he should have, and then mention 
the approximate cost of the instal- 
lation. (Make it clear that this is 
not the final figure—that can only 
be given after the cost of any new 
ductwork or modifications of pres- 
ent ducting has been carefully esti- 
mated. ) 


The sales story 

If you are in position to supply a 
complete gas-operated system for 
both heating and cooling—and we 
hope you are—the pitch should in- 
clude the points emphasized in the 
Arkla-Servel literature on the new 
Sun Valley conditioners. Here they 
are: 

“We can give you all-year air- 
conditioning, completely automatic, 
controlled to your own liking by 
just setting a thermostat for the 
desired temperature. It gives you 
perfect comfort in all seasons, gives 
you a cleaner, quieter home, with 
more hours of leisure, fewer hours 
of house cleaning, and improved 
health conditions for the entire 
family. 

“The unit has no moving parts to 
wear out—it makes no noise and 
causes no vibration, and has the 
lowest maintenance and operating 
costs of anything now in production 
for home use. And it does not re- 
quire any costly three-phase wiring 
to do the job. And the cost of the 
entire life-time system is only 
$ , plus the necessary ductwork 
to distribute the conditioned air 
throughout the entire house.” 

If your prospect is willing to go 
on discussing the matter on that 
cost basis, you have a real prospect. 
But if you get an answer like “I 
was only considering spending may- 
be $200 or $300,” you need to find 
out right away if he means what he 
says. And if he does, your logical 
come-back is, “Of course, you can’t 
get complete comfort conditioning 
for the entire house without put- 
ting in a central unit, and regard- 
less of how they operate the price 
will be close to what I quoted. 
Now, if you will be satisfied with 
doing part of the job, you can cool 
one or two rooms within your 
price range.” 





Suggested Program for Sales Training Meeting No. 12 

Air conditioning—gas or electric—is a subject on which you will 
need help from an expert. For the sales training meeting on air con- 
ditioning, try to get a representative from your air conditioning 
supplier. He is best suited to help your salesmen understand and sell 
your particular type of air conditioner. 

But also make your salesmen aware of the benefits of gas air con- 
ditioning and keep them informed of latest developments in that field 
as new units are field tested or announced so they can pass the infor- 
mation on to prospects as the need arises. 





If you have a line of room coolers 
available, by all means try to sell at 
least one of them, and make at least 
a small profit on your call. It will 
also give you a chance to show him 
the kind of service your company 
gives to all its customers, and it 
may be the means of placing a com- 
plete central gas-operated system 
later. You may rest assured that 
there is a good chance of some elec- 
tric appliance dealer or the local 
power company selling this prospect 
one or more room coolers if you do 
not beat them to it. So how about 
giving him a little food for thought 
like this: 

“Bear in mind that mechanically- 
operated coolers are much like an 
automobile or a mechanically-oper- 
ated electric refrigerator. The mov- 
ing parts wear out. An automobile 
is not a permanent investment— 
you must plan to replace it when 
the repair bills get too high. The 
mechanical refrigerator must also 
be replaced on account of wear. 
True, the electric refrigerator 
lasts a number of years, because 
the mechanism runs only a small 
fraction of the time. But an air 
conditioner operates almost con- 
tinuously during the hot months, 
so the compressor, valves and mo- 
tor wear out much more quickly 
than the same units in the re- 
frigerator. 

“The gas conditioning system op- 
erates on the same principle as the 
gas refrigerator. There are no mov- 
ing parts in the cooling system, 
hence its life is ‘practically forever.’ 
The only moving parts in the gas 
air conditioner are the circulating 
fan and the motor that drives it. 
The motor and the fan bearings are 
small and inexpensive, and if they 
must ever be replaced the service 
job is very quick and simple. You 
can expect a gas-operated year- 
round comfort conditioning system 
to last almost as long as your house, 

“Whatever you do about air con- 
ditioning now, I hope you will re- 
member what I have just told you, 
and give us a chance to plan a com- 
plete heating and cooling system 
for your house.” 

And right now is a good time to 
begin assembling all the manufac- 
turers’ sales information and data 
sheets on the various kinds of air 
conditioners. a 
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wo NEW self-powered controls 


From Honeywell—for all types of gas applications 


¢ New self-powered Powerpile Adatrol com- 

bination provides all necessary manifold 

components in a casting less than 5%” long. 

e Includes ‘A’ Cock .. . ““B’’ Cock . . . com- 

plete pilot shut-off . . . unregulated pilot gas 
.. with of without pressure regulator. 

e Service completely with screw driver. 

e Compact design permits applications to 

today’s small furnaces having limited space. 

e Valve is controlled by wall mounted 

Honeywell Round Thermostat 

¢ For room and wall heaters, floor furnaces 

and small central units. 


ECAUSE THEY'RE built with Honeywell production tech- 
B niques plus proved and tested components, these two 
new Powerpile Controls assure long years of trouble-free 
performance. 

And when you deal with Honeywell, you take advantage 
of the best field service in the industry, backed by years of 
engineering experience. 

For information on our complete line of Powerpile Controls, 
call your local Honeywell office. Or write Minneapolis- 
Honeywell, Dept. BN-8-111, Minneapolis 8, Minnesota. 
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e This new Honeywell Powerpile Gas Valve 
is now available in valve sizes through 1%”. 
This valve will permit new applications to 
room and wall heaters, floor furnaces plus 
larger central units and also package boilers. 
e Simplified diaphragm gas valve for long, 
trouble-free service. 

e Non-polarized terminals—wires can go on 
either terminal. 

e Waterproof construction. 


Honeywell 
HH Pirie iw Couctenl 


*Trademark 





No. 12 of a Series 


Supervising the salesman 


OWEVER well he might be 
trained and regardless of 
how much sales ability he has, a 
salesman who is left completely 
on his own will begin to wander. 
The salesman needs supervision. 

Sound supervision will guide 
the salesman in such a way that 
he will welcome it. The salesman 
is constantly away from the office 
and subjected to frequent rebuffs. 
Supervision can counteract the 
destructive forces that work 
against him. Nothing takes the 
place of good sales manager-sales- 
man communications and cordial 
cooperation between the two. 

Supervision of salesmen includes 
evaluation of performance, guid- 
ance in improving work methods, 
and motivation for better accom- 
plishment. All of this adds up to 
more and better sales and there- 
fore more and better profit for the 
dealership. 

The field of sales supervision is 
aimed at making the 
more efficient. 

This requires the establishment 
of standards by which to measure 
sales efficiency, which in turn re- 
quires the use of sales reports and 
records to determine how well the 
standards are being met by each 
individual. 


salesman 
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By MARTIN A. BROWER * Managing Editor 


The job of supervising salesmen 
is not a “once-in-a-while-check- 
this-or-check-that” job in which 
the salesman is called on the car- 
pet if he is found off base. Rather, 
it is a continuous check to dis- 
cover weaknesses and show the 
way to improved sales and im- 
proved performance. It is actu- 
ally a continuation of sales train- 
ing. 

Good supervision creates good 
two-way communication. It in- 
volves a frank exchange of infor- 
mation. 

Twelve objectives of supervision 
have been listed by marketing au- 


thority Bertrand Canfield. 
are: 


1. 


These 
Organizing the salesman’s 
efforts 
Improving 
tions 
Reducing travel expenses 
Improving territory cover- 
age 
Improving 
tiveness 
Servicing customers 
Evaluating performance 
Facilitating use of equip- 
ment 
Maintaining 
tions 


sales presenta- 


personal effec- 


communica- 


Activities of salesmen, customers, and prospects, can be quickly and easily supervised 


right in the office with an adequate sales record system. 


BUTANE-PROPANE News 





The unbroken chain 


ONE out OF FIVE contract customers has continuously purchased 
Shell propane from ten to 25 years without interruption. 

Shell has been able to achieve this excellent record for one 
important reason: reliability of supply—it is a long established 
Shell policy to sell propane only within our capacity to produce. 

A Shell representative will gladly show you the advantages 
in a Shell Propane contract. 


(Ql SHELL O!1L COMPANY 


Albany « Atlanta « Baltimore + Boston « Chicago « Cleveland + Detroit + Indianapolis 
New Orleans « NewYork «+ Portiand, Oregon e« Sacramento « St.Louis «¢ Sanfrancisco « Seattie 


* Los Angeles + Minneapolis 
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How many calls is 
the salesman mak- 
ing? How many 
interviews? A_ look 
at this vertical file 


tells all at a glance. 


10. Facilitating on-the-job train- 

ing 

11. Establishing objectives for 

achievement 

12. Raising morale 

Depending on the size of the 
dealership, salesmen are super- 
vised by the sales manager (or 
dealer) or by field supervisors. 
The average for good supervision 
is one supervisor for every seven 
men. In branch operations, branch 
Managers can act as supervisors 
if they are not burdened down 
with too many other activities. 

Supervision of salesmen is han- 
dled both in the office and in the 
field. Office supervision is accom- 
plished through use of sales re- 
ports and sales records, through 
group meetings, and through per- 
sonal conferences. One method is 
to have all salesmen report into 
the office first thing in the morn- 
ing. The reports from the previ- 
ous day are reviewed and each 
man’s work for the day is laid out. 
This fires up the men and gives 
them a definite start. 

Field supervision most often 
takes the form of the sales super- 
visor accompanying the salesman 
through a typical day in the field. 
The supervisor notes strong and 
weak points and confers with the 
salesman on these immediately af- 
ter each interview or at the office 
at a later date. By accompanying 
the salesman, the supervisor can 
determine how well the day has 
been planned, how much time is 
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spent in travel and in contact, and 
how effective the salesman is in 
his personal contacts. 


Sales territory coverage 


Lack of system in covering a 
sales territory is said to be more 
often responsible for a poor sales 
record than lack of selling ability. 
A man who can really sell and 
who is all trained, equipped, and 
properly motivated, is still useless 
in closing sales if he wastes a lot 
of time in travel and unimportant 
calls. Effective supervision can 
lead a salesman out of such a 
quandary by giving help in routing 
and scheduling. In this respect, 
operating a salesman is similar to 
operating a delivery truck and 
driver. 

Effective coverage requires sys- 
tematic planning and organization 
of activities. This can be accom- 
plished when the salesman, with 
or without the help of the super- 
visor, plans his call schedule and 
routes before going into the field 
in the morning. By listing his 
calls in relation to their impor- 
tance and the best route, he 
doesn’t have to wonder what to 
do and where to go next after 
every call. Instead, he proceeds 
along quickly and efficiently. 

It is the job of the sales super- 
visor to work with the salesman 
in establishing methods and con- 
trols to assure that the salesman 
spends a certain number of hours 
in the field, follows the aforemen- 


tioned pre-arranged work plan, 
routes and schedules his calls, 
works toward standard task ob- 
jectives (to be discussed later), 
employs his time to the best ad- 
vantage, and keeps a record of his 
activities. 

Salesmen must be convinced 
that supervised and planned cov- 
erage will result ‘in the greatest 
sales for them. If they are con- 
vinced of this and have a hand in 
planning, they will readily accept 
the idea and work toward the ends 
described. 

Printed or mimeographed forms 
on which can be recorded time 
spent traveling, interviewing, and 
on other work items and the pro- 
ductiveness of each help the sales- 
man and the sales supervisor con- 
trol the salesman’s activities. 


Performance objectives 


A mile runner improves himself, 
and keeps his interest in his per- 
formance high, by working toward 
a goal—that of bettering a cer- 
tain time standard. If no time was 
kept of a race, interest would fall 
and performance would be sure to 
dwindle. The same is true of sell- 
ing. The salesman working to- 
ward certain objectives will do 
far better than one whose only ob- 
jective is to “sell.” 

Sales performance objectives 
provide a man with a definite 
rather than an indefinite task. 
They indicate to him what man- 
agement expects. They give him 
a definite sales target and a yard- 
stick by which to measure his 
progress. 

Performance 
provide standards 
manage”.ent can 
salesman. 

Objectives are classified as vol- 
ume, profit, and activity. Any one 
or all three can be used. Volume 
is the usual method of perform- 
ance measurement. That is, how 
many dollars worth (or units) of 
appliances have been sold by the 
salesman this week. Setting such 
a standard is the same as setting 
a sales quota. It is usually based 
on past experience tempered by 
current conditions and the sales- 
man’s and management’s judg- 
ment. This standard can either 
be stated as total sales for all ap- 
pliances, or separate figures can 


objectives also 
with which 
measure the 
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| Dee ts ett a esis ed 
trouble-free serwice”’ 


reports another Mississippi Tank 


T-!. Transport owner. 


“Based on four years' experience with the company and its 
products, we specify Mississippi Tank equipment for replacement 
and expansion,"’ says Glynn E. Brown, president of Economy Gas 


Service, Inc., Childersburg, Ala. 


The extra payload capacity and trouble-free record of Mississippi Tank Company's 
light-weight T-! Steel Transports shows up in every monthly operating statement of 
Economy Gas. Furthermore, the aggressive young president of this rapidly-growing 
company says, you can tell by the way they handle that Mississippi Tank Transports 


are precisely balanced at the factory for proper load distribution. 


DELIVERY COST-CUTTER: 


Mississippi Tank Company's 
3,075 wg 


Let us show you how T-1 Stee! equipment can pay for itself 
in a matter of months. Just use the coupon. . . 


Wherever you are, whatever your 
problem, give us a call and we'll 
quote on equipment tailored to your 
needs. 


MISSISSIPPI 
TANK COMPANY 





ee 


INCORPORATED 
HATTIESBURG MISS 


Telephone JUniper 3-0262 
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MISSISSIPP! TANK COMPANY 
Hattiesburg, Miss. 


C] Please give me, without obligation, an estimate of the number of 
months it will take for Mississippi Tank Load-King Transports to pay 
for themselves in my fleet. | operate transports, average capacity 

w.g. Each transport mokes trips per year. 


(] Send complete information on the 3,075 wg Titan Delivery 
NAME . 

COMPANY 

ADDRESS 


CITY and STATE 





be given for each type of appli- 
ance. 

The objection to this standard 
is that the salesman will sacrifice 
everything else for total sales. 
Therefore, some firms use a profit 
standard instead. The objective 
is set forth either as gross profit 
or as net profit. This figure, too, 
can be used as a total of all appli- 
ances or broken down for each 
appliance. 

Activity standards are especial- 
ly important guides for salesmen 
and supervisor. If sales are low, 
the reason can often be found in 
the activity reports. Activity 
standards set forth the number of 
calls to be made per day, the num- 
ber of prospect cards to be turned 
in, the number of first, second, 
and third interviews, the number 
of showroom demonstrations, and 
the number of hours to be spent 
in the field. 

Three points to remember in 
setting any objectives are (1) Em- 
ploy a sound method of determin- 
ing objectives; (2) Provide incen- 
tives to induce men to reach the 
goals; and (3) Inform the men 
about the objectives and explain 
their purpose and how they were 
arrived at. 

All experts warn not to set the 
objectives too high. Make them 
capable of being reached with a 
little extra effort. 


Sales control records 


Records kept by salesmen with 
duplicates submitted to the office 
can be effectively used to analyze 
the salesman’s efforts and help 
him control waste. They can also 
be used to help the salesman, or 
any subsequent salesmen in the 
same territory, to better adminis- 
ter the selling job in the territory. 
In short, sales control records add 
up to higher sales at less cost. 

Records help management set 
objectives. They show the number 
of calls it takes to get an inter- 
view, the number of interviews re- 
quired to make a sale, and other 
related data. Obviously, the rec- 
ords will do no good if they are 
only allowed to accumulate. They 
must be systematically posted and 
analyzed. 

In setting up a sales record sys- 
tem, it is important to remember 
that the salesman’s principle job 
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is to close sales—not to keep rec- 
ords. 

Three major types of records 
are usually kept by salesmen and 
through duplication, in the office. 
These are: 

1. A record of the activities of 
the individual salesman 

2. A record of the activities of 
individual customers 

3. A record of the activities of 
individual prospects 

The salesman’s activity report 
should have spaces in which to 
list each call, with name and ad- 
dress, prospect or customer, and 
result of call such as no interview, 
interview, demonstration, or sale. 
The form should also provide 
space in which to total the num- 
ber of hours spent traveling, in- 
terviewing, demonstrating, plan- 
ning, and other. Totals should 
also be shown for number of calls 
on prospects, number of first, sec- 
ond, and third interviews, and re- 
marks. 

Customer activity cards are 
made out for present LPG cus- 
tomer called on. A separate card 
is used for each customer and is 
attached to the salesman’s report. 
In addition to name and address, 
the card should show when the 
customer was visited, the result 
of the visit, and have a space for 
remarks. When this card comes 
into the office, it is posted to the 
customer’s office card which shows 
each time the customer was 
visited, what the results were, 
what appliances the customer now 
has, what she especially wants, 
and what the competitive situa- 
tion is. 

Prospect activity cards are simi- 
lar to customer cards. A new 
prospect card is submitted by the 


salesman when a prospect is de- 
veloped from canvassing or leads. 
Then, a prospect card is turned in 
every time a call is made. The of- 
fice card will show when calls 
were made, needs of the prospect, 
competition, results of calls, steps 
taken to sell LPG and LPG appli- 
ances, objections raised, how hot 
the prospect is, and even the best 
time to call on the prospect. 

Each of the activity reports 
should be bound in duplicate so 
the salesman can keep one copy 
and send the other into the office 
for posting. Or, only one copy 
might be made and that copy re- 
turned to the salesman after it is 
posted. 

Once posted on the office cards, 
the information is useless unless 
it can supply essential facts quick- 
ly, clearly, and completely. The 
performance of any particular 
salesman—number of calls, num- 
ber of interviews, number of sales 
—should be able to be checked at 
a glance. And activity on each 
customer and prospect should like- 
wise be easily noted. Customer 
and prospect cards should be 
pulled at pre-determined time in- 
tervals for call-backs. 

To do all of this, records must 
be filed so that they can be put 
to work when needed. There are 
four basic methods of doing this: 

1. Visible record files. These 
make use of cards slipped into 
plastic envelopes which overlap 
one another, exposing the edge of 
each card. Colored markers are 
used as signals. Visible record 
files are flexible, adaptable, accu- 
rate, and fast. Remington Rand’s 
Kardex is an example. 

2. Vertical record files. This is 
the most common type. Cards are 





Questions for study and discussion 
Do your salesmen have what you would consider adequate field 
supervision? Do they have what you would consider adequate office 
supervision? How could your supervision best be improved? 


Do your salesmen have standards against which to measure them- 
selves? Do you have standards for measuring them? If not, what 


standards would you set? 


Do you have a system of sales control records? If so, is it operating 
so as to increase salesman efficiency or does it burden the man 
down with reports? If you have no records system, what information 
would you want in such a system in order to make your salesmen 


more effective? 
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Gas sales in gallons 
from 1950 to 1957- 
58 season 


53-54 54-55 
’ ia® BEAIRD 


ly 


SUBURBAN GAS CO. 
Pay-as-you-go-plan was 
started in fall of 1954. 


BE 


LP-GAS FILE #362 


2,000,000 GALLONS PER YEAR — are recorded on Suburban meters... yet they have only 45,000 gallons plant storage capacity. 


This amazing sales-storage ratio is possible because metered gas has enabled them to store 600,000 gallons in customer's tanks. 


PAY-AS-YOU-GO-PLAN . 
DOUBLES LP-GAS MARKET 


Suburban’s metered gas program did it. smashing the barrier of big cash outlay, Suburban Gas 


Company, Montgomery, Alabama, is turning prospects into customers. Now a new LP-Gas user can put his 
money into appliances he needs while Suburban installs the LP-Gas system and puts the gas in on meter. The 
door has swung wide open on a whole new market that couldn't have been sold under other plans 


lo set the stage for the program, Suburban arranged for long-term financing on Beaird LP-Gas systems to be 
placed on meter. Then the plan itself was activated ... installation was set at $59.50 and gas charged at a 
monthly minimum ($3.90 whether gas is used or not). Gas pricing included a slightly higher tab for about 
the first 20 gallons each month with a decrease for greater usage. Suburban has found the monthly minimum 
insures sufficient return to pay the Beaird LP-Gas system out during the normal finance period 


rhe monthly minimum spurred customers to develop a year-round load and not use LP-Gas just for heating. 
As a further inducement Suburban offered to apply the installation cost against the purchase price of the 
Beaird system. Some customers do buy the LP-Gas system during the first two to three years of gas service. 
Suburban has doubled their business and increased profit per gallon sold... simply by making it easier to 
have an LP-Gas equipped home. 


Get the full story on how to make more money with a Beaird lease or metered gas program in your area. 
Your Beaird representative has the experience and knowledge to get you Started profitably ...write or call 
today. 


TURN THE PAGE TO SEE HOW PROFITS MULTIPLY WITH A METERED GAS PROGRAM 





SALES RESISTANCE MELTS - 


B.H. Gibbons went all the way — 


when 
big cash outlay is removed by Suburban’s 
metered gas plan. This customer, Farmer 
2 tractor 


the 


conversions and a full LP-Gas home. 


ian -, an eee se 
TWO HUNDRED BEAIRD 500-GALLON 
LP-GAS SYSTEMS— were put out on lease 
in the first year of the program. Today 
500 systems are currently on meter. Some 
have been purchased by users since the 
program was instituted, 


| eee 4 
THE SUBURBAN MANAGEMENT 
TEAM — L to R. John Rooney, 
vice president; G. Frank Hughes, 
general manager; Capt. W. C. 
Hughes, USNR, vice president, 
and E. R. “Sug” Hughes, president. 


SUBURBAN PUTS EMPHASIS ON MERCHANDISING — 

“Sug” and Frank Hughes map summer LP-Gas promo- 
tion plans around Beaird sales and merchandising aids. 
Tony Abbott, Beaird sales representative, shows how to use 
Beaird “point-of-purchase” wall chart in employee training. 


THREE DELIVERY TRUCKS—-serve 
3,000 customers .. . two-way radio 
sends the nearest truck to any 
emergency ... saving many miles. 
But the real secret lies in metered 
gas which levels out delivery. 


urban’s operation. 


Of S86 


UTILITY TYPE ROTARY BILLING—with in- 
formation printed by the billing machine 
on postal cards is another example of the 
careful planning andefficiency of Sub- 


cence ee 


PUBLIC SERVICE DEPARTMENT— headed by economist Lena 
Rush. Suburban believes that a Satisfied customer is the best 
customer. Economist Rush makes sure customers know 
how to use LP-Gas appliances efficiently. 


10,000 GALLONS ANNUALLY — are sold to 
Wadsworth Bros. Farm. Suburban makes 
tractor conversions to build year round 
balanced fuel load and beat the summer 
slack season. 


SUBURBAN’S MODERN NEW OFFICES — symbolize their successful forward looking operation. Employees have benefited 
too...the metered gas program has placed all employees on a full-time year-round basis. There is no seasonal hiring 
and firing and very little turnover in employees. In fact, most employees have long service records with Suburban. 


another ® product 


LP-GAS & NH-3 EQUIPMENT 


THE J. B. BEAIRD COMPANY, INC. 
A Subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana 


Clinton, lowa Stockton, California 





filed in trays or drawers. It is 
usually slower to operate and post 
than the visible files. This too can 
be used with colored markers as 
activity signals. 

3. Combination visible and ver- 
tical files. Several combinations 
can be made, depending on num- 
ber of salesmen, prospects, and 
customers. A _ dealership with 
fewer salesmen might keep sales- 
men’s activity reports in a verti- 
cal file, customers and prospects 
in visible files. 

4. Visible binder file. This is a 
loose-leaf binder file with over- 


Here is a case history 


‘THIS electric utility company 

operates in several suburban 
towns with populations of 1300 to 
15,000. The towns have some man- 
ufacturing in addition to an agri- 
cultural economy. The utility has 
an active electric appliance sales 
program to help increase its elec- 
tric load. 

There are 18 sales territories 
with one full time salesman in 
each. Each territory has from 
1300 to 2000 customers on the 
electric line, giving total popula- 
tions of from 5000 to 7600. 

The salesmen provide the office 
with information on (1) canvas- 
sing, (2) calls, (3) interviews, and 
(4) showroom demonstrations. To- 
gether, these are the steps neces- 
sary to sell an appliance. 


Weekly objectives for each 


lapping and hence visible pages. 
It is portable and compact and 
highly versatile. Salesmen can 
make use of binder files them- 
selves, thereby having their own 
visible file on customers and pros- 
pects. 

In making up the forms to be 
used in reporting and recording, 
the first step is to decide on the 
information wanted. Then design 
the form to provide this informa- 
tion in a simple and concise way. 
Forms to be filled out by salesmen 
should be especially simple and 
where possible should require 


only a check mark or a few words. 

Sales supervision, whether in 
the field or in the office via rec- 
ords, is an important part of the 
selling program. Proper supervi- 
sion will be accepted by the sales- 
man as a direct benefit to him in 
increasing his income through in- 
creased sales. It will make the 
salesman many times more valu- 
able to the LPG dealership and 
will result in valuable intercom- 
munication between salesmen and 
management. Sales supervision is 
too easy to neglect. It is also too 
important to neglect. eS 


of sales supervision in selling electric appliances: 


salesman, based on 
are: 

100 canvass calls 

140 total calls, including 20 night 

calls 

25 interviews with prospects 

3 showroom demonstrations 

Four sales control reports are 
used: (1) a canvass book with 
perforated canvass slips, one of 
which is submitted for each can- 
vass call, (2) a daily call report, 
(3) prospect slips, and (4) a week- 
ly work sheet. 

Canvass slips are turned in 
daily with the daily call report 
and these are checked in the office 
against the weekly objective. Daily 
call reports show the number of 
canvass calls, calls on old pros- 
pects, night calls, and call-backs, 
with the results of each. The pros- 


experience, 


pect slips provide a prospect list 
for call-backs and direct mail pro- 
motions. 

The weekly work sheet is one of 
the keys to the success of this 
utility’s salesmen. During the 
sales meeting at the begirning of 
each week, the salesman makes 
out his weekly work sheet on 
which he lists 30 prospects taken 
from the prospect cards he has 
turned in. This provides him with 
an outline of calls for the coming 
week. He calls on these prospects, 
attempts to gain interviews, and 
where needed he drives them to 
the showroom for a demonstration 
or sets up an appointment for 
them to come in. In between pros- 
pects, he canvasses other electric 
customers, looking for additional 
appliance prospects. a 





beginning. 





With this issue, which contains part 12 of the 
BPN Sales Management Program, we bring to an 
end the 12-part series which took exactly one year 
to present to BUTANE-PROPANE 
As stated at the beginning, this series was not 
designed as a complete how-to-do-it, although it 
can be used that way. Instead, it was designed to 
stimulate and guide the thinking and discussion 
of the Sales Management Committee which we 
suggested every L. P. gas dealership set up at the 


And so the end .. . or rather, the beginning 


News readers. 


—M. A. B. 


It is not too late. Now that the complete 12-part 
series has been presented in the issues from Sep- 
tember 1957 through August 1958, dealers or their 
sales managers can assemble the entire program, 
set up a committee as suggested in the introduc- 
tion, and go to work on establishing a complete 
sales management program, if none now exists, or 
on strengthening the existing one. 
a strong appliance sales program which will go 
about the business of selling L. P. gas appliances. 


The object: 
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Railroads considering cuts 
as high as 36 per cent 


Lower freight rates on L. P. gas 
moving into the Northeast could 
expand gas sales to the point where 
they would “substantially increase 
rail traffic through participation in 
the new markets,” L. P. gas indus- 
try spokesmen told eastern railroad 
executives recently during a rate 
reduction hearing in Chicago. 

The roads are considering rate 
cuts that would run as high as 36 
per cent under a proposal already 
supported by the western lines 
which originate most of this gas 
traffic. 

Industry support for the reduc- 
tions is being led by the transporta- 
tion committee of the LPGA, of 
which Guy Miller, Texas Natural 
Gasoline Corp., Tulsa, is acting 
chairman. 

LPGA counsel Arthur C. Kreut- 
zer made a detailed presentation 
showing that a rate cut would 
preserve current traffic and help the 
rails share in future markets. 
Many gas producers and marketers 
offered their own arguments based 
on local competitive situations. 

The reductions proposed would 
cut rates as much as 40 cents a 
hundred-weight, with points farth- 
est east generally receiving the 
best break. 


Little Big Inch pipeline 
begins movements of LPG 
L. P. gas, along with fuel oil and 


gasoline, should begin moving 
through the Little Big Inch petro- 
leum products pipeline soon after 
July 1, according to plans of its 
owner, Texas Eastern Transmis- 
sion Corp. 

The pipeline, converted from a 
natural gas carrier, extends from 
Baytown, Texas, to Moundsville, 
W. Va., a run of 1700 miles. It 
also has a 240-mile branch into 
Chicago. 

Rates for shipping L. P. gas 
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from, for example, Beaumont, 
Texas, to Texas Eastern’s southern 
Ohio storage terminal will be 54 
cents a bbl. This compares with 
about $2.50 a bbl for shipments 
over a comparable distance by rail 
tank car. 

The company also plans to charge 
L. P. gas producers and distribu- 
tors an additional $4.50 to $5.00 a 
bbl over a five-year leasing period 
for storing the fuel in its 300,000 
bbl underground storage facilities 
now under construction at Leba- 
non, Ohio, north of Cincinnati. 
Contracts will call for minimum 
shipments of 50,000 bbl. 

“The Little Big Inch should 
open up new markets for L. P. gas 
and will eventually mean lower 
prices for LPG consumers,” Mil- 
lard K. Neptune, senior vice presi- 
dent, petroleum products pipeline 
operations, reported. 

Mr. Neptune predicted that in- 
itial small percentages of LPG that 
will flow through the line might 
rise to 25 per cent of line capacity 
in two years and possibly as high 
as 75 per cent in five years as 
storage facilities are built. 


Automatic ignition is 
mandatory for AGA stamp 


The American Gas Association 
has announced that all gas ranges 
must be completely equipped with 
automatic ignition in order to qual- 
ify for the AGA seal of approval 
after next January 1. This was 
decided by the board of directors 
at a June 13 meeting in Hot 
Springs, Va. 

Automatic ignition of top burn- 
ers has previously been required 
for gas ranges bearing the ap- 
proval seal. Automatic ignition for 
commercial gas cooking equipment 
has been in effect since Jan. 1, 
1957. 

Prior to the board’s decision, an 
industry-wide survey revealed that 
gas utility companies representing 
73 per cent of the industry’s meters 


were opposed to postponing the ef- 
fective date beyond next January 1. 
Principal reasons for their position 
included the increased safety, im- 
proved modernity, strengthened 
competitive position and greater 
convenience which completely auto- 
matic ignition will provide. 


Upswing in new home 
construction is seen 


The predicted upswing in con- 
struction of new homes is develop- 
ing. 

New housing starts, the U. S. 
Labor Department reports, showed 
steady increases in late spring 
after lagging in the earlier months 
of this year. 

Housing starts hit 105,000 in 
May. This was an 11 per cent gain 
from the 95,000 in April, was 
slightly more than in the same 
month of 1957, and if continued all 
year, would mean that slightly over 
1 million new homes would be 
started this year. 

The government, however, con- 
tinues to report that applications 
for mortgage guarantees under the 
FHA and VA programs, applica- 
tions for local building permits, 
and other indicators of future con- 
struction signal a steady rise in 
new home building activity for the 
rest of the year. 

Appliance makers also report 
production increasing and attribute 
some of this to expectations that 
the house-building spurt will 
strengthen the demand for their 
products. 


L. P. gas lab opened 
by Pressed Steel Tank Co. 


A new laboratory established for 
the testing of L. P. gas storage and 
delivery equipment has been an- 
nounced by Pressed Steel Tank Co., 
Milwaukee. The lab is located at 
the company’s Downingtown Iron 
Works division plant in Downing- 
town, Pa. 

In setting up the laboratory, 
Pressed Steel recognized a long- 
felt need for a practical as well as 
a scientific approach to solving the 
problems encountered by the L. P. 
gas distributor when moving prod- 
uct, by tank truck, from his bulk 
storage tank into the cylinders or 
system tanks of his customers. 

It was felt that in most cases the 
present methods of testing L. P. 
gas transfer and delivery equip- 
ment were confined to separate 
testing and rating of the separate 
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A NEW NAME 


SINCLAIR 


for a fine, ‘well Established Product 


As a Sinclair LP-Gas distributor you now have 


™ the added prestige of a brand new LP-Gas 
SINCLAIR * 
TRUFLAME LP-GAS : trade name. TRUFLAME, a name selected after 


months of research, is for the exclusive use of 
Sinclair LP-Gas distributors, in conjunction 


with their own names. 


Tes TRUFLAME is a name your customers can 
New Advertising Plan 

for Sinclair LP-Gas 
Distributors 


Ask about the new advertising plan offered 
Sinclair TRUFLAME distributors. It is one of 
the most comprehensive plans ever offered 
to the industry. This advertising plan adds 
enother extra to Sinclair's ‘famous five’— 
INTEGRITY, REPUTATION, QUALITY, 
SERVICE and PERFORMANCE. 


easily remember. By using the names of your 
company and Sinclair TRUFLAME together, 
you will give top consumer recognition to your 
LP-Gas. This new nationally advertised trade- 


mark will gain respect with each passing year. 


MEMBER 


Ti Sinclair Oil and Gas Company SINCLAIR 


Liquefied Petroleum Gas Sales Department Z ¥ ? . 
LPE Sinclair Oil Building, Tulsa, Oklahoma A Great Name tn Oil 
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ways to PROFIT with 


[ilhahOl 


CYLINDERS 


WIDE SELECTION 
OF SIZES—TYPES 


There’s economy in one-source 
buying at Weatherhead of the 
cylinders you need .. . for subur- 
ban homes, mobile homes . 

industrial lift trucks . . . other 
uses. Choose from ICC cylinders 
in 100, 60, 40, 20 Ib. sizes, and 
industrial truck cylinders in 4342, 


33'2 and 20 lb. 


FAST FILL 
CYLINDER VALVE 


The higher fill rate, and trouble- 
free features of this newly design- 
ed valve mean savings for you. 
And remember, Weatherhead 
supplies regulators, changeover 
units (manual, automatic and tee- 
check) and all other items that 
are needed for a complete 
bottled gas system. 


imme ts avail. 


Get the full details of this 3-way Cylinder-Profit 
plan. Contact your nearest Weatherhead repre- 
sentative now, or write: 


LP-Gas Equipment Division of . . . 


THE WEATHERHEAD COMPANY 


The Weatherhead Co. of Canada, Ltd., 


¢ CLEVELAND 8, OHIO 


St. Thomas, Ont., Canada 


Export Division Cable Address WEATHCO 


| pieces of equipment as supplied by 
each individual parts manufac- 
turer. This approach often did not 
tie the particular item being tested 
into a complete and realistic deliv- 

| ery system, and did not represent 
true field conditions. It was also 
reported that some equipment was 
being laboratory-tested and rated 
with oil, water, air or other me- 
dium, rather than with L. P. gas 
for which it was designed. 

The new lab is capable of pre- 
cise duplication of any field condi- 
tion found in actual service. It has 
means for measuring and record- 
ing performance data. Separate 
elements of the equipment can be 
changed to permit study of various 
piping arrangements, and various 
makes and sizes of component 

| parts, such as pumps, valves, me- 

| ters and hose. Lab equipment can 
also be set up to study future prob- 
lems which might arise in the field, 
or new equipment which might be 
developed by Pressed Steel or by 
component equipment manufactur- 
ers. 

This new facility will help 
Pressed Steel select the best equip- 
ment and design improved piping 
arrangements for the L. P. gas 

| tank trucks, transport trailers, sys- 

| tems and bulk storage tanks which 
they supply to the industry. It will 
| also serve as a training lab for 
sales and engineering personnel of 
| the company. 

The laboratory is under the su- 
pervision of W. F. Keehn, manager 
of product development at Down- 
ingtown. 


| Clary and McElwain form 
_ company in Florida 


H. L. Clary and R. G. McElwain, 
former executives of Bryant Man- 
| ufacturing Co. and Carrier Corp., 
| have formed McElwain, Clary Inc., 
Jacksonville, Fla., and will handle 
leading lines of air conditioning 
and heating equipment and sup- 
| plies. 

Mr. Clary resigned as vice presi- 
| dent of Bryant and Carrier Corp., 
| parent company of Bryant, to be- 
| come president of McElwain, Clary 
| Inc. Mr. McElwain, who is vice 

president, was formerly Bryant’s 
| sales manager for the Florida re- 
gion. 

The new firm kicked off its 
career in mid-May with a cocktail 
| party for its wholesale competitors 

in the area—“to give them a pre- 

view of what our own operation 
is going to look like.” The follow- 
| ing afternoon was “open house” at 


| 
| 
| 
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never nad a freee” oe 


. . standby plant worked perfectly 1 


! 
always have uniform ‘pressure! 


. heat value is constant! v2 








Customer praise builds business! 
eee you'll get it with a MITCHELL 
VAPORIZER on every installation. Mode! 30 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the Provides up to 30 


need for continuous LP gas service in a variety of commercial and indus- ' 4 gallons of gas per 
trial applications. For use with above or below ground LP gas systems, . = hour ... well suited 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 


uninterrupted by freeze-ups due to temporary over-loads or heavy Re » : pe 
withdrawals. 2 > medium size indus- 


to the small and 


, ae 4 trial and commer- 
Minimum Size Storage Required MITCHELL Vaporizers 


eliminate the need for oversize storage tanks to meet temporary over- 
load demands . . . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir- 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) Model 


cial applications. 





Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control'’ automatically controls the rate of gas vaporized to 

equal the rate of usage. It permits vaporizer to supply either generated /0 
gas, or storage gas .. . or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 


MITCHELL units safe and reliable. Capacity: 70 
gallons per hour. 


Simple Installation Installation of MITCHELL Vaporizers is simple This unit is the 
and easy; and once properly installed, they will give years of constant, largest standard 
trouble-free gas service. All MITCHELL units have been tested and listed MITCHELL Va- 
under Underwriters’ Laboratories’ requirements. porizer. May be 


Approved by ‘ Listed by used singly or in mani- : 
inderwriters P : 
Factory Mutual , folded combination for 
M Laboratories 
Laboratories : : 


large industrial applications 
Build a reputation for dependability _(“,) ; 8 
with MITCHELL VAPORIZERS «= 











JOHN E. MITCHELL COMPANY | 


3800 COMMERCE STREET @ DALLAS, TEXAS 
Nanusadii CL/IF of tne Va. Vi neu, fo Yere Letes , 


< 
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the offices and warehouse, 515 
Champion Ave., for around 300 
prospective customers, followed by 
a dinner that night for all Mc- 
Elwain, Clary’s suppliers. At the 
afternoon affair, a $1500 residen- 
tial air conditioning system, given 
in a grand-prize drawing, was won 
by John DeBlieux, manager of B. 
G. Bedell, L. P. gas supplier in 
Jacksonville. 


Cal Liquid holds fifth 
management conference 


A two-day management confer- 
ence, attended by over 45 propane 
dealers, of central and northern 
California, was held at the Sacra- 
mento Inn in Sacramento, June 6 
and 7, by the California Liquid 
Gas Corp. 

The meeting was devoted to sales 
and safety programs with policies 
for the forthcoming year formu- 
lated. Paul Stewart, general secre- 
tary of the Sacramento YMCA, ad- 
dressed the group on Friday night. 

F. M. Rowles, president of Cal 
Liquid awarded a first-quarter 
sales contest trophy to Coy Ford, 
manager of Cal-Central Liquid 
Gas Co., Oroville, Calif. 


Western Research Center 
opened by Robertshaw 


Supporting a forecast that the 
American home will change more 
in the next 30 years than in the 
last 300, Robertshaw-Fulton Con- 
trols Co. opened a one half million 
dollar research and development 
center in Anaheim, Calif. 





New half million research and development 
center opened in Anaheim, Calif., by 
Robertshaw-Fulton. Completely equipped 
and furnished modern home, part of the 
research installation, is shown in foreground. 


Dedicating the new Western Re- 
search Center, Thomas H. Jeffers, 
its general manager, said the in- 
stallation will be used to develop 
systems and automatic controls for 
air conditioning, space heating, 
water heating, refrigeration, food 
preparation and preservation, 
laundering and other major home 
appliances. 

A feature of the research instal- 
lation is a completely furnished and 
equipped contemporary California 
home erected adjacent to the main 
laboratory of the building. 

The home will be used for test- 
ing home appliances and automatic 
controls in actual living conditions. 


General Gas' five month 
sales higher than 1957 


General Gas Corp. reports that 
its sales of L. P. gas during the 
first five months this year were 
more than a fifth higher than dur- 
ing the comparable period of 1957. 

Hal S. Phillips, president, said 
that sales during the five months 
ended last May 31 totaled 40,496,- 
436 gal., an increase of 21.27 per 
cent over sales of 33,392,758 dur- 
ing the same 1957 period. 

Total L. P. gas sales during 1957 
amounted to 81,039,005 gal. to ap- 
proximately 150,000 General Gas 
customers. 


Armington is director of 
Southern Liquid Gas Co. 


At a special meeting of the board 
of directors of Southern Liquid Gas 
Co., Dothan, Ala., James P. Ar- 
mington was appointed to serve as 
director of the corporation to re- 
place D. C. Marley, resigned. 

Mr. Armington worked for six 
months in Shell Oil Co.’s produc- 
tion department before going into 
the U. S. Air Force for a two year 








tour of duty. He has been with 
Southern Liquid Gas Co. since De- 
cember 1956. 


Sinclair selects new 
trade name and emblem 


Sinclair Oil & Gas Co. has 
launched a distributor advertising 
program built around a new trade 
name, A. T. Scherer, director of 
liquefied gas products sales depart- 
ment, announced. 

The trade name “Truflame” and 
a new emblem were selected fol- 
lowing months of research among 
all segments of the LPG industry 
as well as consumers in several 
geographical locations. 

“We decided to start this pro- 
gram,” Mr. Scherer said, “because 
of the growing demand among con- 
sumers for brand identification, as 
expressed to us by many of our 
customers.” 

In planning the program, Sin- 
clair’s John A. Storm, L. P. gas 
sales manager, surveyed the ad- 
vertising policies and needs of a 
cross-section of Sinclair’s distribu- 
tors. 

Representative distributors— 
both large and small—in various 
sections of the country were asked 
to suggest trade names. The top 
ranking names were thoroughly re- 
searched in various consumer areas 
by a national firm. “Truflame” 
came out on top. 

A similar approach was taken by 
Sinclair in selecting the emblem. 
Again, after thorough research, the 
best features of several proposed 
emblems, including colors and de- 
signs, were embodied in the em- 
blem adopted. 

In the program, Sinclair offers 
advertising assistance to its dis- 
tributors in newspaper, radio, di- 
rect mail and roadside signs which 
stresses the importance of the local 
distributor. 

Sinclair Oil & Gas Co.’s new L. P. 
gas distributor advertising pro- 
gram is prepared by Watts Payne 
Advertising Inc. of Tulsa. 


Training sessions being 
conducted by Whirlpool 


The introduction of the new 
RCA Whirlpool gas_ refrigerator 
has resulted in greatly accelerated 
activity in the Whirlpool service 
division as training sessions are 
being conducted throughout the 
country. 

According to Director of Con- 
sumer Relations, Robert P. Lewis, 
training has been already accom- 
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The 
O MOST 
ADVANCED 
orleans GAS HEATER 


UNIT HEATERS [ieee 


{~ CHECK THESE POWERFUL 
PEERLESS SELLING FEATURES 


f[ SELF CONTAINED 
[~ AUTOMATICALLY CONTROLLED 


INTEGRAL MEANS OF AIR CIRCU- 
LATION—EITHER FAN OR BLOWER 


j~ ALUMINIZED STEEL HEAT EX- 
CHANGER 
a FLUE COLLECTOR BOX 
a FINGER-FLEX LIVE RUBBER MOTOR 
MOUNTING 
Vv CAST IRON BURNERS 
vy ADJUSTABLE AIR CIRCULATION 
LOUVERS 
IY SUMMER FAN SWITCH 
VY AUTOMATIC FAN CONTROL AND 
LIMIT CONTROL 
IY THERMOCOUPLE OPERATED 100% 
SAFETY PILOT VALVE 
| QUIET ELECTRIC SOLENOID 
a AIR FOIL PROPELLER FAN 
HIGHEST QUALITY DEEP - DRAW 
STEEL JACKET WITH ATTRACTIVE peeriess is NEW —IT’S CHANGED .. . TO GIVE MORE 
GREY-GREEN FINISH FOR THE MONEY, TO FIT THE TIMES . . . TO FIT THE NEEDS 
jy A.G.A. APPROVED FOR ALL GASES FOR TODAY AND TOMORROW. 


AND MANY, MANY MORE RE- A UNIT FOR EVERY PURPOSE . . . NEW LOWER PRICES 
FINED DETAILS THAT ARE PEERLESS . . . NEW NEUTRAL GREY-GREEN COLOR . . . NEW CABINET 
EXCLUSIVES STYLING . . . MORE COMPACT . . . ECONOMICAL TO 
OPERATE . . . EASIER INSTALLED . . . QUIETER OPERATION 

. PROVED ENGINEERING PRINCIPLES . . . VIRTUALLY NO 
SSS ee MAINTENANCE . . . RUGGED AND DEPENDABLE. 


he: ae | Fhe modern fuel > PEERLESS MANUFACTURING DIVISION 
(asés| THE MODERN a OF DOVER CORPORATION 


LOUISVILLE 10, KENTUCKY 


Write for Literature 


—-_ So —— 
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G. Douglas Davis, (right) Bastian Blessing 
Co.'s promotion manager, presents a com- 
memorative plaque, with a gold plated 
Rego cylinder valve on it, to a surprised 
George Schultz, Schultz Gas Service, Lans- 
ing, Ill. Looking on is George A. Workman, 
Rego sales engineer. The plaque was in 
commemoration of Bastian-Blessing's 12 
millionth cylinder valve sold since the gen- 
erally recognized beginning of the L. P. gas 
industry in 1927. 





plished through 3-day schools con- 
ducted by Whirlpool service per- 
sonnel at 16 different spots 
throughout the country. 

The next phase of the training 
will see distributor personnel, aug- 
mented by factory and utility help, 
training dealer service organiza- 
tions in the operation and servicing 
of the gas refrigerator, which has 
been off the market since Servel 
stopped production in early 1957. 


LPG companies hold 
fire demonstrations 


On May 21-22, 1958, a L. P. gas 
safety demonstration was con- 
ducted at the Danville, Va., Fair- 
ground for the area fire depart- 
ments by the Bottled Gas Co. of 
Lynchburg, Va., Bottled Gas Co. 
of South Boston, Va., and Bottled 
Gas Co. of Danville. Over 300 fire- 
men, representing 17 fire depart- 
ments from a 40 mile radius at- 
tended and participated in the pro- 
gram. 

Included in the fire-fighter group 
that attended was the state fire 
marshal and the president of the 
Southwestern Fire Chiefs Associa- 
tion. All the area L. P. gas dealers 
also attended. 

The program started with a brief 
talk on the varied uses, and a fa- 
miliarization of L. P. gas, by E. M. 
Lyons Jr., vice president of Bottled 


74 


Gas Co. of Lynchburg, followed by 
a description of the types of equip- 
ment used by the L. P. gas dealers, 
and the safety aspects thereof, by 
W. C. Evans, manager, Bottled Gas 
Co. of South Boston. E. M. Gunter 
Jr., manager, Bottled Gas Co. of 
Danville, was in charge of the pro- 
gram, which consisted of actual 
fire demonstrations, using low and 
medium pressure fires, a liquid baf- 
fle fire and a pit fire. As a finale, a 
hundred pound cylinder was heated 
to the relief pressure, demonstrat- 
ing the safety of the equipment. 


Five promotions announced 
by the Parlett Gas Co. 


C. J. McAllister, vice president 
and general manager, of the Parlett 
Gas Co., Waldorf, Md., announces 
the following promotions: 

T. Conway Ryce has been pro- 
moted to the position of industrial 
and wholesale manager. Mr. Ryce 
has been with the company since 
1946 and has held positions in most 
phases of the business. Assisting 
him in his new position will be J. 
Irving Russell of the Waldorf, Md., 
office, and Charles P. German, of 
the Ellicott City, Md., office, who 
have been appointed industrial 
wholesale representatives. 

N. LeRoy Langley, who has been 
employed by the company since 
1946, has been promoted to the po- 
sition of manager of districts. 
Frank M. Padgett has been named 
retail sales manager. Mr. Padgett 
has served in various sales posi- 
tions since joining the company in 
1946. 


Kengas will award 
agricultural scholarship 


Establishment of the first schol- 
arship to be used solely for agricul- 
tural engineering students at the 


University of Kentucky was an- 
nounced recently by Dr. Drayton T. 
Kinard, head of the university’s 
agricultural engineering depart- 
ment. 

The $500 annual scholarship has 
been provided by Western Ken- 
tucky Gas Co. and its wholly-owned 
L. P. gas subsidiary, Kengas Inc., 
both of which have their general 
offices at Owensboro. The student 
aid will be known as the Kengas 
Inc. Agricultural Engineering 
Scholarship, according to Dr. 
Kinard. 

G. J. Tankersley, president of 
Western Kentucky Gas and of Ken- 
gas, said the scholarship will be 
made available immediately. Selec- 
tion and recommendation of the 
student who will receive the annual 
financial aid will be made by the 
scholarship committee of the Col- 
lege of Agriculture and Home Eco- 
nomics at the University. The usual 
standards of scholarship, leader- 
ship and need will be applied in 
making the selection. 


Esso pays $7700 for 
employee suggestion 


An Esso Standard Oil Co. em- 
ployee has set a record by winning 
$7700 for an idea he submitted 
through the employee suggestion 
program at the firm’s refinery in 
Baton Rouge, La. 

The winner is instrument tech- 
nician Robert G. Nelson Jr. Earlier, 
he received a $500 initial award 
for his idea, and a $200 prize the 
Baton Rouge refinery gives each 
year for the most original and in- 
genious suggestion. To these, he 
now has added a_ supplemental 
award of $7000. 

Mr. Nelson suggested an alarm 
on refining equipment to insure 
prompt detection of leaks of petro- 
leum gases. In the system, a light 
flashes a signal on the control panel 
of the refining unit. It can also 
ring a bell or sound a horn simul- 
taneously, if this is desired. 


Plant overhaul allows 
Quad to reduce costs 


A complete overhaul and mod- 
ernization of production facilities, 
resulting in lower manufacturing 
costs, and a substantial increase in 
orders, have made it possible for 
Quad Inc. to lower the prices on its 
gas room heaters, according to 
Myles Beeler, new president. 


The price decrease of from 5 to 
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american? |\/|F | FRET) SERV |(E cuts costs 


helps build LP-Gas heating 


American’s new AL-110-LPG eye-catching, attractive meters, designed 
for medium-sized homes with space heating and for small commercial 
loads, provide accurate measurement from pilot to full capacity. Com- 
pact, light weight, die-cast aluminum alloy one-piece body construction 
provides high resistance to impact damage — and assures easy setting 
where space is limited. 


Dependability is built into AL-110-LPG meters with American’s proven 
design and quality construction, including rubber grommet seals, self- 
lubricating porous bronze bearings and reinforced flag rods. Precision 
machined bodies provide complete parts interchangeability. 


LP-Gas meters bring “utility-type” service to your customers — build 
satisfaction and confidence in your service and help you sell more gas 
and gas appliances. 


Ask your nearest American representative for Bulletin 307. 


AMERICAN a 


INCORPORATED (ESTABLISHED 1836) 


GENERAL SALES OFFICE: Somerton, Philadelphia 16, Penna. * Albany « Alhambra ¢ Atlanta 

Baltimore ¢ Birmingham ¢ Boston ¢ Chicago * Dallas * Denver ¢ Erie * Houston 

Kansas City * Los Angeles * Minneapolis * New York « Omaha « Pittsburgh ¢ San Francisco 

Seattle * Tulsa « mnewood. IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario 
Calgary * Edmonton « Regina 

SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase and Welded 

Steelcase Meters * American-Westcott Orifice Meters * Instruments * Reliance Regulators 


loads faster 








Apparatus « Valves 


NEW 


AMERICAN® 
ALUMINUMCASE 
AL-110-LPG METERS 


HIGH CAPACITY 


Rated capacity 110 cfh propane at %-inch 
w.c. differential — 5 psi working pressure. 
Available with %, % or %-inch F.P.T. 
connections. 


LIGHT WEIGHT 
Aluminum alloy die-cast meter weighs less 


than 17 pounds. Compact for easy installa- 
tion where space is limited. 


DURAMIC DIAPHRAGMS 


Proven, bellows-type molded Duramic 
diaphragms — designed to meet the require- 
ments of LP-Gas Services. 


PLASTIC INDEX BOX 


Molded one-piece construction has high 
impact strength — provides easy index 
reading. 
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15 per cent on the consumer list 
applies to 33 of the 40 prices in 
the line. Largest reductions are on 
cabinet heaters, clayback radiant 
heaters, small vented room heaters, 
and fireplace insert and wall insert 
heaters. 


Japanese dealer visits 
Butane-Propane's offices 


Tetsuro Iwatani, representing 
Iwatani & Co. Ltd., his father’s 
firm, largest LPG supplier in Japan, 
and Nihon Gas Co. Ltd., his own 
firm, largest LPG distributor-dealer 


3-GRL 1621 


Bd 


DISCONNECTED 


Closed valves in Socket 
and Plug provide posi- 
tive shut-off on both 
sides of line. 





PARTIALLY ENGAGED 


Coupling sealed by O’Ring 
— while valves remain 
closed. No possibility of 
premature flow or leakage. 


in Japan, visited the offices of 
BUTANE- PROPANE News in Los 
Angeles April 15. BPN was his first 
stop on a trip to the U. S. to gain 
new information for his and his 
father’s firms. 

Mr. Iwatani reported that the 
LPG industry in Japan is only three 
years old but already has 600,000 
consumers. The industry’s largest 
present potential are the 4 million 
homes beyond the mains which use 
kerosene for cooking, heating, and 
water heating. 

His own firm distributes LPG in 
20 lb cylinders to domestic custom- 


FOR FOOLPROOF 


L.P.GAS _ 


HANSEN 


FULLY ENGAGED 


With Socket and Plug fully 
engaged to insure positive, 
foolproof connection, valves 





Specifically designed for L.P. gas line connections, Hansen GRL Couplings 
completely eliminate the hazard and annoyance of leakage or spillage of gas. 


To connect (no tools required), you merely push the Plug into the Socket 
—all the way. To disconnect, just turn sleeve — Coupling instantly and 
automatically shuts off both ends of line. 


Sockets available with 14" female pipe threads. Plugs available with %"’ 


female pipe threads. 


Write for descriptive literature 


SINCE 1915 


THE HANSEN 


* APPROVED BY UNDERWRITERS’ LABORATORIES 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTURING COMPANY 


4031 WEST 150th STREET 


e CLEVELAND 35, OHIO 


open to permit free flow of | 


Lee A. Brand (right), Empire Stove Co. 
vice president, receives two National Fed- 
eration of Advertising Agencies awards 
from Fred S. Zweig, vice president of the 
Roman Advertising Co. Empire's ‘Heat 
Thief" advertising campaign won two of 
the highest awards in the categories of 
“Industrial & Business Magazines," and 
"Multi-Media Campaigns." 





ers in and around Tokyo. He is the 
largest retailer in the nation with 
10,000 customers and 50 employees. 
Average consumption per consumer, 
Mr. Iwatani stated, is 20 lb per 
month. 

Last December hit a new record 
in LPG consumption for one month 
when 4.5 million gal. of LPG were 
used throughout Japan, he reported. 
Six refiners produce LPG in Japan. 
Retail price to the consumer is 
about 60 cents per gal. 

Equipment and appliances are all 
Japanese made, except for some 
Primus imports from Sweden. Ap- 
pliances include one burner cooking 
units, hot water heaters, and rice 
boilers. The rice boilers—gas fired 

-come in domestic and commercial 
sizes. 

And Mr. Iwatani even pipes 
tracts. He has a few tracts of 20 
homes which are supplied from a 
central nest of 10-100 lb cylinders. 

Other stops on Mr. Iwatani’s 
itinerary included Selwyn-Pacific 
Co. and Petrolane Gas Service in 
Los Angeles and the LPGA conven- 
tion in Chicago. 


Del Hickey promoted by 
Consumers Gas Corp. 


Consumers Gas Corp., a division 
of United Petroleum Gas Co., Min- 
neapolis, Minn., announces the pro- 
motion of Del Hickey to assistant 
manager in charge of dealer sales 
at Consumers Gas Corp., Platte- 
ville, Wisc. 

Mr. Hickey has been in dealer 
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Motorola’s National Service Organization is the largest nationwide service 


force specially trained to maintain 2-way radio systems to factory standards. 


No matter how large your radio system is—how widely distributed the 
mobile units are— Motorola can provide system maintenance specifically 
tailored to your requirements. The Motorola field service organization and 
800 Authorized Service Stations are your guarantee of dependable 2-way 


radio operation month-after-month, year-after-year. 


For the finest radio communications 


2-WAY RADIO equipment, as well as the most reliable system 
maintenance, see Motorola, world’s largest 
exclusive electronics manufacturer and leading 


MOTOROLA COMMUNICATIONS & ELECTRONICS, INC. ’ ’ supplier of 2-way radie. 


A SUBSIDIARY OF MOTOROLA INC 


1 AUGUSTA BOULEVARD e CHICAGO 51, ILLIN 
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sales work in the L. P. gas business 
since 1951 and was formerly lo- 
cated at Fergus Falls, Minn., prior 
to his promotion. 


Venezuela firm makes 
first L. P. gas shipment 


Venezuela has entered the ranks 
of liquid gas exporters with ship- 
ment of 11,500 bbl of propane 
processed at the Creole Liquid Gas 
plant in Ule, Zulia state. The ship- 
ment has been distributed in the 
Caribbean area. 


The Creole plant, reported to be 
the largest in Latin America and 
the first of its kind in Venezuela, 
sends the processed gas through a 
12-mile pipeline to its port at La 
Salina on Lake Maracaibo. The 
port has been especially equipped 
to handle liquid gas. 


Propane blowtorch finds 
its way to the kitchen 


In the March 1958 issue of Sun- 
set Magazine, under a column en- 
titled “Adventures in food,” ap- 


peared this little item: 
“Adventuresome cooks are dis- 
covering that a propane blowtorch 
is handy in the kitchen. Restaurant 
chefs first discovered how useful it 
can be for browning the outside 
fat of a roast of beef cooked at low 
temperature, or for crisping the 
skin of a roast duck or goose. It is 
fine for glazing the top of fish 
baked in butter, or for browning 
the top of any dish covered with 
crumbs or cheese or sauce. It will 
melt the sugar on a créme brulée, 
and caramelize the sugar for a 


créme renversée. 


“Sportsmen will find a propane 
blowtorch invaluable for singeing 
their game birds and for the final 
finish on their venison. One man 
we know claims he even cooks his 
hamburgers with a blowtorch, but 
we think this is carrying the torch 
too far.” 

(The BUTAN: - PROPANE News 
staff recently had an opportunity 
to enjoy steaks cooked by an LPG 
weed burner manned by LPG en- 
thusiast Bert Stewart. We can tes- 
tify to the delicious flavor and 
tenderness of a steak cooked in this 
way.—Ed.) 





THE NEWEST ADVANCEMENT IN LP GAS APPLIANCES 


QUICK SET 
STOVE and LANTERN 


FOR USE WITH BOTTLED LP GAS 





Tank farm operation 
available on lease basis 


A tank farm operation has been 
made available to distributors, man- 
ufacturers, and shippers on a lease 
basis on an 1l-acre site in Memphis 
(Tenn.) Harbor on President’s Is- 
land. 

Memphis Mixed Products Ter- 
Here’s your big opportunity to cash minal Corp. will build tanks as 
in on the outdoor, trailer, farm and 
emergency light and heat market. 
For the first time you can sell port- 
able lighting, heating and cooking 
units that can be used with any size 
storage tanks. For years the market 
has been crying for such a product 
and now Turner makes it available 
for you. Sell Quick Set and you 
open up gas sales to hundreds of 
new potential customers. 


For use with all sizes of 
storage tanks 


For Boats 





For Trailers 
For Farms 


For Emergencies and 
Disasters 


For Contractors and 
Construction Work 


+ + HHH F 


Special mounting bracket, 
fastens anywhere 


J a 


Colorful display carton doubles as 
convenient carrying case. Complete 
merchandising material including ad 
mats, as radio and TV scripts. 


Write fe ee and 4 





Fred Cornelsen (right), chairman of the 
board of directors of C. C. Engineering 
Industries Ltd., Glebe, Australia, has just 
concluded a visit with K. R. D. Wolfe, vice 
president of Fisher Governor Co., Marshall- 





BRASS WORKS 


821 Park Avenue, Sycamore, Illinois « Established 1871] 


town, lowa. C. C. Industries, a licensee of 
the Fisher Company, manufactures Fisher 
L. P. gas equipment for Australia. 
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SELL NORCO GAS REFRIGERATORS... 


with the exclusive features 











EFFICIENT New NORCOLD Refrigerating Unit 
designed to function efficiently in extreme 
climates; makes ice even in tropical tempera- 
tures. Opens up brand new market potential. 





New larger storage capacity in relation to 
COMPACT cabinet size is a strong NORCO sales fea- 
ture wherever space is at a premium. 





DIMENSIONS NORCO 5865G NORCO 584G 


44, inches 33% inches 
24 inches 21% inches 
26% inches 23 inches 





Smart new styling with choice of WHITE 

ATTRACTIVE or HAMMERED BRONZE exterior finish 
to harmonize with any kitchen decor. Pas. 
tel green and pink interior with gold and 
black trim. 

















AVAILABLE AGA-approved 584G and 5865G available now; 
order amy quantity, any assortment. Please speci- 
fy if LP-Gas models are desired 

Model 5865G 

Approx. 6.7 cu. ft., free standing, across fop 

freezer with 3 ice cube trays; 2 butter keepers, 

egg rack, jar rack, bottle stand, full width crisper 

with glass cover, 4 shelves. 

Square slimline 9 and 12 cu. ff. 

models available soon. 


Any gas appliance dealer can sell NORCO 


Yes, any gas appliance dealer can sell NORCO GAS REFRIGERATORS regard- 
less of what other type or brand of appliances he chooses to sell. NORCO , 
is exclusive only in its features: 


COMPACTNESS —Smallest cabinet size in relation to cold storage 


capacity. 
STYLING —Only gas refrigerator to offer a choice of exterior finishes. 
EFFICIENCY —The revolutionary NORCOLD REFRIGERATING UNIT 


delivers top cooling performance when it is most needed—in hot weather. 
By providing dependable all-weather refrigeration, NORCO removes the 
one big restriction that has hampered gas boxes in the past. All of 
these exclusive NORCO features will help you sell the larger models 
which will be available in quantity very soon. Test the presently available 
models against anything else on the market and prove for yourself that the 

future of gas refrigeration lies with NORCO. Model 584G 








' P . Approx. 4 cu. ft. square cabinet, contoured 
Get set teday for tomorrow's refrigerator business door, formica table top, vertical evaporator, 
2 ice cube trays, 2 butter keepers, egg rack, 


Order your new NORCO GAS REFRIGERATORS now! bottle stand, full width crisper with glass 


cover, 3 shelves, 


NORCO, INCORPORATED * Dept. 16, 5111 West Washington Blvd., Los Angeles 16, California 
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contracts for their use are nego- 
tiated. 

The new facility will be used as 
an accumulation or distribution 
point or both. Economies are af- 
fected because of cheap river trans- 
portation and because of economical 
loading and unloading of barges 
and tanks. 


G-E starts new program 
titled “Operation Upturn"™ 


“Operation Upturn” is a pro- 
gram designed to focus effort on 
better service and better values for 


General Electric’s customers. Plans 
include an “expedited shipment” 
procedure which is being put into 
operation immediately to assist 
users of two-way radio equipment 
where early delivery is extra-im- 
portant and new credit policies to 
meet unusual customer needs. 

Objective of “Operation Upturn,” 
which is a company-wide G-E pro- 
gram, is to build strength into the 
national economy and to accelerate 
the upswing in business which al- 
ready has begun. 

L. W. Goostree has been named 
chairman of the program. 


VIKING tpP-Gas PUMPS 
fa -Le LU fot— mm fol 0] motel) tm (ec) ser 


.. Truck Delivery 


Viking LP-Gas truck pumps cut 
your loading and unloading time 
to a minimum. 28, 38 and 70 
GPM sizes, equipped with re- 
turn-to-tank valves and installed 
with full size equipment, assure 
you of fast, positive delivery. 





Bulk Plant Operation 


For all types of bulk plant oper- 
ation, there is a Viking Pump 
built to handle the job. You 
won't need to accept improper 
size equipment because Viking 
supplies the right pump for your 
job. 





Fueling and Bottle Filling 


Fast, direct-connected fueling 
and bottle-filling pumps are a 
specialty with Viking. 10, 20 
and 30 GPM sizes are ready to 
meet your requirements. 





For complete information 
send today for Catalog HB 


Cedar Falls, lowa, U.S.A. 





For 

your safety — 
all pumps 
carry this 
Underwriters 
marker 


In Canada, it's "ROTO-KING" pumps. 


See our File in Butane-Propane Catalog 





NEWS NOTES 





Charles M. Francisco was re- 
elected president of Fuelane Corp., 
together with other officers, at a 
quarterly meeting of the board of 
directors on May 15. Others re- 
elected were Roy R. Johnson, vice 
president and A. Burton Pretty- 
man, vice president-marketing and 
Leonard T. Osterhoudt, secretary- 
treasurer. Mr. Francisco also an- 
nounced the appointment of Claude 
Blumenstock as comptroller. 


The Geo. D. Roper Corp. will 
open a new showroom in Space 
1147 of the Merchandise Mart, it 
is announced jointly by W. O. Oll- 
man, Mart general manager, and 
John P. Wright, president of the 
firm. 


The executive, engineering, sales 
and advertising offices of Heil- 
Quaker Corp. are now located at 
647 Thompson Lane, Nashville 4, 
Tenn. Orders for merchandise and 
repair parts should be sent to the 
company’s Lewisburg, Tenn., fac- 
tory as in the past. 


Ransome Torch & Burner Co., 
Emeryville, Calif., has announced 
the appointment of Meeder Equip- 
ment Co., Los Angeles, as distribu- 
tors of its equipment to the L. P. 
gas industry in the seven western 
states. According to Chris Gor- 
man, general manager of Ransome, 
Meeder will handle the complete 
Ransome line of L. P. gas torches, 
burners, direct-fired vaporizers and 
packaged gas plants. 


Super Flame Gas Co. Inc., Port 
Henry, N. Y., has been granted 
charter of incorporation listing cap- 
ital stock at 100 shares no par 
value. Directors: John F. Scozza- 
fava, Kathryn G. Scozzafava, and 
Albert Krakes, all of Port Henry. 


Wedgewood-Holly Appliance Co., 
is the new name of the sales com- 
pany of the Wedgewood - Holly 
Corp., it has been announced by 
Henry Honer, president. Wedge- 
wood-Holly Corp., a wholly owned 
subsidiary of Rheem Manufactur- 
ing Co., announced its present 
name as a change from Standard 
Enameling Co. in April. 


What makes you so popular?” Carrie asked 
Mary. 

“It’s my line,” replied Mary. 

“What is your line?” asked the girl friend. 

“Oh,” said Mary, “the line of least resis- 
tance.” 
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Test Shows Fuel Savings 


up to 15.38% 





with New HUMPHREY 
MD Unit Heater! 


Top Mounted Fan Eliminates Overheated Ceilings 
me ME St ae OOO lh Sh 


Maintains Temperature within 3° 
from Floor to 
18-Foot Ceiling 





The completely new Humphrey MD auto 
matic gas unit heater, with top-mounted 
fan, blows straight down through open 
top heat exchanger. Has new type “free 
flow” heat exchanger for ultra-quiet op 
eration; new porcelain enameled steel 
burners; and interchangeable and op 
tional louvers for front, bottom, or side 
heat discharge. Available in 11 sizes, 
from 60,000 to 270,000 btu. American 
Gas Association approved. 


PERE 
Originators of 
Gas Unit Heaters 
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Engineers taking 
readings from free- 
hanging thermome 
ters in warehouse, fo 
determine differential 
between floor and 
ceiling. Readings 
were taken at many 
places over the entire 
floor and ceiling 
area, while heating 
first with a conven 
tional type unit heat- 
er and second with 
the new MD unit 
heater. 


Humphrey engineers made a comparative test of the new MD Unit Heater with 
top-mounted fan, and a conventional unit heater, both installed in a 50 x 80-foot 
warehouse as pictured above. Results were astounding! 

The MD unit heater maintained a 3-degree temperature differential between 
the floor and the 18-foot ceiling, as compared with a 17-degree differential when 
using the conventional heater with horizontal air delivery. 

Calculating actual heat loss for the building, Humphrey engineers found that 
the MD heater produced substantial fuel savings, by saving those 14 degrees of 
heat wasted at the ceiling level. With a 70- deg tree rise, the fuel saving was 
9.62%. A 60-degree rise produced a saving of 12 2%. With a 50-degree rise, the 
MD used 15.38% less fuel! 

These tests also prove that the desired indoor temperature in many installa- 
tions could be maintained with smaller or fewer MD units. 

Write for the full story of these tests. Find out about this completely new 
type gas fired unit heater that can be installed in less than ideal locations and still 
deliver heat where it is needed, with economies heretofore impossible. 


GENERAL GAS LIGHT COMPANY 


KALAMAZOO MICHIGAN 





IN PRODUCTS 
AND TRADE 
LITERATURE 


* 





For further information on items reviewed in this section use 


the convenient post-paid Readers’ Service Cards on pages 83, 84 





Foldaway counter-top unit 
Dixie Products’ foldaway is a 
“built-in” counter-top cooking unit 
with two gas burners that folds 
into its own slim, square-cornered 
cabinet when not in use, occupying 
less than 1 sq ft of counterspace. 
It is not recessed in the counter. 
Installed with a 34 in. gas connec- 
tion and an electrical outlet. Built 
into the unit are such features as 
the thermostatically controlled 
“burner with a brain,” automatic 
gas shut-off when the unit is folded 
away, continuously burning needle- 
point pilots, and surface light that 
comes on automatically when the 
burners are lowered. 
Circle 1 on Readers’ Service Card 


Lightweight transports 


A line of lightweight L. P. gas 
transport trailers, built of high- 
tensile (T-1) steel for increased 
payload capacity, has been an- 
nounced by Pressed Steel. One 


82 


model of the new Hackney light- 
weight series has 8620 wg, or a 
pay load capacity of 7635 gal. 
(32,300 lb.) of propane at 60°F. 
The tanks are X-rayed and stress- 
relieved, constructed to ICC-MC- 
330 specifications, and registered 
with the Bureau of Explosives. 
Circle 2 on Readers’ Service Card 


A 





Prrrrrrr rr? 


Sealed combustion wall heater 


Ohio Foundry announces a series 
of sealed combustion wall heaters, 
called the “vent-o-magic,” in 25,000 
and 35,000 Btu input capacities for 
city or L. P. gas. Eliminating use 
of chimney or flue, and requiring 
only a small concealed opening in 
an outside wall, the unit completely 
vents products of combustion to the 
outdoors, while combustion air is 
drawn from the outdoors, too. The 
special vent is adjustable to exact 
wall thickness. 

Circle 3 on Readers’ Service Card 


Space or spot heating 


Agricultural Equipment’s “heat- 
master,” a lightweight compact 
forced air furnace on wheels, may 
be used wherever and whenever 
temporary heat is needed. It re- 
quires no outside power source; its 
L. P. gas burner and fan engine 
are operated from the same tank. 
Capable of delivering 150,000 to 
450,000 Btu/hr—the amount of 
heat being regulated by the amount 
of fuel supplied the burner. The 
volume of heated air delivered— 
950-1730 cu ft per minute—is de- 
termined by regulating the fan 
speed. 


Cirele 4 on Readers’ Service Card 


Dome lamp 


Betts Machine announces its 
model B-40D dome lamp. It is 
adaptable for many uses including 
compartment, cab, or backup. The 
lamp, with its self contained 
manual switch may, also, be oper- 
ated remotely by either a plunger 
or push-pull type switch. It can be 
either flush or face mounted. 

Cirele 5 on Readers’ Service Card 
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Side vent or service regulator 
The Rockwell “143” service regu- 
lator is now available with a side 
vent. The design provides a choice 
between a “143” regulator with 
direct upward or downward vent- 
ing or side venting—whichever is 
more practical. Available with die- 
cast aluminum upper and lower 
diaphragm cases the regulator com- 
bines light weight with the ad- 
vantages of 360° swivel design. 


Circle 6 on Readers’ Service Card 


“Flame set" control 

The completely re-designed top 
burner thermostatic control for 
gas cooking ranges developed by 
Robertshaw, offers adjustable set- 
ting for maximum size flame as 
well as for temperature. To elimi- 
nate many space and_ inventory 
problems encountered by range 
manufacturers, the “flame set” top 
burner control is designed to oc- 
cupy only one half the area of 
earlier models. The inclusion of a 
gas cock as an integral part of the 
control, eliminates a cost to the 
range producer. 


Circle 7 on Readers’ Service Card 


Se oa pes ” 
Moving dolly kit 

The Shank appliance moving 
dolly kit No. 601 consists of three 
units—two dollies and a pry bar. 
The pry bar is used to lift one side 
of a heavy appliance while a dolly 
is inserted. The pry bar is then 
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released and the levelers of the 
appliance will rest on the dolly. The 
second dolly is inserted on the 
opposite side in the same way. This 
kit will save time and eliminate 
heavy work any place where the 
ordinary moving dolly cannot 
readily be placed under the appli- 
ance. 

Circle 8 on Readers’ Service Card 


Degree day instrument 


The Johnson degree day instru- 
ment measures combined effect of 
temperature, wind, and sun. A 
weather sensitive element fastened 
to the roof and exposed to the 
weather connects by electrical cable 
to an inside unit located on the 
wall or desk. The model C-20-T 
meter registers total accumulated 
effective degree days for a com- 
plete heating season; readings need 
be made only when office is open. 

Cirele 9 on Readers’ Service Card 


Lift gate 

A new feature, the “road shock 
arrester,” prevents up and down 
movement of the Anthony lift gate 
when the truck is in transit, even 
on the roughest roads. It is hydrau- 
lically operated enabling the driver 
alone to load or unload a shipment 
from his truck. Suited for trucks 
of 145 tons and heavier, and semi- 
trailers, it will lift and lower loads 
of 2000, 3000, and 4000 Ib. 


Cirele 10 on Readers’ Service Ce 


Cold solder 

Schramm Fiberglass’ “twinweld”’ 
cold solder permanent]; 
bonded applications and_ repairs 
without welding and without ordi- 
nary soldering. The twinweld is a 
plastic adhesive that will bond 
metal to metal or bond dissimilar 
materials. When spread between 
two surfaces, the plastic reaction 
that occurs links the bonding sur- 
faces into a permanent bond. The 
bond can be sanded, painted and 
finished like steel itself. It is easy 
to cut, handle and shape. 

Cirele 11 on Readers’ Service Card 


assures 


Indicating check valve 

Fisher & Porter’s Model 10E1215 
bull’s eye check valve indicator 
combines flow indication with posi- 
tive check of back-flow. The self- 
aligning flapper seats securely over 
the entrance if back-flow occurs. 
Two '% in. thick windows give good 
visibility of flow. 

Circle 12 on Readers’ Service Card 


Automatic water softener 


Designed to give the homeowner 
more flexible control over his soft 
water supply, the newly designed 
timer on the Culligan 1958 auto- 
matic water softner operates on a 
six-day cycle. It can be regulated 
to regenerate the softener every 
six days, every three days, or 
every other day, daily or more than 
once a day, depending upon the 
home’s soft water requirements. 
The timer also features an auto- 
matic switch to provide an “extra” 
regeneration if there is unusual 
demand upon the home’s. water 
supply. 


Circle 13 on Readers’ Service Card 


Infra-red radiant broiler 


The heart of the Magic-Ray gas- 
fired infra-red radiant broiler is 
the Perfection Schwank infra-red 
generator which attains a tempera- 
ture of up to 1650°F. in approxi- 
mately 90 seconds. Arranged on 
both sides of a grill inclined to the 
horizontal, the radiant generators 
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broil both sides of the meat at the 
| same time with infra-red rays, 


ARE you RECEIVING 4 | thus, almost instantly sealing the 


surfaces of the meat and resulting 


5 in practically complete retention of 

a BON US TANK | the natural juices with minimum 
shrinkage. Variation in radiant in- 

IN EVERY 20 TANK CARS? | tensity is accomplished by simple 
manipulation of panel-mounted con- 


trols. 
Circle 14 on Readers’ Service Card 


YOU CAN and HERE’S HOW! Temperature reducing paint 


A paint designed to reflect nearly 

all heat rays and reduce the inside 

The Brunner LP Gas Transfer temperature of tanks is now avail- 

Unit not only transfers all able. Called Plasticool, it lowered 

liquid to your storage tank but the interior temperature of an LPG 

also removes and liquidifies tank from 144° to 100° in a test. 

the gas vapors in the tank The paint comes in a variety of 

car. That amounts to one colors and is also recommended for 

extra tank car of gas from painting roofs to keep the interior 

every 20 tanks. of the structure cool. It is produced 

It's also the economical and by Coating Laboratories. 

efficient way to load tank trailers Circle 15 on Readers’ Service Card 
and even discharge into storage 
tank of ultimate consumer. 





Sealing compound 
A pipe and joint-sealing com- 


GALLONS OF LIQUID : ED BY VAPOR CONTENTS OF 10,000-GALLON TANK CAR pound insoluble in most liquids and 
| COMMERCIAL PROPANE | | BUTANE | gases, has been developed by Mar- 
Tank Car Corresponding Gallons Tank Car Corresponding Gallons gate to replace gaskets and to 
Temp. —'F. Pressure-psi Recoverable Temp. -- F. Pressure-psi Recoverable permanently prevent leakage of 
110 212 540 120 62 204 free-flowing products. Viscous ad- 
100 185 485 100 43 157 sive @ 2g solidifv 
80 140 392 50 Pr mre | nomen gga dows not — 

60 102 307 60 15.2 85 —expands and_ contracts _wit 
40 72 237 40 5.6 6) metal. A “brush-top” applicator 
20 47 175 30 2.1 51 facilitates sealing of equipment. 
The product is packaged in half- 
WRITE FOR FREE BOOKLET... pint, pint, quart and gallon con- 

Tells You How To Get Transfer Savings tainers. 

Circle 16 on Readers’ Service Card 








BRUNNER DIVISION 


DUNHAM.BUSH, INC. 
UTICA, NEW YORK 


WEST HARTFORD, CONNECTICUT * MICHIGAN CITY, INDIANA * MARSHALLTOWN, IOWA © RIVERSIDE, CALIFORNIA * UTICA. NEW YORK 


SUBSIDIARIES 
THE @RUNNER CO.  heat-x] MEAT-x, INC. OUNHAM-BUBH (CANADA), LTO. DUNHAM-BUSH, LTD. BRUNNER CORPORATION (CANAOa) LTO 
GAINESVILLE, GA. SRewsTeR, wv TORONTO, CANADA LONDON, ENGLAND PORT HOPE ONTARIO 
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GENERAL L-P GAS TANKS 


20 1b.—40 1b.—60 Ib.—100 Ib. Cylinders 


, 
' 

' 

: 

' 

i 

4 Complete Line of Accessories for Single or Double 

‘ Hook-ups . . . Regulators—Valves—Racks—etc. 

' Everything that is needed for complete Bottle 

5 Gas Installation. Vibrationless valve 
‘ — 
: * Send for full details today. Magnatrol hum-free_ solenoid 
t : t valves are used in the automatic 
; General Processing Corporation IF remote control of liquids and gases 
| Main Office and Factory: Quincy, Michigan used in space heating systems and 
‘ tte for other industrial applications 
West Coast Division: where the transmission of vibra- 
: 10854 E. Central Ave., El Monte, California p tions are a source of annoyance or 
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86 BUTANE-PROPANE News 





Cumpine helps you 
scare up big sales 


G 
’ 4 . 


replacement campaign 


Here’s an exciting new replacement campaign that has everything you 
need to get your share of the big furnace replacement market! Over 
7 out of 10 homeowners are prospects for a new Empire heating unit— 
and the Heat Thief campaign is designed to turn these homeowners 
into live prospects for you! Sell the replacement market all year around 
... sell the replacement market early in the year ...and watch your 
profits climb! Sell Empire units, and keep 14% to 20% more profit! 
Contact your Empire representative, or mail the coupon below, for 
complete details on the new Empire “Heat Thief’’ replacement campaign. 


*a HEAT THIEF is an old, worn-out furnace that robs homeowners of comfort, 
money, health and convenience. 


Be HRT to tell om... IRGT to soll ‘om 


EMPIRE STOVE CO. > Belleville, Ili. 
E> 


Send me complete information on the 
new Empire “Heat Thief’’ Replace- 
ment Campaign. 


NAME 





STORE ADDRESS 





ZONE STATE 





COUNTER FLOW FURNACES « HORIZONTAL FURNACES + UP-FLOW FURNACES » WALL FURNACES « FLOOR FURNACES « CIRCULATOR HEATERS 
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To sell'em... TELL ‘em 


WITH THE 


LP ADVERTISER 


This cleanly designed, modern LP 
Gas Unit gives you plenty of space to 
advertise your firm with the effective- 
ness of a traveling billboard. 


It has many functional advantages, 
too. For example, all fittings are 
mounted in centralized location in the 
tank unit. This not only permits faster 
servicing, but it lets you transfer tank 
and equipment to a new truck quickly, 
easily. (Yes, a Columbian tank outlasts 


MASTER-CRAFTED BY 


COINS 


several trucks!) In addition, the clean, 
compact design gives your driver better 
visibility. 
LP “ADVERTISER” SPECIFICATIONS: 
Compact rear double door cabinet houses 
all controls and fittings, meter, 150 ft. 34’ 
hose on power reel. Fully equipped with 
ICC lights and wiring. Meets all state and 
federal requirements. Capacities from 1200 
to 2500 gal. (Capacities above 2000 gal. 
should be on dual-axle trucks.) 


CALL IN COLUMBIAN! 
Columbian’s LP “Advertiser” and RFD “Safe-T-Twin” tank truck units are 
two examples of the ability of Columbian to provide you with the efficient, 
fast delivery equipment that is a key to profit in the LP Gas business. 
Columbian makes custom units of any size—semi-trailer transports and 
delivery trucks—to meet the particular requirements of your business. 


COLUMBIAN “SAFE-T-TWIN” 


dependable 
Rural 

Fuel 
Delivery 


on same load. Available in 
capacities to fit your need. 


Lets you carry Butane and Propane 


(Tanks at right total 1700 gal.) 
Excellent balance and maneuverability 
and low gravity center for ‘'off the pavement" 


anit) 


* GAS. StRvicg 


Fes WAND Gs 


deliveries. Fully fitted with pump, meter, printing 


counter, dual hose reel. 


Call in Columbian. Write for specification sheets 


and quotations, or for an engineering estimate on a cus- 
tom built unit. Tell us your requirements. Phone or write: 


%,COLUMBIAN STEEL TANK COMPANY 


P. O. Box 4048-C 


Kansas City, Mo. 


Y STEEL, Master-Crafted by Columbian, First for Lasting Strength 


Se SB SSB SSBB ESRB SSB SEB SCS SBT B OBO ne BBB eM Ee BE eee 


Keep Up with L. P. gas 
Developments Each Month 


[) Check herewith C Bill me 


Nome 
Firm 
Street 
City .. 


88 


by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


See Page 2 for Foreign Rates 


o1 


wat 


year $2.00 


(C) 2 years $3.00 


upset safety or accuracy factors. 
Valve body is globe pattern, 
screwed ends in sizes from '% to 
3 in., case from high pressure valve 
bronze. 

Circle 17 on Readers’ Service Card 


Fuel meter tickets 


In order to meet the seasonal 
demand on fuel meter tickets, the 
Steck Co. has established a low list 
price on gang run orders. By com- 
bining all orders and allowing a 
four-month production — schedule. 
it can offer the LPG industry a 
considerable savings. For those who 
prefer normal 30-45 day delivery, 
the company offers a_ slightly 
higher list. All orders received by 
December 1 will be shipped in April 
on the gang run schedule. 

Circle 18 on Readers’ Service Card 


Vertical flame burners 

Power-Flame Division announces 
its vertical-flame, ceramic head gas 
burners. This new U-400 “thoro- 
mix” series has been designed to 
eliminate metal parts in the heat 
zone. The burners can be operated 
at any pressure above 1 in. we 
Without flashback. Available in a 
wide range of sizes frem 200,000 
to 12 million Btu/hr. 

Cirele 19 on Readers’ Service Card 
Barbecue unit 

Phillips & Buttorff Corp. has 
available a barbecue unit especially 
designed to be built into a masonry 
barbecue pit or outdoor fireplace. 
The grates are adjustable and the 
unit has draft control, fuel and 
clean-out doors. It is 205% in. high, 
14%, in. wide, and 26% in. long. 
Shipping weight is 78 lb. 

Circle 20 on Readers’ Service Carl 


Excess flow valve 


Rego now has available a new 
version of its “chek-lok’” excess 
flow valve. It is simple to use and 
virtually automatic. After removal 
of the plug the installation of the 
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In appearance, in workmanship, in daily 
use .. . VISIBLE Float Gauge, the “eye 
of the tank"’ reflects precision and 
quality at a glance! 





Efficient, uninterrupted service is the record 
of the versatile VISIBLE family 

. . known far and wide as 
the 














Standard of? he udecdtley 
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MEEDER EQUIPMENT CO. i 
1745 N. EASTERN, LOR 
LOS ANGELES 

INCORPORATED 


ODELL GLASS CO. 1213 S$. AKARD, DALLAS 2545 SUMMER, MEMPHIS 
1277 HARDEE ST. N. E., 


ATLANTA 














It's FOR YOU 


FISK 


TANK TRAILER 
HYDRAULIC 


YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Simple 
to operate and maintain. The hydraulic system does all the work. Save 
muscles—time and money. Fisk will transport tanks up to 1260 weg. 


PRICED WITHIN YOUR REACH—WRITE TODAY 


or bey oops Fine Products Company Fisk Trailer Sales 
6240 (Factory) 


r Os Fo 23093 Berwyn (Chi Aen Rt. 5, Bo: 
x n ( cago), Hl. . 5, Box 
jadison, Wisc. Oshkosh, Wie 











shut-off valve automatically opens 
the chek-lok—conversely it closes 
when the shut-off valve is removed. 
There are no internal parts to re- 
move and replace. It is available in 
%4 in. NPT inlet, 34 in. NPT outlet 
and in 1% in. NPT inlet, %4 in. 
NPT outlet. 


Circle 21 on Readers’ Service Card 





Contour fenders 


Contour fenders of single piece 
construction for trucks and trail- 
ers have been introduced by Mas- 
ter Tank & Welding. These hi- 
strength, 16-guage steel fenders 
feature a 2-in. curved edge for 
better splash control. The single 
piece construction cannot separate 
and eliminates rust and _ rat- 
tles. Smooth, rounded flanges for 
greater strength are featured. The 
fenders are finished with a rust 
proof prime coat. 

Circle 22 on Readers’ Service Card 


Relief valves 


Roney Inc. announces two relief 
valves specifically designed for 
delivery trucks, transports, and 
skid tanks. The valves are available 
in a 3. in. NPT and a 2 in. NPT 
size completely recessed for safety. 

Circle 23 on Readers’ Service Card 


Flowmeter and bill printer 


A high accuracy liquid delivery 
totalizer and bill printer for use in 
the transfer of liquid petroleum 
products from pipe lines to bulk 
tanks, loading racks to tank trucks, 
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proor: Jf Guaranteed NEVER & bum out / 


You can’t sell your customers a finer gas heater 
than Moore’s. Because of its true cast iron con- 
struction, a Moore’s gas heater is guaranteed 
never to burn out — your guarantee of selling the 
finest in durability. 

Advanced design, based upon a century of ex- 
perience, assures the finest in gas heater efficiency. 
The cast iron combustion chamber contributes to 
this high heating efficiency by absorbing and 
releasing more heat, stepping up natural heat 
circulation — giving maximum performance from 
the fuel. 

These, plus silent, completely automatic opera- 
tion, top LP Gas efficiency and lifetime porcelain 
finish, are some of the quality features that make 
Moore’s the finest gas heater you can sell. 


Powerful advertising and 
sales support offered by 
Locke Stove Company and 
Moore’s distributors... 


Liberal co-op allowances 
for your local newspaper, 
TV, radio or your outdoor 
advertising. 


An attractive broadside 
mailing program to reach 
all customers & prospects 
in your trading area. 


A generous selection of 
P.O. P. selling aids, Day- 
Gio banners, display cards, 
burner illuminating kits. 


Get the full facts! Write today... 


7 
Moore's / °°: 2:2 °2. 


GAS HEATERS - Be. 
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MODEL 1600 HP1—Sel-Pac 1600 HP! high 

+,pressure regulator with a capacity in excess 
of 2,000,000 BTU is painted red to indicate 
high. pressure. This high pressure regulator 
has a large diaphragm with a linkage 
mechanism of 41 to 1 resulting in a very 
low lock-up pressure. 


MODEL 1600 H—This Sel-Pac low pressure 
regulator, Model 1600 H, will exceed 
750,000 BTU with an inlet pressure of 10 
PSI. Here is another Sel-Pac regulator with 
proven internal design features that really 
pay off in long, trouble-free field life. The 
bonnet is reversed on the 1600 H to allow 
the breather vent to face downward in 
normal installation. 





1600 HPI 



































25,000 BTU EACH 


TWO STAGE SYSTEM 


When you carry in stock the Sel-Pac 1600 HP1 
high pressure regulator with the red body, and the Sel-Pac 
1600 H low pressure regulator with the black body, 
you can handle almost any two stage LP-Gas installation 
that comes along. From single domestic dwellings 
to multiple commercial units, as illustrated, these 
regulators are the most universally adaptable in the 
industry today. 


To aid the LP-Gas dealer in making two stage hookups, 
Sel-Pac provides the very popular TWIN-PAC 
to give you performance matched, two stage components, 
that work best together on the job. Twin-Pacs consist 
of a high and a age hea regulator, together with a 
mounting bracket and a large diameter “Hog-tail” 
with three times the cross sectional area of ordinary 


pigtails. 








Send today for Sel-Pac's 
€ Regulator Installation 
and Service Manual. 








The Mark of Leadership 


SSR AE Bae Weigle P.O. Box 61031 
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COMPANY 14502 South Figueroa Los Angeles 61, California 
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How To Get Dividends 
Without Owning Stock 


WALTER BOND 


Sales Manager 
SeELwyn-PaciFi: 
COMPANY 


Whether you work on Wall Street 
or on a delivery truck, getting some- 
thing for nothing is always an_ intri- 
guing subject. Many people will tell 
you it’s an impossibility. But if you 
read this column, | believe you will 
see that they are wrong when it comes 
to two stage regulation. Here are some 
facts to let you draw your own con- 
clusions, 

lo begin with, let’s be honest with 
each other. When you install a two 
stage system, you have to buy two 
regulators instead of one. So the prob- 
lem is—Does the second regulator pay 
for itself? Or—Is it just another ex 
pense? Let's see. 

If you're in the L.P. gas business, 
I'm sure you'll agree with me that one 
of the most costly things you have to 
do, is make service calls. Here are 
some free dividends from two stage 
regulation which cut costly service 
calls, 

DIVIDEND NO. 1: Because the high 
pressure regulator acts like a 
shock absorber on varying tank 
pressures, you can count on hav 
ing a constant delivery pressure 
winter and summer. 

How many times last year did you 

have a service call to adjust burners 

or regulators? How much money did 

you lose? 

DIVIDEND NO. 2: You can hook up 
two or more low pressure regu- 
lators to the same high pressure 
line. This means that each low 
pressure regulator is a separate 
control for the appliances it sup 
plies. Because of this, a large 
demand at one point of the sys- 
tem will not affect delivery pres 
sures at another. 

Hlow many times last year did you 

have a service call to balance burner 

pressures? How much money did you 
lose? 

DIVIDEND NO, 3: Freeze-ups due to 
moisture in the fuel are cut to 
a minimum with two stage regu 
lation—this is because there are 
larger orifices and less refrigera 
tion in each regulator and two 
regulators to supply heat. 

Ilow many nights last year did freeze- 

up service calls destroy your slum 

bers? How much money did you lose? 

These ave just three dividends given 
free when you invest in two. stage 
regulation. UIl bet you, that one serv- 
ice call saved would pay for that see- 
ond regulator. But here is the jackpot. 

Because smaller lines can be used 
between your high and low pressure 
regulators, you will find that often the 
saving in cost of tubing or pipe alone 
will pay for that high pressure regu- 
lator, 

Yes, getting something for nothing 
is an intriguing subject Why not 
start cashing in? 


SELWYN-PACIFIC COMPANY 
P. 0. Box 61031, Los Angeles 61, Calif. 
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or from tank trucks to consumers 
is available from the Pottermeter 
Co. The tamper-proof ticket print- 
er features a sealed-in ticket, which 
shows the exact number of gallons 
delivered, the serial number of each 
transfer, and identifies the meter. 

Circle 24 on Readers’ Service Card 


Tank heater 


In H. D. Hudson’s Yukon gas 
tank heater all condensation is 
automatically disposed of by a 
stainless steel evaporator. There is 
no need to cut or drill holes in the 
tank, no special tools are required 
for installation. A Bunsen type 
burner, combined with positive 
Unitrol controls, results in mini- 
mum consumption of gas needed to 
maintain an even water tempera- 
ture. 

Circle 25 on Readers’ Service Card 


Two-piece cutting tips 

Three, two-piece cutting tips for 
use with L. P. gases are announced 
by Victor Equipment Co. One type 
is for general hand cutting; a 
second for fast preheating and 
general cutting; the third for speed 
tip machine cutting. Sizes range 
from 00 through 8. 


Circle 26 on Readers’ Service Card 


Increased inlet pressure 


An increase from 1000 psi to 
1500 psi in the maximum recom- 
mended inlet pressure of “141” 
regulators has been announced by 
Rockwell. The regulator is designed 
to handle primary cuts in pressure. 
The outlet pressure range is from 
3 psi to 400 psi. 

Circle on Readers’ Service Card 


LP hood for dual cylinders 
Andrew Wilson Co. announces 

an LP hood for dual cylinders that 

has locked seams, snap-on spring 


hinges, safe hold-up rod, em- 
bossed friction catch, rolled front 
seam that eliminates gusset plates, 
and name or trade mark perma- 
nently embossed. 


Circle 28 on Readers’ Service Card 


T sesadl this ad back to wie 
for a 


6 Oz. Aerosol Sample of 


ILLBRONZE 


gy 


Once you use ILLBRONZE we 
know you'll agree it’s “the finest ] 
gas cylinder aluminum paint on 
the market”! That’s why we invite 
you to test it— without cost or 
obligation. 

Prove these outstanding 

advantages: 


EXCLUSIVE FORMULA 
completely covers any primed sur- 
face in One coat! 


CHIP RESISTANT 
Protects exteriors with a hard-gloss 
brilliance that thrives on abuse! 


QUICK DRYING 
Leaves a mirror-smooth, semi- 
lustrous finish that can be sten- 
cilled within 15 minutes—without 
bleeding! 


FOR CYLINDER & TANKS 


in gallon and drum sizes for brush 
or spray application. 


Yes, fill in and mail 
the coupon to us 
for a free 6-oz. 
aerosol sample of 
Illbronze Gas Cyl- 
inder Paint — and 
prove to yourself 
that it protects 
surfaces against 
Rust, Wear and 
Corrosian as no 
other finish can! 


Illinois Bronze Powder Co., Inc. 

2023 S. Clark St., Chicago 16, Il. 
Rush me a free sample of Illbronze 
Gas Cylinder Paint. I understand 
there is no cost or ‘obligation. 
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HOUSINGS 


FOR CYLINDER INSTALLATIONS 


MODEL C-2-PB 


© Leader of the industry 
sinee 1940. 


© A complete line of 
models for every re- 
quirement. 


© Well designed, neat, 
compact, sturdy, easy 
to assemble. 


@ High quality, long- 
lasting aluminum at 
economical price. 


@ Extra safety and good 
appearance for your 
customers. 


© Send coupon to us 
for latest data and 


MODEL D-2-8 prices. 


STAMPINGS, INC. 
10172 Mound St., Davenport, lowa 


Gentlemen: Send catalog and prices on 
your Housings. 


NAME 
COMPANY 
STREET 
CITY STATE 
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TRADE LITERATURE 





Hose, fittings, tools, material 

A catalog available from Weath- 
erhead Co. gives complete informa- 
tion on its line of L. P. gas hose, 
hose ends and hose assemblies, 
transfer hose, vapor hose, vapor 
and air service hose, and water 
coolant hose for carburetion, as well 


| as 45° flared tube fittings and in- 


stallation tools. It also gives spe- 
cial attention to a new Weather- 
head patented rotary flaring tool. 

Circle 29 on Readers’ Service Card 


"Backhoe and loader folders 


| 
{ 


| in sales material. 





Ottawa Steel division offers lit- 
erature covering its 1958 line of 
backhoes and front end _ loaders. 
Three separate folders in color, 
give complete specifications on the 
company’s truck-mounted backhoe, 
tractor-mounted backhoe and the 
front-end loader, a companion tool 
for the tractor-mounted backhoe. 


Circle 30 on Readers’ Service Card 


Gas venting film 


“Heat in Harness: The Story of 
Gas Venting,” a color slide film, 
has been produced and released by 
the Metalbestos division, William 
Wallace, for showings to heating 
dealers, distributors, utilities and 
code authorities. With a running 
time of 27 minutes, it is believed 
to be the first film exclusively to 
deal with scientific gas appliance 
venting. 

Circle 31 on Readers’ Service Card 


Algas carburetion equipment 


detailed, and dia- 
gramed information on the com- 
plete line of Algas carburetion 
equipment is contained in the com- 
pany’s carburetion catalog. Illus- 
trated and described is conversion 


Complete, 


| equipment for all internal combus- 


tion uses. It contains basic conver- 
sion information and facts for use 
It is almost a 
manual for LPG carburetion. 
Circle 32 on Readers’ Service Card 


Heat diffuser booklet 


A brochure explaining the com- 
pany’s line of direct-fired heat dif- 
fusers is being offered by Carrier. 
It describes the various installa- 
tions in which the space heating 
plant is featured as a low cost cen- 
tral system; typical uses of the 


heat diffuser for heating and ven- 
tilating, with air conditioning, for 
central heating and in manufactur- 
ing processes; and a step-by-step 
formula for selecting the proper 
capacity unit, along with tables 
showing ratings and physical data, 
fan performance and _ resistances 
of filters and other accessories. 
Circle 33 on Readers’ Service Card 


Story of Chemetron Corp. 


A brochure describing for the 
first time activities of the entire 
company has been published by 
Chemetron Corp., formerly named 
National Cylinder Gas Co. It con- 
tains sections on products and ser- 
vices of the company’s seven di- 
visions and its subsidiaries and 
affiliate companies. 


Circle 34 on Readers’ Service Card 


Incinerator specification data 

Specification sheets describing 
three recent additions to the Waste 
King indoor incinerator line are 
now available. The three pieces of 
literature contain complete speci- 
fication data, photographs, and cut- 
away drawings covering the newly- 
introduced Waste King smokeless, 
odorless; deluxe 900; and custom 
900 incinerators. 


Cirele 35 on Readers’ Service Card 


Boiler, furnace cleaning data 


A booklet describing the tools 
and supplies needed for gas or oil 
fired boiler and furnace cleaning 
has been issued by Sid Harvey. 
Listed are the dust bags and 
attachments used on various makes 
of vacuum cleaners as well as soot 
removing compounds and brushes. 

Circle 36 on Readers’ Service Card 


LPG economy folder 


A folder describing L. P. gas and 
the savings it effects in the opera- 
tion of automobiles, trucks and 
taxis has been published by Beam. 
Pointing out the many advantages 
of LPG, the folder carries illustra- 
tions of typical installations as well 
as technical information. 

Circle 37 on Readers’ Service Card 


Venting literature 
A venting brochure has been 
published by the Gas Vent & Chim- 
ney division of GAMA. It details 
the functions of the Type B gas 
vent and the factory built chimney. 
Circle 38 on Readers’ Service Card 
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associations 


Kansas women receive 
“Special Service" awards 

Believed to be the first women to 
receive recognition for meritorious 
service performed under the terms 
of the “Operation Special Service” 
are two Kansas women identified 
with the L.P. gas industry. They 
are Mrs. Elsie Martin and Mrs 
Monica Bryant. 

Mrs. Martin is office secretary 
for the Kansas LPGA, a position 
she has held for the past 12 years. 
In addition, for the past 30 years 
she has been employed by the Kan- 
sas Oil Men’s Association, is trea 
surer and editor of a monthly trade 
magazine and cares for the paper 
work and finances of the Wichita 
Oil Men’s Club. All this at the 
wonderful age of 75. 

Mrs. Bryant is office manager and 
secretary to Bob and Roy Miller, 
Mid-Continent Butane Equipment 
Co., Inc., Wichita, and has served 
in this capacity for the past 18 
years. She received the OSS award 
because for the past 12 vears she 
has assisted the Kansas LPGA staff 
on convention registrations, com- 
mittee work and many other tasks 
important to the operation of trade 
associations. 

At the same time the above 
awards were made—at the annual 
meeting of the Kansas LPGA in 
April—21 Kansas dealers were 
similarly honored. These awards 
come under the program of the na- 
tional LPGA to show industry ap- 
preciation for valuable service 
rendered. and it is open to LPG 
association members all over the 
country. 


Long Island dealers 
prepare to reorganize 


The reorganization of the Long 
Island (N.Y.) Bottled Gas Dealers 


Association was proposed at a late | 


spring meeting held in Comack and 
attended by 50 dealers and their 
wives. 
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FOR BULK TANK INSTALLATIONS 


Trenching by POW-R-SPADE 
costs only Ic to 5c per foot 
including labor. 80% to 90% 
savings in time and cost. 





Digs 1'/2' to 17’ per minute 
depending on soil conditions. 


Digs right up to the founda- 
tion of a building. 


Neat 3” wide trench up to 24” 
deep (or 4” wide to 18” 
deep). Easy to back fill. 


Please your customers with 
professional installations. 


Portable from job to job. Easily handled 
by only one man. No complicated set up. 


We admit that these are strong state- 
ments. And yet, POW-R-SPADE users 
confirm them again and again. For 
here is a machine that is ideal for 
trenching 3” wide to 24” deep (or 4” 
wide to 18” deep), where larger ma- 
chines are costly and impractical; 
where hand labor is slow and expen- 
sive. No heavy wheel marks or un- 
necessarily wide trench to scar lawns. 
Digs right up to foundation of build- 
ing. Goes I!/, to 17 feet per minute, 
depending upon soil conditions. 


A rugged machine. Easy to set and 
to operate. Ojil-sealed bearings. 


STAMPINGS, INC., DAVENPORT, IOWA 


Approved and recommended by hundreds 
of users in every area of the United States. 


Powered by a well-known engine. 
Minimum maintenance. Shipped com- 
pletely assembled, ready to go to 
work for you. Additional interesting 
details and information immediately 
yours upon return of the coupon. 


Semen eeeaeseseeanessuses 


STAMPINGS, INC. 
10172 Mound St., Davenport, lowa 


Gentlemen: Please send complete 
information on your POW-R-SPADE to: 


NAME 
COMPANY 
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CITY 
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Carl Jacobson acted as chairman 
of the meeting and talks upon the 
plan for a new association were 
made by Dud Merrill, Conservative 
Gas; Larry Glover, Glovers Bottled 
Gas Co. and president New York 
State LPGA; and Moylan Brown, 
East-Central LPGA district secre- 
tary. 

Following the informal discus- 
sion of the plan, Edwin Noble, Gen- 
eral Propane Gas Corp., was ap- 
pointed chairman of a nominating 
committee to propose a slate of of- 
ficers for the new group, which will 
be voted upon in the near future. 


& LITTLE HOLE IN THE 


~ 


ey 
ae 
f nea 


Look at Safti-Vent’s complete merchandising pro- 
gram for more profit, more L.P. gas load from sale 
of these modern room heating units. Simple in- 
stallation eliminates costly chimneys; just cut a 7!" 
hole thru-the-wall. Safti-Vent’s sealed combustion 
chamber means absolutely safe, fresh air. No prod- 
ucts of combustion released inside; no exposed 
flame to rob room of oxygen. Thousands now in use 
with L.P. gas. 


NEW FOR 1958. An extra thin, 8000 BTU Safti- 
Vent model for flush or recessed mounting. Manual 
control; same low-cost installation; same safety; 
same operating savings. Also new, GWT-22; GWT-30. 


For full information, 


A typical "small class" discussion on the 


construction, operation, adjustment and 
maintenance of a specific make of carbu- 
retor, held at the recent Central States’ 


L. P. Gas Carburetion Conference. 


ANOTHER 
SAFTI- VENT 
INSTALLATION 





John Kelderhouse speaks 
at Gas Institute meeting 


John Kelderhouse, district secre- 
tary of the LPGA, was one of the 
principal speakers at the annual 
meeting in May of the Gas Institute 
of Greater Chicagoland. He em- 
phasized the support given the In- 
stitute by the L.P. gas industry in 
the promotion of the sale and use 
of gas in the greater Chicago area. 

Paul Inskeep, midwest represen- 
tative of the AGA, also spoke, and 
several pieces of trade literature 
were distributed to members and 
guests which explained the pur 
poses and accomplishments of the 
Institute. These included copies of 
“Action Planbook” and reprints of 
magazine articles. 


BUILD 
LP GAS LOAD 


BUILD SALES 
PROFITS 


room air circulates around 
sealed combustion chamber 


Montana, Wyoming hold 
joint convention 


A joint convention of the Mon 
tana and Wyoming state associa- 
tions was held in Billings, Mont., at 
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N outside 
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fumes 
vented 








outside 


mail this coupon—today! 





H. C. LITTLE BURNER CO., SAN RAFAEL, CALIF. DEPT. P 


Send me complete details on Safti-Vent and how it 


will make money for me. 


Name 





Address 


New officers of the Montana group are 





SEALED COMBUSTION 


GAS 


(left to right) Steve Mickulin, Warren 


HEATING FIELD Nemitz, Lyle Moncur and H. E. Gerke. 
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fool-proof 
metering system 


. you can buy 


A properly installed Red Seal liquid meter is so fool-proof, 
it's a cinch to keep accurate, business-like records of LP-gas stocks 
and sales ... with meter-printed tickets as proof of every 
transaction. Here's how: 

First, all three sizes of Red Seal ‘‘compacts'’ are complete 
systems. All accessories are built in. Fewer connections to make, fewer 
chances for leaks, and fewer chances for improper installation. 














Secondly, Neptune's unique design of vapor eliminator 











and differential valve gives you a system that's truly effective... 





positive assurance against vaporization in the metering system 
under all conditions. It's always easy on your pumps, and 
never needs adjusting from hot weather to cold. In fact, it has 
no adjusting screw at all, so it's fool-proof! 
Thirdly, Red Seal's calibration shifter is a gear-locked device. 
Easy to adjust if necessary, it positively cannot loosen up or 
drift out of adjustment. Meter-printed tickets are a big feature, too. 
They eliminate human error, keep customers satisfied. 
Most important, Red Seal's sustained high accuracy is 
somethi ig you can bank on... year after year. 
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the Nortnern Hotel on June 2-3. 
First in interest were the elections 
of officers and directors of each 
group. 

Lyle Moncur, Lewistown Propane 
Co., Lewistown, Mont., was named 
president of the Montana distribu- 
tors, succeeding Steve Mickulin. 
The vice presidency went to War- 
ren Nemitz, Glendive; H. E. Gerke 
was reelected secretary-treasurer, 
and Steve Mickulin and R. C. Bow- 
ers became the new members of the 
board of directors. 

For Wyoming, Earl Wade re- 
ceived the high honors. He is with 


the Newcastle Propane Co., New- 
castle, Wyo. He succeeded Jack 
White. G. L. Jasper was elected 
Ist vice president and C. W. Teale 
was named second vice president, 
while Ira Lamb went in as secre- 
tary. A. F. Germann became trea- 
surer and Jack White will serve on 
the board. 

James C. Crawford, Denver, is 
the executive vice president of both 
associations, as he is of other Moun- 
tain State groups. 

The Wyoming association de- 
veloped additional plans for promo- 
tional activities at the 1958 state 





a NEW DIMENSION 


IN GAS HEATING 


QUAD’S “~& 
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COOL CABINET 


SPACE-SAVER GAS HEATER 


Quad “‘Space-Saver” delivers more heat from a 
smaller package. Unit measuring only 28 by 24 by 10 
inches rated at 37,500 BTU’s. Patented Vitaray 
burner makes this possible...carries input rating 


20 to 25% higher than ordinary drilled-port burners. 


No air adjustments to get out of order. Perfect 


Quad Inc., Columbus 1, Ohio 


combustion at all flame levels. Burners 
easily cleaned without removing. 
Cool-Cabinet stays cool to the touch. 
Rich mahogany baked enamel finish. 
More features ... easier to sell. 


Three sizes: 
20,000 BTU — 19”x24"x10” 
27,500 BTU — 22”x24"x10" 
37,500 BTU — 28"x24"x10" 


Jy }Wr 


z Please send literature and prices on Quad’s new Space-Saver line. 


NAME 


TITLE 
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CITY AND STATE 





98 








(Back row, left to right) G. L. Jasper, 
C. W. Teale, and A. F. Germann, and 
(front row) Jack White, Earl Wade, and 
Ira Lamb are Wyoming officers for the 


ensuing year. 





fair and a committee was appointed 
to present recommendations for 
L.P. gas regulations to the state 
fire marshal. Possible changes in 
truck tax laws were also discussed. 

The Montana dealers laid plans 
for this year’s service schools and 
discussed further promotion of car- 
buretion regulations through Mon- 
tana State College at Bozeman, as 
well as possible changes in Mon- 
tana state regulations, 

Principal industry speakers at 
the convention were Weldon F. Kite, 
General Gas Light Co., Denver, 
whose subject was “Sales, Our Fu- 
ture,” and Louis M. Snyder, the 
Whirlpool Corp., St. Joseph, Mich., 
who discussed, “Looking Ahead to 
the Future of Gas Appliance Mer- 
chandising.” 

“Financing for the Small Busi- 
nessman” was the subject of W. T. 
Beaumont, Small Business Adminis- 
tration, of Helena, Mont. 

A banquet, cocktail hour, and en- 
tertainment provided the social fea- 
tures of the meeting. 


Four-state trade show 
discussed by Arkansans 


At the 19th annual convention of 
the Arkansas LP-Gas Association, 
held in Little Rock, June 8-9, the 
proposal was made to develop a 
four-state trade show in which Mis- 
sissippi, Louisiana and Tennessee 
would be asked to join with Arkan- 
sas in such an undertaking in the 
future. 

It was thought that such trade 
shows should be held at the same 
time and in conjunction with state 
meetings of the group and sched- 
uled only when “needed.” Execu- 
tive Secretary, O. L. Dailey Jr., 
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was authorized by the board of di- 
rectors to talk with the mentioned 
states and determine the feasibility 
of the plan. 

Of principal interest at the con- 
vention was the election of new of- 
ficers for the ensuing year. Those 
selected were: Preston Grace, 
White River Propane, Batesville, 
president; Sam Kirkpatrick, Ft. 
Smith Butane, Ft. Smith, Ist vice 
president; Robert Morrow, Home 
Oil Co., Osceola, 2nd vice president; 
W. O. Childress, Zero Butane, Hot 
Springs, treasurer; and O. L. 
Dailey Jr., Little Rock, executive 
secretary. 

One of the first acts of the new 
president will be to name commit- 
tees to push major, specific pro- 
grams that have always been iden- 
tified with the work of the associa- 
tion, such as safety, legislation, 
schools, training, ete. 

B. T. Harris, pioneer industry 
leader, of Little Rock, in a talk dis- 
cussing the history of LPG in 
Arkansas, called for a selling cam- 
paign to old customers, as many 
appliances sold years ago are now 
nearing the replacement age. He 
stated that there are now 166,000 
L.PG users in the state. 

Other talks included, “How to 
Borrow Money from the Small Busi- 
ness Adminjstration,” by Chris 
Ferguson, who pointed out that 
many distributors are not taking 
advantage of the facilities now 
available; “Uniform Accounting 
Methods,” by Jack Draper; “Fi- 
nancing Your Business,” by L. T. 
White; “LPG is Superior to Die- 
sel,” by Ralph C. Abbott, and “From 
Axle Grease to LPG and Beyond,” 
by Willard Johnson, who mixed hu- 
mor with facts to summarize the 
convention theme, “Past, Present 
and Future of the LPG Industry.” 

The annual mid-winter meeting 
of the association, to be highlighted 
by the installation of the new of- 
ficers, will be held in the Hotel 
LaFayette in Little Rock next Janu- 
ary 11-12. 


“Small class" instruction 
features service school 
The Central States conference on 
“L.P. Gas Carburetion and New 
Applications of LPG,” held at Kan- 
sas State College in Manhattan, 
Kan., in May, was attended by 87 
serious minded and ambitious L.P. 
gasmen who devoted three days to 
absorbing the advice, instruction 
and experience of prominent indus- 
try men covering the general sub- 
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METALBESTOS SEAL! 


Now he can get a full night’s sleep... 
thanks to the Metalbestos “Safety System” 


“Midnight call-backs” used to cheat this installer out of a full night’s rest. 
He’s relaxed now, though, knowing that the “Safety System” protects him 
...and his customers . . . from these consequences of faulty gas venting: 

> “False leaks” that are actually vent condensation 

* Stale, polluted air from draft hood spillage 

* Pilot failure resulting from carbon-dioxide-loaded vent gases 

The Metalbestos “Safety System’ puts a permanent end to all these after- 
hour complaints ... because draft hood spillage and condensation are im- 
possible when an all-Metalbestos vent is designed and installed according 
to the Metalbestos “Safety System” Gas Vent Tables. 

Learn how the Metalbestos Gas Vent Tables simplify installations ... maintain 
your quality reputation by eliminating wasteful ‘call-backs.”” Write Dept. M-8. 


Stocked by principal distributors in major cities. Factory warehouses in 


Akron, Atlanta, 


‘es= ()) TEARS ee 


New Orleans, 


‘ WILLIAM WALLACE COMPANY - BELMONT, CAL 
Woodbridge, N.J. “ BLACE CO AN: BELOR 








ject of power with LPG. In addi- 
tion, for the first time at this The best way to keep members of your association informed 
service school, information was pre regarding your activities is to have published reports about your 
sented on weed control by flaming, meetings. 

flame cultivation and crop drying. And it is also the best way to interest non-members. 

The whole course was presented Tell them about your meetings, the election of new officers, the 
under the auspices of the Depart- men who make talks. If you don’t, you are losing credit for much of 
ment of Agricultural Engineering your hard work. 
and Department of Continuing Send full reports of all meetings to BUTANE-PROPANE News 
Education of the Kansas State Col- immediately after conventions. Pictures of new officers, too. 
lege and the Liquefied Petroleum We'll publish them willingly.—Ed. 

Gas Association. 

This year the group was broken 
up inte small classes in order that student received the “small class” Dealers discuss importance 
more personal attention could be treatment on eight major makes of ° 
given. to individual students. Each carburetors. of customer credit 

Customer credit—how to extend 


and how to curtail it—was dis- 
cussed at length when the Shenan- 
ta eae | doah Valley Blue Flame Council 
when your Present Truck Pump held its ninth meeting recently at 
: WT 7 the Virginia Gas Distribution Co. 

wears out — replace it with — auditorium in Staunton, Va. 
Under the chairmanship of D. C. 
Earhart, the meeting brought forth 
experiences of various distributors 
t | in handling credit problems and all 
THE SWEETEST | agreed that subject is of major im- 

: portance to industry members. 
RUNNING PUMP ON WHEELS’ In view of the success resulting 
| from television advertising under- 
taken last winter, it is expected 
; that another contract will be under- 
. = taken this fall and how such mate- 
ee a rial should be presented is now un- 
der consideration, according to R. 
T. Sloan, secretary. 
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F. A. Martin will lead 
Nevada LPG dealers 


When the Nevada Liquefied Pe- 
troleum Gas Dealers Association 
met in Tonopah, May 9-10, F. A. 
Martin, manager, Ransome Co. of 
Nevada, was elected president for 
the ensuing year. Fellow officers 
selected are Woodrow Erickson, 
Winnemucca Propane Service, vice 
president, and Mrs. George Myers, 
Lovelock Gas & Appliance Co., 

secretary-treasurer. 
Simultaneously with the associa- 
tion meeting was a public hearing 
=e as by the Nevada State LP-Gas Com 
“9 | mission on proposed new rules and 
| regulations as a follow-up to a new 
THE CORKEN CORO-VANE state law governing the marketing 

of L.P. gas. 

the Truck Pump you Buy for Keeps! About 60 members attended the 


two-day meeting. 


~ 
_ 
—— a oe 


SEE YOUR CORKEN DISTRIBUTOR 
OR CONTACT-— 


Cmsnae _ Robert E. Rasmuson heads 


p04, 


peas _ Missouri association 


2 paagnaes Sig eae gi When the Missouri LPGA met in 
“P.O. BOX 1062 © OKLA. CITY : Kansas City on June 1-3, its prin- 
Scsie ae cipal business was the election of 
Pai : eee officers for the coming year. The 
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To sell them on LP-GAS 
sell them 


1. Solid Advertising Support. Siegler gives you 
@ generous dealer advertising plan that sells Siegler 
heaters and your store! Nationally, Siegler backs you 
with the biggest advertising campaign in the b 





2. Special Promotions. Make big profits running 
tested promotions that fit your business to aT." Siegler 
supplies a complete package of material for each 
promotion, and we help you run it! 


3. Selective Distribution. When you merchan- 
dise Siegler, you're the dealer who cashes in on national 
and local advertising. Get all the facts on Siegler 
Selective Dealership plan. 


PATENTED AUTOMATIC 


SIEGLER’S TROUBLE-FREE PERFORMANCE 
GUARANTEES WARM FLOORS 
AND SATISFIED LP-GAS CUSTOMERS 


Siegler’s outstanding performance and features help 
you sell LP-gas heating. Build volume sales with 
satisfied customers and cut your service costs. 

Exclusive ‘‘Traveling’”’ Floor Heat ends the cost and 
discomfort of overheated ceilings. Siegler’s Patented 
Inner Heat Tubes capture the heat others waste. 
The Patented Built-in Blower System “‘travels’”’ it 
over the floors. That’s why Siegler alone can offer 
this guarantee: more and hotter heat over the floor— 
or money back. 

Here’s performance and features you can demon- 
strate and sell! And Siegler makes warm friends 
for LP-Gas and all L P-Gas appliances! You get higher 
profits, higher earnings for salesmen, and no worries 
for the service department, when you sell Siegler. 


4. Your profit stays in your pocket... no 
loss for call-backs and complaints. Siegler quality 
sees to that and makes every customer an enthusiastic 
salesman for you. 


5. A Complete Line. There's a Siegler with 
“traveling” floor heat that's just right for every home 
from 2 to 7 rooms. You can solve any home heating 
problem with Siegler. 


6. Your Own Merchandising Man. Your siegier 
Representative is a full-time, trained specialist in the 
home heater field. He will show your salesman how 
to “sell ‘em up” to Siegler, and help you plan your 
advertising, promotions and demonstrations. 


SIEGLER HEATER COMPANY, Dept. BP-8 
Centralia, Illinois 


WRITE FOR 


Siegler 


LP-GAS 


Bey: VETL 
LP-Gas Home Heaters 


Gentlemen: Please send complete product and dealership information 
on Siegler LPG Home Heaters. 











PROMOTION 
PROGRAM 








| 
| 
| 
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position of president went to Robert 
I, Rasmuson. Vice president last 
year, he succeeds Frank W. Achen- 
bach, of Trenton, Mo. 

Mr. Rasmuson is currently vice 
president and manager of the Ure- 
gas Corp., Rollo, Mo., and in addi- 
tion is general sales manager for 
all of the Uregas companies, whose 
general offices are in Moberly. 

Other officers named for one-year 
terms are Roy Burkholder, Burk- 
holder’s Appliance Co., Sedalia, vice 
president; and C. J. Creager of 
General Gas Inc., Lebanon, treas- 
urer, James H. Dowell, Webster 
Gas Co., Springfield, was reelected 
assistant treasurer. 

More than 400 Missouri dealers 
and their wives attended this 13th 
annual convention, but missing was 
the usual trade show. However, it 
is expected that trade shows will 


dy 3 be resumed in the future. Appear- 
ing on the program were L. T. 

mee Ss ST White, vice president, Cities Ser- 

YLE X-34 vice Petroleum Inc.; Harold E. 


Jalass, vice president, Cribben & 


GROUND JOINT FEM Sexton; Dr. Norman N. Royall Jr. 
LE COUPLINGS professor of science, University of 
<ansas City, and Dr. Laurence J. 


Unequalled in strength, durability and safety! That’s why more Taylor, Hillsdale (Mich.) College. 


and more “GJ-Boss” Couplings are being used on hose handling 





L-P Gas ... at bulk plants . . . on carloading rigs . . . and othe: 
installations. All parts are steel or malleable iron, thoroughly rust- 
proofed. Furnished with super-strong “Boss” Offset and Interlock. 
ing Clamps. Ground-joint union matey stem and spud forms 
leakproof, trouble-free seal. Sizes 14” to 6”. inclusive. Also avail- 
able in washer type, and with ln ok “Boss” Male Couplings. 
Stocked by Manufacturers and Distributors of Industrial Rubber 
Products. 


R. E. Rasmuson D. M. Orcutt 
President Resigned 


pD | 4 O N The convention committee was 
headed by Paul Sims, House & Sims 
Viele é Coupling hy Gas Co., Albany. 


GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHE! Ne A week after the convention, D. 

Te . . DIXON VALVE & COUPLING CO. LTD. TORON M. “Buck” Orcutt, for the past six 

years executive secretary of the 

Missouri association, announced his 

resignation, to become effective 

August 31. 

Mr. Orcutt will join the Union 

SPECIFICALLY DESIGNED Petroleum Corp. of Tulsa, whole- 
TO HANDLE L-P ale) 4 salers of LPG products. 

GAS TANK ae ‘ ! Did u ever k d ddict? Each 

i yo yer now a ru a ict: vac 

INSTALLATIONS . shot makes the next one at makes 

° POWER RAISING AND / it harder to quit. Price cutting works the 


same way. The addict says to himself “Just 


$ POWER LOWERING | one more,” but there is always one more— 
00 never a last one. For either the addict or 
985 READY TO INSTALL F.0.B. MILWAUKEE | the price cutter, there is no future in it. 


| Pride is gone, and it is not doing anyone any 

op yg yb gg ote day nes MOTORS CORP. good. Some dealers are worrying about the 
Sninins ania Whidnes Viraiiien future of their businesses, their profits and 
where they can get operating capital. Who 


Name 
Address is to blame? Who suffers? Everyone! 


City ..... wit aaRes once neal cena pene eRe ear Margaret Krueger in 
Alabama LP-Gas News 
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AGA APPROVED 


HEATERS 


The Brand NEW Armstrong 


Series 200 Vented Circulators—with or 
without radiant feature—designed with that 
“sheer look” to fit in with any furnishings. 
For use with Natural-Mixed, Manufactured 
and LP Gases. 30,000, 40,000, 50,000 and 
70,000 BTU. Finished in Armstrong’s own 
“Mocha-tone” tan with front grille in con- 
trasting gold silicone enamel. Front re- 
movable for easy cleaning. 
Blower converts to a forced air unit in a 
few minutes. 

Write for full specifications, 

elso data on all 60 Arm- 

strong models and sizes. 


Armstrong Products Corp. 
Dept. BP, Huntington 12, W. Va. 





SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight. 
Prevents rust, cor- 
rosion, joint seizure. BLENDS 


LIQUID WRENCH ' 


The super-penetrating 
rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ ports 
Liquid Wrench works 
fast ...yet is absolutely 
safe for all metals and 
alloys. 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 


North 
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W. R. Tappan 
Tappoen Co. 


A. P. Tappan 
Tappan C 


W. R. TAPPAN, executive vice 
president and general manager of 
the Tappan Co., has been elected 
president of the firm to succeed 
ALAN P. TAPPAN, who has _ been 
elected chairman of the board of 
directors. W. R. Tappan will also 
continue his duties as general man- 
ager. He became associated with 
the company in 1939 as a 
representative. A. P. Tappan 
started his career with the com- 
pany in 1919 as a sales representa- 
tive. In 1923, he was named plant 
superintendent, was elected vice 
president in charge of sales in 1931 
and president of the company in 
1945. 


sales 


FRED C. CATRON has joined the 
staff of Master Tank & Welding 
Co. as sales engineer. 

ROBERT E. Copy, Hixson & Jor- 
genson Inc., advertising executive, 
is now manager of advertising and 
public relations for General Con- 
trols Co. Mr. Cody was the agency’s 
account executive to General Con- 
trols from 1954 to 1956. 


FRANCIS L. EARLY is regional 
sales manager for Temco Inc. Mr. 
Early will make his headquarters 
in Grapevine, Texas, a suburb of 
Dallas. He has been associated with 
the Gibson Refrigerator Co., the 
Union Electric Co., Servel, Bryant 
Heater and the St. Louis County 
Gas Co. He served in various ¢a- 
pacities, among them in the sales, 
credit, personnel, and advertising 
departments. 


GAS KIT 


...the Serviceman’s Family 


A Compact Une" 


Created to meet the demands 
of the GAS Serviceman! 


* Lowers Tool Loss 
And Breckage 

* Saves Time with * Keeps Tool 
Proper Tools Inventory Low 

* Allows Serviceman to Check his complete 
tool inventory before leaving job. 


“HAMMER HEAD CLIPS” 


One Operation Fastener 


This is the answer to 

the problems of fas- 

tening tubing quick- 

ly, economically and 

safely needed 

just a hammer 

® Made of full hard 
steel 
Extra heavy cad- 
mium plated to 
eliminate rusting 
Will not split or 
streak wood sid- 
ing 


“THE SOD-R-LESS KIT” 


Drill & Small Reamer Holder 


* Reduces Service 
Costs 


Propane & Butane B.T.I 

valves stamped on the 

handle. SOD-R-LESS KIT 

available in rugged metal 

case complete with 

range of high quality 

drills AN SOD-R 

LESS Holders from 

=40 to SO plus =90 

reamer for pilot work 

ete. Kit also contains spe 

cial serew-driver for set serew re 

moval Spare compartments, removable 
tray permits storage of spare drills & reamers 


FIRST 


MAGNETIC 
THERMOMETER 


For checking thermostat 
adjustments on Ranges, 

Dryers, etc. Just slap 

to any steel porcelained 
surface—it holds! 

PLUS * « « DRILL & REAMER GAUGE (only one 
plate) * LEAK DETECTOR KIT with special solution 
2-IN-1 Floor Plate © Handy Soap Cans * Ratchet 


Offset Midget Units © Nameplates (adhesive backed) 
oods, Orifices & Adapters 


GAS-KIT CO. 


GLASTONBURY, CONNECTICUT 








Enables the LPG dealer to make 
a workable “Service Contract” on 
systems owned by the consumer. 
Decorative, duplicate contract 
forms furnished with each lock 
cap, on request. Lock caps are 
packed 24 to carton—4 cartons to 
the case. 


SERVES MANY PURPOSES: 


| Gives contracting dealer exclusive rights 
or control on all gas delivered into 
container. 


Prohibits 
persons. 


tampering by unauthorized 


Discourages “distress raiding'’ of con- 
sumer customers by unethical operators. 


U. C. RONEY, Anchor Manufacturing Co. 
P.O. BOX 1001, CORSICANA, TEXAS 


For further information and prices write direct to us or to the 
nearest Anchor Manufacturing Company distributor below: 

6240 Ogden Avenue 
1485 Prentwood 
2425 Caroline Street 


Distributors: 


Fine Products Company 

Gas Equipment Co. of Denver 

Gas Equipment Company, Inc. 
P.0. Box 5 

The Pasley Mfg. & Dist. Co. 

Pond-Johnston, Inc. 


Valley Industries, Inc. Box 111 


hee LP-Gas systems 


66 
601 East 11th Street 
403 Beauregard Street 
3165 Choctaw Drive 
7200 N.W. 29th Court 


NOW ... an eco- 
nomical, safe way 


to lock your 


on loan or lease 


Hinged lock cap cover is made of 
die cast aluminum. Cover en- 
closes acme thread and cap on 
filler valve. It is designed for use 
with a padlock. Permits filler 
valve to be locked without inter- 
fering with operation of other 
valves. 


4 A dealer-consumer agreement pro- 
vides that dealer will remove lock 
and cap upon request of consumer. 
This serves as a warning to dealer 
that all is not well with one of his 
consumers. 

Helps dealer collect past due ac- 
counts. 

6 A safety device for tanks located in 
congested areas, schools, churches, 
motels, etc. 


Berwyn, II. 
Denver, Colorado 
Dallas, Texas 


Kansas City, Mo. 
Mobile, Alabama 
Baton Rouge, La. 
Miami, Florida 
Mt. Pleasant, Iowa 














NEW DRILL CASE 


For the Gas Serviceman 
® Holds 41 drills — sizes 40 to 80. 


© Each thumb drill has size stamped on 
handle in sequence. 


@ Each drill fully protected. Cannot 
break in case. 


® Servicemen can carry in hip pocket. 
All metal — compact. 


© Set will take care of general servicing 
requirements. 


Original Manufacturers of Conversion 
Materials and Special Tools Serving 
the Gas Industry for Over 
35 Years. 

« 


Write for Catalog 


ANDERSON and FORRESTER 


3563 LARIMER STREET, DENVER, COLORADO 
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GILBERT A. PECK has been named 
branch operations manager in the 
sales department of Bryant Manu- 
facturing Co. Formerly sales spe- 
cialist in the eastern region of 
Carrier Corp.’s Unitary Equipment 
division in New York City, Mr. 
Peck will coordinate and supervise 
the business operations of Bryant’s 
seven factory sales branches in 
3oston, New York City, Paterson, 
N. J., Cleveland, Detroit, Chicago 
and St. Louis. He will headquar- 
ter in Indianapolis. 


Lewis V. SMITH is promoted to 
district sales manager in Cleveland 
for Robertshaw Thermostat divi- 
sion, Robertshaw-Fulton Controls 
Co. His territory includes north- 
ern Ohio, western New York, west- 
ern Pennsylvania and West Vir- 
ginia. Mr. Smith joined Robert- 
shaw in 1942 as a laboratory 
technician and later became labora- 
tory supervisor. In 1951, he was 
transferred to Cleveland as sales 
engineer in charge of the com- 
pany’s customer service laboratory, 
and later to direct sales in 1953. 


RoBERT K. ESKEW has_ been 
named director of engineering, re- 
search and development for Arkla 
Air Conditioning Corp. At the 


same time it was announced that 
general sales offices for Arkla have 
been located permanently in Little 
Rock, Ark., at 812 Main St., under 
the direction of W. G. WEPFER, 
general sales manager. Arkla’s 
plant at Evansville, Ind., remains 
under the direction of L. E. Wal- 
bridge, vice president in charge of 
production. Mr. Eskew has been 
associated with gas absorption re- 
frigeration and air conditioning 
work since 1936, when Servel Inc. 
began development of the all-year 
gas air conditioning units. Pre- 
viously he had been employed in 
the Servel organization since 1928, 
principally in sales and field engi- 
neering. 


GEORGE R. POSTLEWAIT has re- 
signed as president of Selwyn-Pa- 
cific Co. This change will allow the 
completion of Mr. Postlewait’s 
plans to enter the L. P. gas busi- 
ness. WILLIAM C. BLOCKER has 
been appointed midwestern sales 
manager for Sel-Pac. As part of a 
general expansion program, Mr. 
Blocker will supervise the com- 
pany’s sales activities in the states 
of Minnesota, Michigan, Indiana, 
Kentucky, Iowa and Illinois. 


W. V. Rathbone 
General Gas 


M. F. Dryden 


General Gas 


WILLIAM V. RATHBONE and MAR- 
rin F. DRYDEN JR. have’ been 
elected to the board of directors 
of General Gas Corp. Mr. Dryden 
joined the company in 1945 and 
was appointed a vice president in 
1956. Mr. Rathbone was named 
vice president in charge of Delta 
Tank Manufacturing Co., a wholly- 
owned subsidiary, in 1956. 


JAMES D. HESSER’S appointment 
as national builder sales manager 
for Dixie Products Ine. is an- 
nounced. Mr. Hesser comes to 
Dixie from a position as national 
sales representative for the Custom 
Kitchens department of Westing- 
house’s Major Appliance division. 
Also announced is the appointment 
of H. GEORGE DRIEMEYER as the 
company’s west coast sales man- 
ager. In this position, Mr. Drie- 
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perfect for bedroo 


Just Look At These 
Sales-Making Features... 


SAFE Burns no room air. All 
products of combustion are power 
vented outdoors. Has 100%; safety 
pilot. 


FAST Heat starts instantly and 
is circulated throughout heating area. 
Ideal for motels which keep heat 
down in unoccupied rooms 


Saves up to 30°, in Fuel Costs 


COMPACT — Orly 14” wide and 
14'9” high. Easily installed between 
wall studs, without framing. Also 
may be installed in window. Takes 
less than one cubic toot of room space. 


AUTOMATIC Vhermostaticallsy 
controlled for si/ent, automatic opera 
tion. Available with either a built-in 
temperature control or wall thermo- 


stat. 


VERSATILE Although heater 
was designed especially for bedrooms, 
it is also ideal for offices, playrooms 

wherever dependable, clean, 


healthful heat is desired. NOVENT DYNA VEN 


Also available in SUBURBAN APPLIANCE COMPANY 
35,000 BTU and General Offices Whippany, N. J. 
45,000 BTU Models Factory Dayton, Tenn. Fully approved 


by AGA 


it takes... 


to put lifetime porcelain 
inside and out! 





+ 


Every Enterorise Gas Range is completely finished in lifetime 
porcelain. This includes back walls, storage interiors, toe plate 


yven and storage racks. No rust... easy t ean. 


4 


This is Enterprise quality . . Quality you can sell because ifs 


! | r e ~ 
exactly what your customers want. Its standard equipment on 


Enterprise Gas Range . . . just one of many Enterprise 


features that means more range to 





Ask your Phillips & Buttorff salesman about 
our dealers’ advertising allowance! 


PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee ... in our 100th year 
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THE COMMERCIAL COOKING 
LOAD IS YOURS 


when you feature... 


KEATING 
Instant Recovery FRYERS! 


The Fryer guaranteed to outproduce 
all others—gas or electric 


The Keating Trump is the 
only high input (80,000 
BTU’s) fryer approved by 
the AGA for use with LP 


gas. 


A Fabulous FREE Trial Offer! 


l’rove to yourself and to your customers— 
You can’t beat a Keating Fryer! 
Order Keating Fryers for trial installa- 
tions at your customer’s address. If after 
two weeks a customer is not completely 
convinced of the superiority of a Keating 
Fryer, you may return the fryer for full 
credit Pius freight charges—BoTtH Ways! 


To learn more about the famous Keating Trump | 
Fryers and how YOU can extend this generous | 


The Keating 14" Trump trial offer to YOUR customers, write: { 


*% Automatic Time and 


Temperature Control oS + Y i] N G & 9 U I P M E N T 
* Instant Temperature & S U Pp » LY Cc  @) aa P ANY 


Recovery 
1210 West Van Buren Street 


*® Greatest Heat Input Ever Chisago 7, Macks 








reliability 


If it’s true that one good job sells another, then Reznor gas heating equipment 
should be a real business-builder. Reznor makes the finest unit heaters you can 
install... tops in quality and consistently ahead in engineering. Reliable, 
efficient Reznor installations make friends for you...and word gets around. 
Reznor reliability also means that you don’t have to worry about service call- 
backs eating away your profits. 


RELIABILITY — just one of the many reasons why Reznor dealers make 
more sales ...and more money. Ask your Reznor distributor for details. 


veal si J 
sone “REZNOR 


the Yellow Pages || 4 S LARGEST-SELLING DIRECT-FIRED 
” } wh te 


a) Ty OY 
> Zi SUNIT HEATERS 


Reznor Manufacturing Company, 4 Union Street, Mercer, Pa. 
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meyer will direct sales expansion 
of Dixie ranges in an eleven state 
region. 


B. B. ROBINSON has been ap- 
pointed northwest district man- 
ager, supervising the states of 
Washington, Oregon, Idaho, Mon- 
tana, western Wyoming, and west- 
ern Canada for O’Keefe & Merritt 
products. While with the Shell Oil 
Co. in 1929, he sold the first L. P. 
gas in the Northwest under the 
name of Shellane. Mr. Robinson 
maintains his headquarters’ in 
Seattle. 


ROBIN A. BELL has been elected 
president of two Janitrol divisions 
in Columbus, Ohio, and executive 
vice president of Surface Combus- 
tion Corp. HENRY M. HEYN is 
elected president of the corpora- 
tion, succeeding FRANK H. ADAMS 
who died on Easter Sunday. Mr. 
Heyn is also elected president of 
the industrial division, in Toledo 
JAMES A. FARRELL, is a new mem- 
ber of the board, as its vice chair- 
man and ALBERT J. BUCKENMYER, 
secretary-treasurer of the corpora- 
tion, as a member of the board. Mr. 
Bell has been a director and vice 
president of the corporation as well 
as general manager of all Colum- 
bus operations. 


R. A. Bell R. C. Gundaker 
Janitrol Chattanooga Royal 


ROBERT C. GUNDAKER joins Chat- 
tanooga Royal Co. as vice president 
in charge of sales and advertising.. 
He was with the Sunbeam Corp. 
for 11 years in various field and 
sales management positions prior 
to joining Chattanooga. 


W. PHILIP WYRICK was ap- 
pointed treasurer of Texas Natural 
Gasoline Corp., with duties relat- 
ing generally to over-all company 
activities but with primary respon- 
sibilities relating to accounting and 
finance. He recently resigned his 
position as resident partner with 
Frazer & Torbet to accept his new 
duties with Texas Natural. LESTER 
A. STUEWER was made assistant 
treasurer. He joined the company 
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in 1952 and his new office is in ad- 
dition to his duties as assistant 
secretary and manager of the ac- 
counting department. FRED B. 
BARTLETT was promoted to chief 
accountant. He joined Texas Natu- 
ral in 1954. 


ERNEST M. WEBB has been ap- 
pointed sales engineer for the Dura- 
Vent Corp., an affiliate of Peerless 
Manufacturing division of Dover 
Corp. Mr. Webb has been engaged 
in the wholesale heating and air 
conditioning business for the past 
nine years, and has served in an 
active capacity in National Trade 
Association affairs. 


GILBERT N. BELL, recently ap- 
pointed general sales manager of 
the Sprague Meter Co., joined the 
company some eight years ago and 
Was appointed field manager in 
1952. He has since supervised the 
activities of Sprague sales per- 
sonnel in the field. His headquar- 
ters will be in Bridgeport, Conn. 
Miss EpItH L. BALLOU who retired 
from the position of general sales 
manager, will devote her full time 
to duties as secretary of the com- 
pany. 


at 


G. N. Bell 
Sprague Meter 


R. E. Hewitt 


American Metal 


RICHARD E. HEWITT is advertis- 
ing and sales promotion manager 
of American Metal Products. He 
was formerly with General Con- 
trols as a division advertising man- 
ager. He succeeds WILLIAM L. 
MORGAN, who assumes the post of 
sales manager. 


HARRY C. BOYLE has joined Allen 

Du Mont Laboratories Inc. as 
assistant division manager for in- 
dustrial sales in the firm’s Indus- 
trial & Military Equipment di- 
vision. In the newly created post, 
Mr. Boyle, former sales manager 
for RCA’s Mobile Communications 
\quipment, will assist Frederick 
H. Guterman, vice president and 
division manager, in coordinating 
the division’s overall industrial 
sales activities with individual 
product managers. 
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BuRT MENDELSON has been pro- 
moted to the position of assistant 
director of marketing for the Com- 
munications & Industrial Elec- 
tronics division, Motorola Inc. He 
had been manager of the Market 
& Product Planning department. 
In his new position, he will con- 
tinue to supervise product and mar- 
ket planning activities as well as 
assist in management of all mar- 
keting department functions. 


ROBERT D. BUTLER has been ap- 


pointed to the position of assistant 
to sales manager-plug valves for 


THE ROCHESTER 


W-K-M, division of ACF Indus- 
tries Inc. He joined the company 
in 1953 as sales representative- 
plug valves in the southeastern 
part of the United States. 


EARL C. ARMSTRONG is the re- 
gional sales representative in the 
South and Southwest for Ford di- 
vision’s Industrial Engine depart- 
ment. He will headquarter at the 
Ford district sales office in Dallas. 
Mr. Armstrong has been with Ford 
division’s service department since 
1950, serving most recently as cus- 
tomer relations manager in Dallas. 


yylE“or GAUGE Is 


easy to read = accurately! 


Criterion’s exclusive angle-view dial makes 


reading easy from any angle. Big, bold, black 


printing on white background insures maxi- 


mum ease in readability. 


Demand Rochester Criterion gauges on 
your next tank order or order direct from 


factory. 


ROCHESTER GAUGES, 


INC. 


OF TEXAS 


2425 CAROLINE @ DALLAS, TEXAS 


SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 
PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 





CENTURY takes first ...in sales... 
in performance ...in dealer service 


‘on Gan Sen Gin Gn ten GD On Gon le Oh ee On On OO 
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Century LP-Gas car- 
buretion units are 
balanced in size and 
capacity for each 
installation. 


...for Century dealers 


CENTURY MEANS BUSINESS THIS YEAR — big vol- 
ume business for Century carburetor dealers. 
LP-Gas motor fuel sales are booming—and 
Century as a part of the Borg-Warner team offers 
dealers amazing sales potentials and opportunities. 

It’s time to get prepared for profitable summer 
sales of carburetion and LP-Gas as a motor fuel. 

Century is ready with the World’s most com- 
plete line of LP-Gas carburetion. Century is ready 
to offer you many new advantages, new services, 
new developments and new profits. 


wit vt - 


(CENTURY > 


LP-GAS CARBURETION 


sien 


Century is ready with its big, nation-wide sales 
and service organization to help you. Our central 
location and western service-center-warehouse 
assures fast delivery and customer satisfaction. 

Now you can get ready for the big year— 1958 
—by writing for all the facts about Century’s new 


dealer service plan. 


Demand the dependability of a 
Century carburetion system for all 


your conversions and assure customer satisfaction. 
. SF SAN ay a Pate Sra ri # a — 
£59 SETS RR hE Map: me 
a 


My, 


Century Gas Equipment 
Marvel-Schebler Products Division, Borg-Warner Corp. 
625 Southside Drive, Decatur, Illinois 


Export Sales: Sin Par Automotive Div., Singer Products Co., 15 Moore St., New York 4, N.Y. 


108 BUTANE-PROPANE News 





® power | 


LPG cuts LeTourneau-Westinghouse 


fork lift maintenance by two-thirds 


By HARRY L. SPOONER 


ETOURNEAU-WESTING- 
HOUSE CoO., Peoria, IIL, is 
one of the world’s largest manu 
facturers of heavy earth-moving 
equipment. The mammoth firm 
doesn’t make spur-of-the-moment 
decisions. Changes within its huge 
Peoria plant are made only after 
thorough systematic and scientific 
investigation. In September, 1955, 
LeTourneau - Westinghouse began 
buying propane-powered fork lifts 
in place of gasoline models. 

Just as cost 
highway and excavating contrac- 
tors who use its giant rubber-tired 
equipment, LeTourneau - Westing- 
house doesn’t trust to memory or 
simple paper-and-pencil calcula- 
tions in keeping maintenance cost 
records on its fork lift trucks. The 
firm uses IBM electronic comput- 
ing equipment. IBM records show 
that LeTourneau-Westinghouse is 
getting three times as many 
months use out of its propane fork 
lifts before engine overhaul as it 
did on its gasoline units. 


conscious as the 
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One of five propane-powered fork lifts which go 2! to 26 months between overhauls com- 


pared to 6 to 9 months with gasoline units. Note heavy earth-moving equipment at top, 


right, which LeTourneau-Westinghouse manufactures. 





How it began 


Here are the words of Delmar 
Warnke, chief plant engineer, Le- 
Tourneau-Westinghouse, as he ex- 
plains the changeover to propane 
and the benefits derived by his 
firm: 

“In March, 1954, an article ap- 
peared in a materials handling 
magazine titled ‘L.P. Gas Con- 


version Saves $300 Per Fork 


Truck.” On the basis of data 
obtained from this, the plant engi- 
neering department and_ super- 
vision responsible for our indus- 
trial truck maintenance decided to 
begin investigating the use of 
liquid petroleum gas for future 
new trucks. 

“Early in 1955 we obtained a 
reprint from January, February 
and March issues of BUTANE-PRO- 
PANE News which included three 
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LeTourneau-Westinghouse has a 1000 gal. bulk tank for filling fork lift cylinders. The tank 
is enclosed and protected by the heavy wire fence. 





articles on the subject ‘LPG for In- 
dustrial Trucks.’ From our studies 
of the subject it was decided that 
our next new truck would be 
equipped for propane fuel. 

“Our maintenance cost records, 
which are tabulated with IBM 
equipment, have never included the 
cost of fuel or oil. Therefore, 


complete and accurate fuel costs 
were not obtainable. However, for 
a period of six months after receiv- 
ing our first truck using propane 


fuel in September of 1955, we 
compared fuel costs with our other 
gasoline powered trucks. Even 
though we were paying a premium 
for propane on a single unit basis, 
fuel costs were lower than other 
trucks using gasoline. 

“Fuel costs were not our prime 
concern. During the six month 


period, we observed that the engine 
did not smoke and gave off a great 
deal less exhaust fumes. Gasoline- 
powered trucks would begin smok- 
ing after 3 to 4 months operation. 


One-third less maintenance 


“In the Spring of 1956, four 
Clark fork trucks were purchased, 
all equipped to burn propane, and 
plans were made for the installa- 
tion of a bulk storage tank and 
refueling equipment. Two units 
were put into operation April of 
1956, the 3rd of May, and the 4th 
in June, 1956. 

“Three of these LPG units oper- 
ated 21 months before engine 
overhaul, one 24 months, and the 
original unit 26 months before 
engine overhaul. By comparison, 
our gasoline-powered trucks were 





One man is responsible for filling fork lift cylinders, which are changed by the drivers. 


Tanks are filled far faster than with gasoline. 





given a complete engine overhaul, 
including new rings, valve grinding 
and new main and rod bearings, 
after 6 to 9 months of operation 
and frequently required reboring 
because of cylinder wear. Our 
propane fuel trucks required only 
a ring job, a valve regrinding, and 
new connecting rod bearings were 
installed even though wear was 
negligible. 

“We have not attempted to put 
any cost figures on this reduced 
maintenance, but you can readily 
see that maintenance costs have 
been substantially reduced. 

“In addition, employee relations 
have been much improved due to 
reduction of objectionable exhaust 
fumes.” 

And that is straight from a man 
who should know. 

The five propane-powered fork 
lifts in use are Clark Hydratork 
Utilitrac E’s, 6000 lb capacity, each 
costing $6346. They are in con- 
stant operation during two eight- 
hour shifts daily. 


Easy cylinder changing 

Bulk storage for propane used 
by the fork lifts is a 1000 gal. tank 
in a yard of the vast Peoria plant. 
The tank is completely enclosed 
with a heavy wire fence. One man 
is responsible for keeping a filled 
supply of 46 lb vehicle tanks in 
the enclosure. 

When a fork lift’s tank is nearly 
empty, the operator drives to the 
enclosure where he takes off the 
empty and puts on the full 
cylinder. The empty is placed on 
the opposite side of the enclosure 
from the full cylinders. The 
cylinders are changed by the driver 
in less than a minute since they 
are secured to the fork lift with 
two metal straps which have snaps 
on the ends. 

The firm has found that LPG 
tanks are filled much faster than 
gasoline tanks, thus saving the 
attendant’s time. Propane, about 
4000 gal. per month, is supplied 
by local Skelgas dealer W. T. Shols. 

“We are well-pleased with the 
operation of our trucks,” summed 
up Cecil Butler, LeTourneau-West- 
inghouse superintendent of main- 
tenance, “We are certain that, with 
our present setup, we are operating 
our fork lifts as efficiently and 
economically as possible.” 








CARL ABELL, editor of 
BUTANE-PROPANE News and 
author of the Butane-Propane 


Power Manual, discusses . . . 





Handling operating 


problems of 


L. P. gas engines 








Part four 


gy E final regulator of any pro- 
pane carburetion system has a 
“balance hole” on the regulator 
cover. Its purpose is to admit air 
to the back side of the diaphragm 
which controls the regulator 
valve, so atmospheric pressure 
will automatically control the 
opening and closing of the valve, 
just as atmospheric pressure 
working in conjunction with the 
float controls the fuel level in the 


bowl of the gasoline carburetor. 

This breather hole may be open 
to outside atmosphere, or it may 
be connected to the carburetor air 
inlet between the air horn and the 
air filter by means of a copper or 
rubber tube. 

With the Ensign carburetor, 
this balance tube connected to the 
air inlet is standard practice. 
With other makes, it is optional 
with the installer. It is generally 


omitted unless the tractor or ve- 
hicle is used in extremely dirty 
work, in which the air cleaner re- 
striction is changing rapidly due 
to alternate clogging and cleaning 
out. 

The balance tube seems to make 
little difference in power or econ- 
omy if the air filter restriction is 
constant. The carburetor adjust- 
ments can compensate for con- 
stant restriction, whereas. the 
changing restriction encountered 
in very dirty operation upsets the 
carburetion unless the balance 
tube is used. It provides automatic 
compensation on the diaphragm, 
in relation to the changing re- 
striction at the air cleaner. This 
is exactly the same function that 
is served by the balance passage 
between the float bowl and the air 
intake, in a gasoline carburetor. 

Closing this balance hole, or re- 
stricting its area in any way, will 
make the engine hard to start, will 
impair its economy, and will make 





Two-stage regulation... will lead 


to longer profits 


(Continued from page 34) 


condensing the vapors in the line 
between the first and second-stage 
regulator. This precludes them 
from running into the trouble, de- 
scribed above. 

If you have occasion to reduce 
the pressure being delivered by the 
first-stage regulator after the in- 
stallation has once been made, it is 
important that you readjust the 
second-stage regulator to give the 
proper pressure at the new lower 
inlet pressure. After this has once 
been done, you will still have ample 
volume and trouble-free service if 
your regulators have been proper- 
ly selected for size. 


Case history No. 4 


Another example of the flexibil- 
ity permitted by two-stage regula- 
tion recalls to mind an _ installa- 
tion I worked on in Ohio. We had 
occasion to run L. P. gas lines on 
five different floors of a large man- 
ufacturing plant. The installation 
was such that it was necessary to 
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put the second-stage regulators in- 
side the building. Under pamphlet 
58, this is permissible as long as 
the inlet pressure to the regulator 
does not exceed 20 psi and, of 
course, the breathing vent of the 
regulator is piped out of the build- 
ing, so as to safely discharge gas 
in case of failure. 

In this particular installation, 
our gas was supplied from three 
1000-gal. bulk tanks which we 
hooked up with two high-pressure 
regulators in parallel, set at ap- 
proximately 11 Ib and 12 Ib respec- 
tively. We ran this line up the out- 
side of the building with take-offs 
at each of the five floor levels. We 
adjusted our second-stage regula- 
tors to give us the proper pressure 
for the burners. Naturally the in- 
let pressure to the regulator on the 
first floor was just a little higher 
than that of the regulators on the 
fifth floor, but this caused us no 
concern since the regulators were 
adjusted to the particular inlet 
pressure which occurred at their 
floor level. 


A suggested method of manifold- 
ing tanks is shown in Fig. 4 since 
larger installations are so directly 
associated with two-stage regula- 
tion. 

In closing, may we briefly com- 
ment that there are naturally a 
number of factors to be considered 
in the proper installation of an 
L. P. gas system, such as: (1) hav- 
ing an adequate number of cylin- 
ders or a sufficiently large storage 
tank to vaporize the maximum gas 
load the system will have occasion 
to supply under the most adverse 
weather conditions; (2) the im- 
portance of properly sized pip- 
ing in either single or two-stage 
regulation to prevent too much 
pressure drop in the lines; and (3) 
the importance of having dry fuel, 
dry tanks and dry equipment in 
general, to prevent freeze-ups, etc. 

Recognizing all of these as fac- 
tors which can cause trouble if not 
properly handled, I still maintain 
that proper regulation, which can 
be best accomplished by two-stag- 
ing, will do more to cut your ser- 
vice calls, create better satisfied 
customers, and consequently lead to 
longer profit, than any other single 
phase of our installation prob- 
lems. «4 





its operation ragged and_ the 
power poor. If open directly to 
atmosphere, the balance hole may 
become filled with dirt, or if a 
balance tube is used, the tube 
may become bent or crushed. 
One of the essentials of preven- 
tive maintenance on the LPG fuel 
system is to keep this breathing 
action from becoming restricted. 
The owner will probably never 
think to check it, so it is good pro- 
cedure for the service man to see 
that normal breathing can take 
place before he makes any other 
checks. (Certain manufacturers 
have discontinued threading these 
vent holes, so uninformed opera- 
tors will not put pipe plugs in 
them to prevent entrance of dirt.) 
LPG carburetion systems which 
are not equipped with balance 
tubes are particularly sensitive to 
changes of oil level in the air 
filter. A high oil level will affect 
the idling, and will also give poor 
fuel economy. A low oil level will 
not clean the air, and this may 
result in premature engine wear. 
The oil in the filter should be 
light weight, it should be changed 
frequently, and the corn leaves, 
foxtails, and grasshoppers should 
be cleaned off the screen. Thev 
affect economy too. ® 
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Use of LPG as transit 
fuel continues to grow 

Last year an estimated 380 mil 
lion passengers rode in city buses 
powered by L. P. gas engines. The 
use of butane and propane as a 
transit fuel will continue to grow, 
the annual bus survey by the LPGA 
indicates, since a_ reported 236 
buses will be added this year to the 
2444 vehicles already using LPG. 

Lower maintenance costs and 
greater intervals between oil 
changes are the chief reasons why 
LPG is used by public and private- 
ly owned transit lines in 15 states 
and one Canadian province. L. P. 
vas thus becomes the bus man’s 
ally in his drive for lower oper- 
ating costs. Additionally, there is 
a 7 cent a gal. saving on LPG over 
gasoline. Last year the lines used 
32.5 million gal. and found a miles 
per gallon average of 3.595. 
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L. P. GAS BUS SURVEY HIGHLIGHTS—1 952-1957 


Number of L. P. gas buses operating 
Percent that are factory equipped 
Total miles driven (million miles) 


Estimated L. P. gas consumption (million gallons) 


Estimated number of passengers carried 

{million passengers} 
Average price difference—L. P. gas and 
gasoline (cents per gallon) 


L. P. gas mpg average 


Average oil change interval (thousand miles) 


Average company owned storage capacity 
{thousand gallons) 


1952 1953 1954 1955 
1.434 1,663 2,164 2,245 
57% 59% 66% 69% 
55.6 60.5 76.9 83.9 
178 19.1 24.6 29.8 


N.A N.A. 
6.64 7.13 


3.680 
11.4 





Riders likewise prefer L. P. gas 
because of its fume-free exhaust. 
This factor has also attracted wide 
attention among urban smoy-con- 
trol officials. 

The survey by LPGA’s Market 
Research Committee also disclosed 
these facts: 

LPG buses traveled 87.7 million 
miles in 1957, 7 million miles more 
than in 1956. 

The oil-change interval averaged 
14,600 miles. All lines reported 
this figure was larger than that 
experienced with gasoline or diesel 
engines. One line reported its in 
terval as 24,000 miles. 

Miles-per-gallon experience of all 
lines was the same as, or better 
than, that found with other fuels. 

Ninety-two per cent of the lines 
maintain their L. P. gas storage 
inside city limits with the average 
capacity close to 30,000 gal. 

Sixty-eight per cent of the buses 
were factory-equipped for L. P. gas 
power. 


Italian firm demonstrates 
methane-powered truck 

A great interest has been aroused 
in northern Italy by a new Fiat 
truck driven on methane, an in- 
gredient of natural gas, which has 
just accomplished a tour of indus- 
trial areas stopping for demon- 


strations in Turin, Novara, Genoa, 
Pavia, Parma, Bologna, Padua, 
Brescia, Varese, and Milan. 

Unlike many other similar vehi- 
cles, the truck, styled Fiat 682Me, 
is driven by an engine which is not 
an adaptation but has been specia!- 
ly designed to run on methane. 
This six-cylinder engine develops 
160 hp at 1900 revolutions per 
minute and it consumes about 0.5 
cu metre of gas per mile. This 
modest consumption increases to 
about 0.7 cm when the truck tows 
an 18-ton trailer. 

The overall length of the 682Me 
is 23 ft and the overall width 8 ft 
3 in. The weight dry is about 6.75 
tons. The internal dimensions of 
the box type body are: length 15 ft 
6 in.; width 8 ft 6 in.; height 1 ft 
9 in. The truck can carry a maxi- 
mum commercial load of 7.25 tons. 

The cylindric capacity of the 
engine is 10.676 litres and the feed 
is ensured by nine 40-litre cylin- 
ders filled with methane. 

The remarkable thing about this 
engine is its sprightly perform- 
ance and jow cost of operation and 
maintenance. In fact, the manufac- 
turers claim that it is superior to 
a normal gasoil-powered engine of 
similar size. 


UL "Listing by Report” 
issued to Beam Products 


An Underwriters’ Laboratories 
“Listing by Report” has been is- 
sued for the first time to a manu- 
facturer of L. P. gas carburetion. 
This covers field and factory con- 
versions of listed gasoline powered 
engines to L. P. gas and has been 
granted to Beam Products Manu- 
facturing Co. for completely pack- 
aged assemblies, according to an 
announcement by H. E. Lynn, sales 
manager. 

Actual installations of all sys- 
tems listed were made in Chicago 
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Beam Products’ completely packaged assem- 
blies which earned the company an Under- 
writers’ Laboratories “Listing by Report." 





and witnessed by an engineer of 
UL. Report includes a bill of ma- 
terials itemizing all part numbers 
corresponding to markings on each 
part, schematic drawings showing 
exact location of the pre-assembled 
unit, all hoses cut to proper length, 
cylinder brackets designed for each 
individual truck and complete 
mounting and adjusting procedure. 

This “Listing by Report” has 
cleared the way for field installa 
tions and will result in many addi- 
tional conversions which are more 
readily acceptable by the insur- 
ance carriers, 


Auto & Aero conducts 
conversion schools 


The Auto & Aero Supply Co. Inc.. 
Cincinnati, Ohio, distributors of 
automotive and L. P. gas conver 
sion equipment, conducted a one- 
day school on the techniques of con- 
verting internal combustion en 
vines to the use of L. P. gas. 

The school was originally sched- 
uled for May 13 only, however, due 
to the large number of registra- 
tions received the course was re- 
peated on May 45. The students 
were personnel of large industrial 
users of L. P. gas as well as sales 
and service personnel from distrib- 
utors and dealers of L. P. gas and 
L. P. gas conversion equipment. 

The classes were conducted by 
James E. Coch, sales manager and 
training director of Auto & Aero. 
Karl Deck, service-sales manager 


BEAM LP-GAS CONVERSION SYSTEMS 
NOW CARRY U.L. LISTING BY REPORT 


Customized Conversions 


Specifically designed for the vehicle being 
converted. 


TO THE LAST NUT AND BOLT 


These assemblies are complete: 
Vaporizer-regulator, solenoid valve, fuel 
filter and vacuum switch are mounted on a 
plate precision-engineered and drilled for 
the specific truck being converted. All fittings 
are included, hoses are pre-cut to required 
lengths and schematic drawings show exact 
location of fuel cylinder. ICC cylinder brackets 
are included. A Bill of Materials lists all 
part numbers. 

Installation instructions are so easy to follow 
that the average mechanic can do the job in 
approximately two hours without special tools. 


And each unit is 
equipped with 
BEAM’'S New Bulkhead 
fitting 


Tee BF-23 


Chafing and wearing of the high pressure 
fuel line are completely eliminated with the 
hydrostatic relief valve installed outside the 
engine compartment. 

Complete copies of Underwriters’ Laboratories 
“Listing by Report’’ showing actual photo- 
graphs of installations with instructions, dia- 
grams, etc. are available from Beam Products 
Mfg. Co. or from Underwriters’ Laboratories 
covering the following trucks — Yale Models 
KG-51-30 through KG-51-100 with suffix 
letters A, AT, T, R, P and S; Hyster Models UE 
30, YE-40, HE-50, UE-30T, YE-40T and HE- 
50T; Clark Carloader Models 3024, 4024, 
5024, and Towmotor Models 420-460-480- 
480P-500 and 500P. 


BEAM PRODUCTS MFG. CO. 


3040 Rosslyn St., Los Angeles 65, California 
CHapman 5-5791 


st 


CARBURETOR 
MANUFACTURER 
TO OFFER 

LISTED. 
LP-GAS 
CONVERSION 
SYSTEMS 


by Report) 





Safety Hose Nozzles 


of Zenith Carburetor division, Ben- | + \ 1. Une Aboot 
RE ae we pon : ‘Tin 
dix Aviation Corp. was the guest Parkhill Nozzles 2 | ' 4 Sot 
speaker at the May 13 session. Mr. 3. Simple an e 
lock on and open fuel 
Deck spoke on the proper use of valves in 3 seconds . . . 4. No Cold Burns 
L. P. gas as an engine fuel. At the On release, automati- 
May 15 class, George Gray, the cally vent away from 
pa , Was : hands. 
Verkamp Corp., Cincinnati, was , oe 
the guest speaker. Mr. Gray’s Lactage : Layer cil 
topic was the proper handling of a: rie 
and the safety regulations of L. P 
gas. 


Write for Information 


PARKHILL-WADE 


2264 Huntington Drive, San Merino, Colif, 
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CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the "et of the month preceding publication. 
Address: Classified Advertising Materials, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per ag an of 18, 
~ pte 10 pt. display type for 

th 1 pt. Soden. Maximum ad size $” a 
pr permitted. “Publisher will set ad os 
maximum effect in space purch 











UNDISPLAYED CLASSIFIED l5¢ a word 
Set in 6 pt. type without border. $3.00 minimum 
charge per oy pens If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance 4 four consecutive insertions of 


undisplayed ads 








SITUATIONS WANTED 





FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS - TRAILERS - Cont. 





POSITION WANTED AS MANAGER of 
L.P.G. business. Successful L.P.G. sales back- 
ground and management experience. Reply Box 
111, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





HELP WANTED 





GAS PROPERTY MANAGER—Nationwide 
Company has opening in New England for pro 
gressive sales minded manager fer manufac 
tured and bottled gas utility serving a commu 
nity of approximately 35,000. Send resume of 
experience to Box 104, BUTANE-PROPANE 
Sh pe 198 So. Alvarado St., Los Angeles 57, 
Calif 


SALESMAN-OPERATOR FOR SOUTH 
FLORIDA Gas Business. Reply Box 113, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





FOR SALE: USED PROPANE TRUCKS. 
Model units ready to go. 1000 to 1600 
Also New Units in all sizes. Easy 
WE TRADE. White River Distrib 

utors, Inc., Ph. 570—Batesville, Ark 


FOR SALE: USED PROPANE TRANS- 

PORT trailer. 1—4600 w.c, single barrel unit 

and 1—4900 w.c. twin barrel unit. Both units 

in good condition and priced to sell. United 

agg Company, P.O. Box 1322, Decatur, 
inois. 


FOR SALE 
rPRUCKS—Ready for service. 
W.G. Financing available. Also New Trucks 
Write for list of units and prices). McNAMAR 
AND CROWLEY, INC., Box 210, Salem, Illi 
nos. 

USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe- 
troleu.n Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 


USED PROPANE DELIVERY 
1,200 to 1,800 


HAUL MORE PROPANE AND LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax en trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 lbs. completely 
equipped with High Flow Plumbing, eter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased ee pump boosts de- 
liveries to 50 GPM apor coalteld permits 
easy simultaneous loading and unloading of 
twin tanks with either compressor or liquid 
pump. These popular, carefully engineered and 
sleek designed Nor-Tex Single and Twin units 
are produced in four attractive models: The 
“Standard” —the “Custom”—the payload “‘Spe- 
cial” and the “DeLuxe.” That's not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. Do it profitably and in much less time. 
Phone, wire or write for prices now. NORTH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 








WANTED: 


AGGRESSIVE SALES REPRESENTATIVES 


in Minnesota and North Central States for LPG 
and NHS8 storage and system sales. Free to travel. 
Previous sales experience and knowledge of L. P. 
Gas Industry helpful. State 


TRANSPORTS: | OR TWIN 
barrel; new or used; for lease, or sale on 
budget or or sound sale plan. If you want 
— payload, with all of the latest 


eng 
roads, A your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 





and sales experience in application to: 
Manager, LPG & NHS Equipment Sales Division 


The J. 8. Beaird Co., inc. 
P. 0. Box 1115, Shreveport, Loulsiana 





one wag Load UNITS: SINGLE OR 
Barrel. Our prices are competitive. 
we invite between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 























BUSINESS OPPORTUNITIES WANTED 





WANTED TO BUY: PROPANE PLANTS 
Upper Mid-West, also used tanks 

30,000 gallon size. 

PROPANE News, 198 So. Alvarado St., 
Angeles 57, Calif. 


PRINCIPAL WISHES TO PURCHASE LP- 
Gas Business in Florida. All replies confiden- 
tial. Reply Box 112, BUTANE-PROPANE 
tm 198 So. Alvarado St., Los Angeles 57, 
alif. 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PILANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable piants for sale. LE 
BRODD, dh nga d gy ae _ 605 
Produce Bank Bidg., 








FOR SALE—THREE LP GAS COMPANIES 
in Missouri with gallonage of 5,665,400. Cash 
earnings $177,360 annually. $406, 000 cash 
required to handle terms. Can be purchased 
separately. Mel Putnam, Federated Petroleum, 
3230 University, Madison, Wisc. 


114 


TRINITY BULK TRUCK UNITS 


In Stock — Immediate delivery Twin 
1400 through 24560 WG your chassis 
or ours. 
There's more sold eal ahead . 
or wire: RAY REE 

TRINITY ane co., INC., 
DALLAS, TEXAS PHONE FL 7-306! 


- eall, write 








WE SAVE YOU MONEY 


BRAND NEW 1958 Chev. 2 
speed axle, 8.25 x 20 tires, 1800 
WG twin propane tank, Viking 
pump, Neptune Printer Meter, 
fire ext., 75’ each filler and va- 
por hoses, ICC lights, piped 
complete with rear cabinet and 
controls, READY TO USE. 
ONLY— 

$618.00 Down and 36 payments 
of $175.64 including interest. 
2000 WG Twin slightly more. 
Other sizes tanks, pumps, me- 
ters, etc., also available. WE 
TRADE. IMMEDIATE DELIV- 
ERY. 


White River Distributors, Inc. 


Ph. 570—Batesville, Ark. 





FOR SALE—TANKS - CYLINDERS 








SKID TANKS 
— IN STOCK NOW — 
$000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., lac. 
P. O. Drawer 1587 
Lubbock, T 














NOW—IMMEDIATE DELIVERY 


250% WP Propane §Storage Tanks, 1000 

thru 3380 Gallon 46” diameter, 2180 thru 

ress wo 60” diameter, 9050 thru 16,800 
diameter. 


% Phone, write, wire, 
us ane furnished. 


Ray Reedy, Trinity Steel Company 
Dallas, Texas Phone FL 7-3961. 














WANTED—MISCELLANEOUS 





WOULD LIKE TO BUY A 5500 WG. or 
larger used transport. American Petro, Inc., 
P, O. Box 748, Cameron, Texas. 





FOR SALE—MISCELLANEOUS 





DIXIE SEMI-LOCK HOODS. ALUMINUM 

and Aluminum coated steel. Wall bracket or 

free standing. GUARANTEED mechanically 

for life. $3.00 up. Dixie Manufacturing Com- 

pear. Eli “Ory Kentucky. Box 65. Phone 
9229 


BUTANE-PROPANE News 








CLASSIFIED 


ADVERTISING 








FOR SALE—MISC. Cont. 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
mac temperature and pilot control. Less pru 
duct shrinkage. Easily installed. Write for de 
ecriptive pamphlet. Eureka Equipment Compan) 
P.O. Box 396, Beloit, Wisconsin. 





FOR SALE: NATURAL GAS COMPANY 
has limited supply of Propane and Butane 
equipment consisting of Compressors; Gas-Air 
Machines; Liquid Pumps: Ransome, J.C.R., 
and Heller Tubes: Tube Runs; and, Vapor 
izers. Anyone desiring information please cor 
respond with Cascade Natural Gas Corporation, 
222 Fairview Ave., North, Seattle 9, Washing 
ton. 


ENSIGN CARBURETION FOR INTERNA 
TIONAL 190 Truck. Two complete sets cor 
sisting of Carburetor, Vaporizer, Manifold, tw 
94 gallon tanks, $250.00 per set P. O. Box 


246, Valley Park, Mo 


DECALS MADE FOR TRUCKS, EQUIP. 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 





FOR SALE 


Bryant Unit Heaters for LP Model 


Unit Heaters for LP Model 


Both ‘nen with TS6A Thermostats 
LIKE NEW—GUARANTEED 


ARC WELDING SUPPLY CO. 
467 Bruckner Bivd., Bronx 55, N. Y. 








SERVEL GAS REFRIGERATORS 


with Cross-the-Top Freezers 
Model S600A 6 cu. ft. 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 


Phone Flushing 7-616! 








The KNOW-HOW 
BOOK for LPG 


* Dealers + Salesmen - Servicemen 


The Bottled Gas Manual has been ac- 
cepted by many companies as the quick- 
est way to acquaint new sales and ser- 
vice men with typical bottle gas prob- 
lems. This 352 page (24 chapter) text 
book brings practical ‘‘working” facts 
to your entire staff in non-technical lan- 
guage. Nearly 10,000 copies in use. 


$4.00 per copy 
We pay postage on orders accompanied by check 
or money order. in California add 4% for 
sales tax. 
Butane-Propane News 


198 S. Alvarado St#., Los Angeles 
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FOR SALE—MISC. Cont. 





DEALERS—INVESTIGATE ADDITIONAL 
LPG COMMERCIAL LOAD OL HICK’RY 
BARBEQUE OVEN 22 cu. ft. 200-500 Ib. 
capacity. Genuine hickory flavor using gas. 
The Janda Company, Box 301, Cedar Rapids, 


lowa 





EDUCATIONAL SERVICES 








The L. P. Gas Industry is grow- 
ing—are you prepared to grow 
with it? .. 


Important jobs must be filled NOW 
in: 
@ Research & Development 
Sales @ Distribution 
@ Supervision and Manage- 
ment 
You can qualify with a degree in 
GAS FUEL TECHNOLOGY 
18 months course sponsored by the LPGA 
For information write: Mr. Earle A. Clifford 
SOUTHERN TECHNICAL INSTITUTE 
Chambiee, Georgia 














PROFESSIONAL SERVICES 





LET MY 30 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. Equio- 

ment revisions, property evaluations for sales 

or refinancing, ‘and assistance on legal suits also 

supplied. Floyd F. Campbell, Management 

a, 821 Crofton Ave., Webster Groves, 
0. 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida 
Georgia, Kansas, L Mississippi, 
New Mexico, Oklahoma and Texas. 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P. ©. Box 1662 Houston, Texas 











INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 














BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
address and telephone. $18.00 r 1000 sets 
dey og nat SYSTEMS, WOODSIDE 77. 


+ 


(Advertisement) 





You'll close more 


appliance sales 


when you use 
this handy 


COMPETITIVE 
COST CALCULATOR 


Now . . . with this authoritative, 
convincing sales tool, you can prove 
to your prospects quickly, easily, 
and simply that LPG costs less 
than electricity for cooking and 
water heating. Money talks with 
most people, so dramatize the sav- 
ings with a Competitive Cost Cal- 
culator. 

Compares the average annual cost 
of operating LPG versus electricai 
appliances, using your own local! 
rates. 

Proves to your customers’ satisfac- 
tion that it’s less expensive to cook 
and heat water with LPG than 
with electricity. 

It’s authoritative! Average annual 
usage figures for both LPG and 
electricity are taken from Techni- 
cal Bulletin 1073 prepared by the 
U. S. Department of Agriculture. 
It will last for years. Made from 
durable plastic-laminated board. 


LPG OPERATORS— 

The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
pliance sales. Hundreds of LPG 
appliance salesmen are using the 
Calculator to add authority to 
their sales presentations. Be sure 
each of your salesmen has one 
with him on every call. 


$1-90 each 
Orders of 50 to 99—80¢ ea. 
Orders of 100 or more—70¢ ea. 


(In California add 4% Sales Ta 
The supply is limited, 
so order today! 


Butane-Propane News 
198 S. ALVARADO STREET 
LOS ANGELES 57, CALIF. 














Advertisers 


“These advertisers carry additional information on their 
products in the 1958 Butane-Propane Catalog. 
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most advanced 
storage tank 
construction! 


. tanks 


only 


have all seams 


Not just shell and head-to-shell seams, but manway seams 
too...every seam in an QC f tank is fully x-ray inspected! 
Only the exclusive Q@C f Uni-Formed Advance Design 
Flued Manway, hot-formed in one piece, makes this pos- 
sible. These fully x-ray inspected propane storage tanks 
are available in sizes from 2,400 to 30,000 gallons capacity 
and more...at competitive prices. 

And, QC f offers even more in advanced design and con- 
struction: all tanks have hot-formed ellipsoidal heads, pro- 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED 
750 THIRD AVENUE, NEW YORK 17, N.Y 


x-rayed 


duced on our own 4,000-ton hydraulic press. All tanks are 


o 


stress relieved as well as x-rayed for 95% joint efficiency. 
Steel-grit-blasting, before prime coat of paint is applied, 
completely eliminates mill scale...no need to “weather” 
your tanks for a year before painting them. 

Prompt delivery in all sizes. Get full information from 
your nearest sales office or Dept. 8-B, American Car and 
Foundry, Division of QC f Industries, Incorporated, 750 


Third Avenue, New York 17, N. Y. 


/ Storage Tanks 
for propane, 
chlorine, 
, refrigerant gases— 
Propane Systems — 
1CC-51 Portable 
Ammonia Tanks— 
Safety Va/ves 


SALES OFFICES: New York + Chicago + Cleveland + Washington, D.C. ¢ Philadelphia + San Francisco «+ St. Louis + Berwick, Pa. + Huntington, W. Va. 
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Chere once was a Dealer named Tanklee D. Mansion He went to his uncles, his ne phews, and nik 


Who needed more money for business expansion. But learned that his business would be cut in si 


For, though sales were high and the prospects aglow, He found he had little in financing reso 


Expensive equipment had tied up his dough He even considered long-shot bets on the hors 





When his head stopped a-spinning. Tanklee cried out with glee No fanciful forms, everything confidential 


“It’s the LPG Credit Corporation for me!” (He was dealing with experts; they knew his potential). 


And, in less time than it took to say Tanklee D. Mansion, 
He quickly arranged for FIVE YEAR Financin’! 


The venture succeeded, his business is branchin’ 





So, why don’t you act like Tanklee D. Mansion? 


You can obtain full details on LPG’s financing plans cov- 
ering purchases of domestic and bulk storage tanks, 
trucks, tank trucks, truck tanks, and transports by writing: 


Credit Corporation 
312 East 131st Street . Cleveland 8, Ohio 
Our complete service for the LP-Gas Industry includes the Blue Flame Purchase Plan for Retail Sales Financing 





